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Belt-tightening 


OSF restructures as 
member firms cut back 


By Maryfran Johnson 


CAMBRIDGE,MASS 





Taking acue from its struggling in- 
dustry sponsors, the Open Soft- 
ware Foundation last week 
streamlined itself in- 
to two main business 
units, underscoring 
the importance of its 
“middleware” _ soft- 
ware technologies. 
Eight jobs were 
eliminated from sup- 
port and operations 
in the restructuring 
of the 300-employee 
foundation. Among 
them was the recently 
created post held by 
Chief Operating Offi- 
cer Gary Bard, who has been reas- 
signed to the task of creating a 
multivendor interoperability lab- 
oratory at OSF headquarters 
Another crucial bit of business 





The 
changes 
could 
allow 
DCE and 
DME to 
be better 
integrated. 


will be resolved by the end of this 
month, when the board of direc- 
tors is expected to finally reach an 
agreement on the 1994 funding for 
the $50 million organization (see 
story page 15). 
“Some board mem- 
oo ber companies are 
losing a lot of money 
right now,” said Kurt 
Friedrich, an OSF 
board member and 
general manager at 
the Open Systems 
Software Division of 
Hewlett-Packard Co. 
“As these companies 
have had to adjust 
funding for their own 
internal engineering, 
OSF should have its 
funding adjusted — like any other 
project.” 
The restructuring funneled 
roughly 75% of the OSF’s re- 
OSF, page 15 











Networking standards 


APPN tackles TCP/IP 


By Elisabeth Horwitt 
RALEIGH, N.¢ 


of architecture and 
telecommunications. 





APPN+ will offer 


Compaq hatches plan 
to loosen IBM’s PC grip 


Aggressive product rollouts, direct sales key to strategy 


By Michael Fitzgerald 


HOUSTON 





March will see a remade Compaq 
Computer Corp. roar in with new 
products and distribution strate- 
gies, including a long-awaited 
move into true direct sales. The 
plans are part of a major push by 
Compag towrest lead- 
ership of the PC indus- 
try from the IBM PC 


On March 8, Com- 
paq will refresh its 
ProLinea and Contura 
families and tweak 
the DeskPro/I family. 
ProLinea will gain 
local-bus _ graphics, 
while the Contura line 
will receive active-matrix dis- 
plays. The addition of faster pro- 
cessors will beef up the DeskPro/I 
line, sources said. 

A week later, on March 15, Com- 
paq will officially go direct, follow- 
ing up on its recent feint of using 
direct marketers as a separate re- 
seller channel. Sources said Com- 
paq will establish a toll-free phone 


CHANGING 
Co. CHANNELS: 
More big 
corporations are 
looking at new 
WEVERCR NY 
technology. 
Page 81. 


number to allow customers to buy 
its entire product line directly. 

Compaq declined to comment on 
the product or distribution initia- 
tives. A spokesman said only, “Our 
challenge is to win back customers 
who prefer to purchase directly 
from the manufacturer, and you 
can count on us to address this in 
the first half of this 
year.” 

Commenting on his 
firm’s bid to catch up 
with a stumbling IBM, 
Compaq President 
and Chief Executive 
Officer Eckhard Pfeif- 
fer said, “IBM hasn’t 
had technology lead- 
ership since 1984, 
and we have a shot at 
volume leadership.” 

“He thinks that?” asked Kimball 
Brown, vice president at Comput- 
er Intelligence/Infocorp in Santa 
Clara, Calif. “IBM is out for blood, 
and if he thinks he’s going to take 
share from IBM, he’s made a mis- 
take.” 

At the same time, Brown and 

Compaq, page 7 





Compagq’s initiatives. 
include the following: 





March 8: New 
ProLinea, active-matrix 
Contura, updated 
DeskPro/l. 





March 15: Direct sales. 





Early to mid-March: 
Price cuts on low-end 
(486SX and below) 
desktops. 





April: New consumer 
line, 2 stots, on-board 
digital signal chip. 





May 20: DeskPro/Ms 
expected. 





Late May/early June: 
New notebooks, 
including a 
sub-5-pound model. 








= IBM Networking Systems technicians last 
week detailed the company’s strategy for 
knocking Transmission Control Protocol/ 
Internet Protocol offits perch as the industry’s 
favorite internetworking protocol. The plan: 
Replace it with a renovated version of IBM’s 
Advanced Peer-to-Peer Networking. 


centers around 
APPN+, or APPN High 
Performance  Rout- 
ing. “We'd like to posi- 
tion it as a premium 
version of TCP/IP. 
with the same traits 
as TCP/IP, only faster 
and better,” said Rick 
McGee, IBM’s director 


However, that strat- 
egy may have difficul- 
ty making a dent in 
the Systems Network 
Architecture popula- 
tion already planning 
its exodus to TCP/IP. 

The next phase of 
IBM’s strategy, due 
within 18 months, 


three to 10 times the 
throughput of regular 
APPN, primarily by 
minimizing the over- 
head it takes for each 
network node to han- 
dle data packets, ac- 
cording to Marcia Pe- 
ters, chief APPN 
architect. 

APPN+’s other big 
advantage will be 
dynamic _ rerouting 
around failures, ac- 
cording to McGee. 
TCP/IP already has 
this feature, in con- 

APPN, page 12 
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Client/server caveats 


By Michael Vizard 





= Information systems departments looking 
to build client/server applications around net- 
worked PCs are discovering that each of the 
four major operating system platforms has 
critical shortcomings that impact the robust- 
ness of the applications and the length of time 
ittakes to deploy them. 


Currently the most popular approach is to 
build client/server applications that run under 
Microsoft Corp.’s Windows and DOS as clients 
attached to OS/2 or Unix servers. However, the 
drawback is that IS must pay particular atten- 
tion to how an application behaves on a DOS 
client because it can crash easily (see story 
page 16). 

The need for a multitasking operating sys- 
tem is beginning to push some IS departments 
to look at 32-bit options such as IBM’s OS/2 2.0, 
Unix or Microsoft’s upcoming Windows NT on 
both the client and the server. By adopting a 
multitasking operating system, they expect to 


lient/server computing remains an enigma to 
many in these times of downsizing 





WHICH BEST DESCRIBES YOUR ATTITUDE TOWAPD 
SO-CALLED CLIENT/SERVER COMPUTING? - 


Planning 
to move 





Moving or 
have moved 


Unsure of 
best path 


No current 


Buzzword plans 








Percent of respondents (Base: 106) 





Source: International Data Corp. CW Chart: Stephanie Faucher 


create faster, more robust applications that 
will be easier to maintain in a homogeneous cli- 

ent/server environment. 
However, the 32-bit platforms are not without 
drawbacks: Some are missing key features, 
Client/server, page 16 
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NEWS 


Anumber of client/server products and issues were de- 
tailed last week. Developers attempting to build cooper- 
ative client/server applications on desktop platforms 
face a host of daunting integration issues. Page 1. Mak- 
ing their pitch for the high end of the LAN server market 
are Netframe Systems, with a family of multiprocessing 
superservers, and Sun, which is teaming with Novell to 
build a processor-independent version of NetWare 4.0 
that will run on Sun’s SPARC-based servers. Page 4 


Large systems customers have plenty to keep a close eye 
on as IBM formally introduces its new mainframes — 
sans list prices. Page 10. DEC also showed its hand, ar- 
ticulating a mixed VAXcluster strategy due later this 
spring as well as its most enthusiastic embrace of Unix 
todate. Page 14. However, minicomputer makers, includ- 
ing DEC, are also evaluating Windows NT and develop- 
ing strategies for using that operating system as an en- 
terprisewide environment. Page 71 

Unix and Windows NT may be gathering some steam, but 
the Open Software Foundation, under pressure from its 
sponsors, restructured its business, eliminated eight 
jobs and is set to establish a new funding model. Page 1 
and 15 


The intensity of the battle for the desktop turned up a few 
notches as Compagq grabbed at IBM's PC mantle with ag- 
gressive product rollouts and distribution shifts. Page /. 
DEC, meanwhile, turns to the PC market. Page 14 


VIEWPOINT 


Software licensing practices are out of step with the times, 
columnist Elaine Bond says. It’s time to abandon tradi- 
tion and rethink the whole structure. Page 27 


IN DEPTH 
Want to know the naked truth about IS performance? By 


concentrating on trouble spots, you can come up with an 
action plan to align IS and the business. Page 89 
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Next KOs workstation line 


By James Daly 
REDWOODCITY,CALIF 





Steve Jobs, Next, Inc.’s chairman and Apple 
Computer, Inc.’s co-founder, acknowledged 
last week that he could not make lightning 
strike twice. Jobs announced plans to scrap his 
slow-selling workstations and focus solely on 
software. 

Saying he could not allow the struggling firm 
to remain “a second-tier hardware company,” 
Jobs unveiled a radical restruc- 
turing that included the dis- 
missal of 280 of Next’s 536 em- 
ployees. The metamorphosis 
from a workstation maker to a 
software supplier should be 
complete by May 25, the first 
date of the annual NextWorld 
show in San Francisco. 

Next is currently hammering 
out deiails to sell its hardware 
business and state-of-the-art 
automated manufacturing 
plant in Fremont, Calif., to Can- 
on, Inc., the Japanese electron- 
ies giant that has invested $165 
million in the company. 


Steve Jobs’ Vert worksta- 
tions faced huge hurdles 


would be a great thing,” said Charles Mayer, 
manager of computer systems and services at 

{obil Corp.’s offices in Fairfax, Va. “But I ques- 
tion whether they will be able to do that against 
competition as tough as Microsoft, Apple and 
IBM.” 

Additional competition comes from smaller 
competitors that are also shipping product. Al- 
ready, companies such as ParcPlace Systems, 
Inc. and Digitalk, inc. offer similar well-regard- 
ed platforms for crafting customized applica- 

tions for corporate developers. 


Unlikely scenario 

Analysts agreed that the chanc- 
es of Next’s taking over this ob- 
ject-oriented development 
market are slim. “Being early 
with a good OS will help, but Mi- 
crosoft and Taligent will proba- 
bly be the two real power- 
houses in systems OS in the 
future,” said Tim Bajarin, an 
analyst at Creative Strategies 
Research International, Inc. in 
Santa Clara, Calif. “At best, 
Jobs can hope to gain a loyal fol- 
lowing where creating custom 





Along struggle 
Next’s object-oriented Next- 


Tough sell 


apps fast is a priority.” 
NextStep 486 also presents 
significant financial hurdles. In 





Step environment has been 
available for more than four 
years but has struggled for 
both mind share and market 
share. However, it is expected 
that the late May release of a 
version for Intel Corp. plat- 
forms — the NextStep 486 — 
will widen its appeal for users 
who are looking to quickly de- 
velop custom in-house applica- 
tions. 

NextStep users have long 
praised a design that makes it 
easier to reuse large chunks of 
software code, saying it deliv- 
ers today the kind of object-ori- 
ented programming environ- 
ment potential rivals such as 
Taligent, Apple and IBM's joint 
venture, or Microsoft Corp.'s 
Cairo project will not deliver 
until next year. But that may not 
be enough. 

“NextStep is a superb way to 
build apps quickly. So if they 
can make NextStep fly, that 


Mich. 





The price and propri- 
etary nature of the 
Next workstation 
made it hard for 
founder Steve Jobs to 
find a market. He first 
targeted the universi- 
ty market. When that 
did not work, he fol- 
lowed with an equally 
unsuccessful strate- 
gy of selling to corpo- 
rate America. 

“We're buying com- 
modity workstations 
—we don’t need, and 
don’t want to pay for, 
the level of robust- 
ness the Nextstation 
affords,” said Mike 
Adelson, project man 
ager at Chrysier Fi- 
nancial in Southfield, 


addition to shelling out $995 for 
the user version, users may 
need extra circuit boards, 
memory and disk drive capaci- 
ty to bringa typical PC up tothe 
sophisticated color, sound and 
video capabilities of the Next 
workstation — adding several 
thousand dollars to the cost of 
an already expensive machine. 

At stake is nothing less than 
the survival of the company. “If 
they have another year where 
they do not make money with 
this [software] strategy, it could 
be tough for them to survive,” 
Bajarin added. 

In general, Next’s customers 
did not seem overly disappoint- 
ed by the firm’s sudden with- 
drawal from the hardware 
world. “I don’t think it’s a fail- 
ing; I think it’s a smart move,” 
said Tom Campbell, who super- 
vises 325 Next workstations as 
senior vice president at First 
National Bank of Chicago. 























APPLE Tops OS SURVEY 


Next week’s CW Guide on 
desktop operating systems 
features user survey results on 
the major products and a Firing 
Line evaluation of Windows NT. 
The Buyers’ Scorecard results (at 
right) are based on user ratings 
across 16 categories with scores 
weighted by factors indicating 
the importance of each category 
to the users surveyed. 
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Security Control gives you single-point control for the entire system. 
It provides the first and only method for limiting authority of superusers. 





Help Desk includes Machine Generated Problem Tracking and Priority Escalation 
So people are immediately notified of critical problems. 
Never fear. New 
CA-UNICENTER® 
is here. 

The first com- 
plete systems 
management 
software for 

UNIX. But what it really is, is complete peace of 

mind. Never again will you worry about security. 

Control. Or administration. 

CA-UNICENTER for UNIX gives you all the 

systems management technology you've 
been waiting for. Everything you need to 
control your entire UNIX system and 

cascompuing turn it into a safe, productive environ- 


Architecture 


rormheoos. ment for mission-critical computing. 


G NEW CA-UNICENTER: 
WORLD SAFE FOR UNIX. 
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Storage Management ensures files are backed up and archived. Frees space when file systems 
become full and keeps backup and archived files safe from accidental or intentional destruction. 


Resource Accounting lets you customize billing any way you want 
so the right bill has the right information and goes to the right group. 
Created by the expertsinsystems | 
management, CA-UNICENTER combines 
everything CA has learned over the past 
two decades as the world’s leading sys- 
tems software company. 
It's the most powerful, flexible and 
easy-to-use systems software ever 
developed. And it’s available today. 
So why take a chance? 
Call 1-800 CALL CAI today for a free 
Demo Disk and complete information on 
how we're making the world safe for 


UNIX. 
OMPUTER 


And how our new 
CA-UNICENTER can make 
Software superior by design. 


UNIX safe for you. 


CA-UNICENTER provides Security, Storage Management, Problem Management, Resource Accounting, Console Automation, Print/Report Management, Scheduling and Workload Balancing Solutions. 


Computer Associates International, Inc., One Computer Associates Plaza, Islandia, NY 11788-7000. All product names referenced herein are trademarks of their respective companies. 
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Client/server development 


Netirame expands line 


By Kim S. Nash 


AS.CALIF 





Netframe Systems, Inc. last week confirmed 
that it intends later this month to ship a new 
superserver family that offers improved appli- 
cation processing and built-in remote software 
management — features pivotal to users want- 
ing to build robust client/server applications. 

Shops interested in downsizing or consoli- 
dating local-area networks are most likely to 
consider multiprocessing as several factors co- 
alesce to make the boxes more appealing and 
affordable, users and analysts said. 

The impending Pentium chip from Intel 
Corp., Microsoft Corp.'s Windows NT multipro- 
cessing operating system — and the many ap- 
plications expected to be written for it — and 
advances in data storage make multiprocess- 
ing “seem real and doable,” according to Lynn 
Berg, program director for midrange comput- 
ing strategies at Gartner Group, Inc. in Stam- 
ford,Conn. 


Year for trials 

However, all this activity does not mean the 
market will soar, Berg cautioned. She said 1993 
will be a year of experimentation, with users 
discovering that superservers can make sense 
in some client/server scenarios. 

Some companies have already forged ahead. 
“Networks built on machines that can do more 
than one thing at a time are absolutely the way 
to go,” said Michael West, MIS director at Hen- 
redon Furniture Industries, a large furniture 


maker and retailer in Morganton, N.C. 

The company is four to six months away from 
unplugging a high-end IBM Application Sys- 
tem/400 and about a year away from ditching 
an IBM 4381 mainframe, accordingto West, who 
installed four older Netframe superservers 
several months ago. 

Collapsing data processing from the two pro- 
prietary platforms to a single wide-area net- 
work anchored by multiprocessors serving PC 
clients gives end users more functionality and 
better performance, he said. 

Henredon has been able to reallocate 30% to 
40% of its information systems staff's time from 
hardware maintenance to new software devel- 
opment, West said. 


Netframe’s new CS series — four models due | 


within two weeks — promises high-perfor- 
mance application handling by way of dedicat- 
ed application processors, separate from I/O 
processors. The 486-based systems scale from 
one to seven processors and are priced be- 
tween $29,950 and $74,950. 

The goal was to build a single box capable of 
simultaneously running programs geared for 
different operating systems. For example, a us- 
er might decide to install a Unix manufacturing 
application and a Windows NT-based human 
resources program on one Netframe CS server. 

Other features include improved fault toler- 
ance via redundant cooling and control sys- 
tems and the option of a redundant CPU and 
easier systems administration via the ability to 
install, diagnose and maintain software re- 
motely from any point on the network. 








NetWare coming to SPARC 


By Michele Dostert 





Managers of Novell, Inc. NetWare networks 
whose Intel Corp.-based servers are running 
out of steam may soon be able to replace them 
with powerful, inexpensive SPARC-based serv- 
ers from Sun Microsystems Computer Corp. 

Sun and Provo, Utah-based Novell last week 
disclosed an agreement to develop a processor- 
independent version of Novell's forthcoming 
NetWare 4.0 network operating system that will 
run natively on Sun’s Sealable Processor Archi- 
tecture (SPARC)-based servers. 

To network users and managers, the Net- 
Ware on SPARC servers will look and feel just 
like their familiar Intel-based servers. But un- 
like Novell's NetWare for Unix products, which 
run as processes on top of Unix, NetWare for 
SPARC systems will run directly on the SPARC 
chip, just as it does now on the Intel chip 

Novell and Sun would not disclose the target- 
ed shipping date for NetWare on SPARC, but 
they promised that software developer kits for 
the product would ship by the end of 1993. The 
agreement is similar to one struck between No- 
vell and Hewlett-Packard Co. in December 1991 
to build native NetWare for HP’s Precision Ar- 
chitecture-RISC servers, which HP said will 
ship by the end of 1993. 

“Since Novell has such a huge installed base 
in that market, it’s a good move for them,” said 
Bill Sines, vice president of midrange strate- 
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gies and server research at Technology Invest- 
ment Strategies Corp. in Framingham, Mass. 

The power of SPARC may be overkill for file- 
and-print serving for spreadheets, word pro- 
cessors and the like, but it will be welcomed by 
users running databases and graphicaliy 
based applications, Sines said. 

Sun will target its SPARC servers at NetWare 
users with high-demand applications, such as 
Wayne Robertson, network administrator at 
St. Agnes Medical Center in Fresno, Calif. Some 
of Robertson’s applications use 800M bytes of 
data and are accessed by hundreds of users. 
“Our current 486/50-MHz servers are just run- 
ning out of horsepower,” he said. “I’ve been 
really impressed with the SPARC boxes I’ve 
seen, and I'd love to be able to use them as Net- 
Ware servers.” 

Currently, SPARC servers are priced from 
$5,295, which includes Sun’s Solaris operating 
system. Scott McNealy, Sun’s chief executive of- 
ficer, intimated that SPARC boxes sold as Net- 
Ware servers without the Solaris operating sys- 
tem will be even cheaper. 

To build NetWare 4.0 for SPARC, Novell will 
provide what it calls a “NetWare System Inter- 
face” to NetWare 4.0, to which Sun will then 
write its processor and device controllers. 
Third-party developers of NetWare Loadabie 
Modules (NLM) for NetWare 4.0 will be able to 
port their NLMs to the SPARC platform by re- 
compiling their code, according to Bob Young, 
Novell's director of marketing for NetWare. 








UPS makes network 
management choice 


By Elisabeth Horwitt 
MAHWAH,N.J 





= After deliberating for a year 
over products from some 50 ven- 
dors, United Parcel Service, Inc. 
(UPS) has tapped Novell, inc. and 
Applied Computing Devices, Inc. 
to supply and help design its inte- 
grated, corporatewide network 
management system. 


A third vendor, Software Artist- 
ry, will provide help desk applica- 
tions such as problem tracking 
and asset management. 

UPS expects to get 
back its multimillion- 
dollar investment in 
the system — which 
will support new ser- 
vices and _ applica- 
tions — within 18 
months, according to 
Marc Dodge, the pack- 
age handler’s tele- 
communications 
manager. 

The new services 
include a cellular net- 
work that will provide 
real-time package tracking. 

While UPS’ rivals may be able to 
field similar customer services, 
“the differentiator is keeping 
those services up and running,” 
Dodge said. 

Another driver for UPS’ network 
management strategy is the ex- 
pansion of its local-area network 
installations from zero to 1,400 
NetWare-based Token Ring LANs 
in the past six years, Dodge said. 

“It all boils down to our stand- 
alone networks and PCs all coming 
together into one big whole, and 
we're recognizing we also have to 
do network management as a 
whole,” Dodge explained. 

UPS has about $1 billion in hard- 
ware, software and applications in 
the field that it has to protect, he 
added. 

The vendors will be working 
with UPS’ information systems 
and networking people to design a 
system that distributes network 
management and user support to 
corporate sites and yet allows 
scattered LAN and wide-area net- 
work managers to share data 
about network problems and sta- 
tistics, Dodge said. 


Performance uptick 

The system should boost IS field 
support people’s effectiveness by 
at least 20%, according to talks 
with UPS network managers, said 
Mark Latham, a UPS regional IS 
manager who worked on the proj- 
ect. “That's significant bucks with 
1,100 field people.” 


Novell’s 
. NetWare 
Management 
System is now 
managing 
multivendor 
installations at 
several Fortune 
500 companies 
— eitherin pilot 
or production 
mode. 


UPS’ IS budget for 1992 and 1993 
is $500 million for each year. 

A key component of UPS’ strate- 
gy is moving user support func- 
tions out from a data center to lo- 
ealized help desk support at each 
of the company’s 83 operating re- 
gions, Latham said. “Right now we 
have 2,000 people in 1,400 build- 
ings calling one spot for help on 
118 different applications.” 

UPS decided to decentralize 
help desk functions “when a lot of 
companies are going the opposite 
way [because] we don’t want users 
to have to make a long-distance 
eall to New Jersey” 
for each problem, Lat- 
ham said. 

Software Artistry 
will provide the tools 
to enable local users 
at the 83 operating re- 
gions to “fix their own 
problems instead of 
calling central IS all 
the time,” Latham 
said. These tools in- 
clude an “expert ad- 
viser” that suggests 
the best action to try 
and “visualization” tools that pro- 
vide graphic presentations of the 
equipment being fixed, he added. 

Software Artistry will also sup- 
ply a common database for LAN 
and WAN problem tracking so 
managers on both sides of the 
house and in different parts of the 
country can compare notes on 
what problems came up and how 
they were handled, Latham said. 


More efficient 

While Applied Computing Devices’ 
software will correlaie problems 
between WAN devices and Novell's 
NetWare Management System for 
LANs, “sharing data between the 
LAN and WAN folks [via a data- 
base] will save at least 80 phone 
calls to the data center right off the 
bat” for each major network prob- 
lem, Dodge said. 

UPS originally hoped to have 
just one integrated network man- 
agement system but soon settled 
for “two primary vendors working 
together,” Dodge said. The compa- 
ny looked at all major so-called in- 
tegrated network management 
platforms but conciuded that the 
traditional ones were mostly tele- 
communications- and carrier-ori- 
ented, with “little grasp of LANs 
and PCs,” Dodge said. 

Novell’s NetWare Management 
System still has a lot of holes in 
terms of supporting UPS’ multi- 
vendor LAN installations, Dodge 
said. “Novell has the best chance 
of attracting third-party support 
to pull this thing off.” 
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News Shorts. 


Lotus answers licensing move 

Lotus Development Corp. last week countered 
Microsoft Corp.’s latest licensing foray aimed at 
large information systems shops. As part of its Lotus 
Flex sales program, the company is offering custom- 
ers with 250 units of PC software from Lotus or anoth- 
er vendor the ability to purchase all upgrades for Lo- 
tus software during a two-year period. Microsoft 
implemented a similar program earlier this month. 
Separately, Lotus announced that it has begun ship- 
ping Version 2.0 of Freelance Graphics for Windows, 
which brings several enhancements to Lotus’ presen- 
tation graphics software. 


Beyond the ‘three R’s’ 

Vendor profits and product quality will suffer unless 
the math, computer and language skills of entry-level 
workers are upgraded, according to a committee con- 
vened by the American Electronics Association 
(AEA) last week. Working under a federal grant, the 
AEA committee plans to identify the key worker skills 
needed to make U.S. vendors more competitive, up- 
date school curricula and develop a voluntary stan- 
dard for worker training in the electronics industry. 


UPS wireless net arrives on time 

A $150 million data-over-cellular network for United 
Parcel Service, Inc. goes into operation today. The 
network, plans for which were announced last year, 
extends UPS’ private land network to some 50,000 
trucks in the field. The parcel company will now be 
able to monitor bar-coded and air and ground deliver- 
ies almost immediately. 


Sun, Microsoft work together 

Microsoft and SunSelect, the PC unit of Sun Micro- 
systems, Inc., last week announced support for en- 
hanced interoperability and full integration among 
Windows for Workgroups, Windows NT and SunSe- 
lect’s PC Network File System (NFS) software for PC- 
to-Unix integration. Users of any Windows operating 
platform will be able to use PC-NFS products to access 
Unix networks and open systems resources. SunSe- 
lect also confirmed its commitment to ship a new PC- 
NFS for Windows NT in the third quarter 


UI maps out 1993 Unix plans 

Unix International released its “1993 Roadmap for 
Unix Systems and Related Technologies” with the 
stamp of approval from 50, major user companies 
Unix International chose SunSoft, a Sun subsidiary, 
as its reference technology supplier and selected 
Sun’s Open Network Computing distributed comput- 
ing services as one of the requirements. 


SHORT TAKES Sun settled out of court for $30 million 
on two separate securities class-action lawsuits 
brought by a group of shareholders. Silicon 
Graphics, Inc. last week cut by 13% the entry model 
prices of its Iris Indigo R3000 reduced instruction set 
computing PC, from $7,995 to $6,995.... Syncordia 
Corp. has gained yet another customer: Firmenich 
International SA, the Geneva-based fragrances and 
flavorings company, which Syncordia will provide 
with a network backbone to interconnect six sites in 
Europe and Princeton, N.J.... BlueLine Software, 
Inc. in Minneapolis has purchased Phaser, Inc. as a 
way to extend its IBM Systems Network Architecture 
network performance monitoring software down to 
Novell, Inc. local-area networks. ... ITT Datacom will 
introduce to the U.S. this week copper-based network 
cabling that the firm “guarantees will support 100M 
bit/sec. Ethernet,” a spokesperson said. 
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Hospital proves IS ean 
help cut health care costs 


By Mitch Betts 


INDIANAPOLIS 





= Memo to Hillary Rodham Clin- 
ton: Hospital information sys- 
tems that make doctors more 
cost-conscious when they order 
drugs and tests could slash the 
nation’s bloated health care bill 
by an estimated $30 billion. 


One such information system is 
already in use at Wishard Memori- 
al Hospital in Indianapolis, where 
a rigorously  con- 
trolled study showed 
that it slices an aver- 
age of 13% (or $887) 
off a patient’s hospi- 
tal bill — without de- 
grading the quality of 
care. 

“This is very consistent with the 
Clinton administration’s plans for 
health care reform, where the goal 
is to squeeze out unnecessary and 
inefficient services,” 
observed Charles J. 
Singer, president of 
Charles J. Singer & 
Co., an IS consultancy 
in Wakefield, Mass., 
that specializes in 
health care. 


The system 
could cut U.S. 
health care costs 


by roughly $30 
billion. 





Of 
savings will be offset 


dering choices and lists the pa- 
tient’s charge for each item. 
“That’s important because most 
doctors don’t have the foggiest 
idea of the costs of the tests they 
are ordering,” Singer said. 

The menus list the most cost-ef- 
fective tests, discourage some ex- 
pensive ones, display only reason- 
able testing intervals (such as 
three times a week rather than 
daily) and warn about drug inter- 
actions. 

In addition, the software uses a 
technique called 
“counter detailing,” 
which gives recom- 
mendations not to use 
specific expensive 
drugs in certain cir- 
cumstances in an ef- 
fort to counter the 
sales pitches of drug companies. 

The system lowered patient 
costs by 13%, according to a study 
published last month in the Jour- 

nal of the American 
Medical Associa- 
tion. This would 
amount to an annual 
savings of $3 million 
at Wishard. 


course, those 





Indeed, the  sys- by the price of the sys- 
tem’s developers Ata glance tem, which cost about 
have fired off a letter $20,000 per ward for 
to make sure Clin- The software was the hardware. The 


ton’s health care task 
force is aware of the 


custom-written by 
three full-time PC 


system is now used in 
10 wards, three inten- 








pioneering study, ac- programmers using sive-care units and 
cording to William M. Advanced Revelation, the emergency room, 
Tierney, a professor amenu-driven Tierney said. 
of medicine at Indi- application builder If the cost savings 
ana University, which from Revelation are extrapolated na- 
manages the hospital. Technologies, Inc. in tionwide, the order- 
So far, there has been New York. ing system could cut 
no response to the let- the nation’s health 
ter, he said. The system came care costs by roughly 
on-line for one $30 billion a year, said 
Cost cure inpatient service in Tierney, the lead au- 
The order-writing August 1988 and by thor of the $1.3 million 
system employs ap- October 1991 had been study. 
proximately 60 Intel implemented The order-writing 
Corp. 80386-based throughout the system will work ona 
PCs linked by an hospital's six inpatient stand-alone basis, 
Ethernet local-area services. Tierney said, but it 
network running No- gains added power 
vell, Inc.’s NetWare. The $30 billion from its link with the 
More importantly, nationwide cost university's Regen- 
the custom software savings figure is a strief Medical Record 
was designed specifi- rough and System, a 20-year-old 
cally to steer doctors conservative estimate database of records 
toward more cost-ef- derived by taking 10% for 720,000 Wishard 
fective decisions off the hospital half patients. 
when ordering expen- ($300 billion) of the The link to elec- 
sive drugs and medi- nation’s $600 billion tronic medical rec- 
cal tests. health care biilin 1991 ords — still very rare 
For example, the (the year the study was in a world of paper 
system leads doctors conducted). medical charts — 


through a menu of or- 


means the ordering 


system can warn doctors about pa- 
tients’ previous test results and 
drug allergies, for example. 

A key question is whether mak- 
ing doctors more cost-conscious 
degrades the quality of patient 
care. The study said that although 
quality is difficult to measure, a re- 


What the doctor ordered 
Wishard Memorial’s computerized 


ordering system has significantly cut 
per-patient costs. Some examples: 


a ae 


Druc costs 
aye TEST COSTS 
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TOTAL PATIENT CHARGES | 





Base: 1,859 patients compared with 
a control group of 3,360 patients 











Source: journal of the American Medical Association 


view of postdischarge records 
showed no quality problems, and 
the computerized warnings about 
drug complications presumably 
improved care. 

“Cost control and quality im- 
provement need not be mutually 
exclusive,” the study stated. 

Moreover, the system provided 
nurses, technicians and pharma- 
cists with either printed or elec- 
tronic orders, which are far easier 
to read than doctors’ handwritten 
orders. 

“Legibility is a quality and time- 
liness issue,” said John Page, ex- 
ecutive director of the Healthcare 
Information and Management Sys- 
tems Society in Chicago. Most hos- 
pital pharmacists now get carbon 
copies of a handwritten order 
sheet, he said. 

The biggest problem the study 
uncovered was that doctors com- 
plained it takes longer to write or- 
ders using PCs than it does with 
paper. 

Tierney said the software has 
since been streamlined to speed 
up the process and that in the fu- 
ture, the use of portable pad com- 
puters could be beneficial. 

The study’s authors warned 
that while their software is biased 
toward reducing costs, software 
could be developed that goes the 
other way. 

“Hospitals might be tempted to 
build menus using protocols that 
would allow users to order batter- 
ies of tests and treatments with 
one keystroke, which would result 
in higher costs,” the study 
claimed. 
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Compaq plan 
CONTINUED FROM PAGE 1 


other analysts said Compaq looks well- 
positioned to grow rapidly in 1993. 
Brown predicted the PC maker will sell 
2.5 million units this year, up from 1.5 mil- 
lion in 1992. The growth will come at the 
expense of smaller companies, though, 
as IBM matches Compaq by selling 4.5 
million units in 1993, up from 3.4 million 
in 1992, Brown predicted. 

Still, Pfeiffer’s comments are not with- 
out support. Compaq has surpassed IBM 
in several European markets and is 
poised to do so in Japan. BIS Strategic 
Decisions in Norwell, Mass., said Com- 
paq’s unit sales grew 75% last year. 

BIS analyst Jeffrey Henning said sell- 
ing direct would help Compaq’s business 
model. “Compaq now makes less money 
per PC sold than Gateway because Com- 
paq has to go through the distribution 
channel. IfI’m Compaq, I can’t really putz 
around with these mail-order compa- 
nies; | have to go direct myself,” he said. 

Compaq has driven its overall costs 
down dramatically, and Pfeiffer hinted 
that the company plans another dramat- 
ic price cut [CW, Feb. 1]. Sources said 
Compaq will cut prices on its 386 and 
486SX systems early next month. 

Ross Cooley, Compaq’s senior vice 
president, North America, promised the 
firm will double its number of distribu- 
tion outlets by June, largely by adding re- 
tail and mass merchant channels. The 
company also plans to introduce a new 
low-end family of PCs that fit in below the 
ProLinea line. This line is expected to ap- 





Fighting back 





The IBM PC Co. is not standing still 
in the face of a Compaq onslaught. 

IBM last week announced price 
cuts of up to 14% on its Persona! 
System/ValuePoint 325T, 425SX 
and 433DX and its ThinkPad 300 
products. In early April, sources 
said, IBM will refresh its low-end 
ValuePoint line, adding a Video 
Electronics Standards Associa- 
tion VL local bus to the line. 

This underscores IBM’s new- 
found aggressiveness, as the new 
products will appear only seven 
months after the initial ValuePoint 
announcement, observers said. 

IBM is also expected to revamp 
the PS/1 line in the same time 
frame. IBM will add a tower format 
to the line and two new desktops. 

Sources said a broad move on 
the PS/1 and ValuePoint lines will 
probably go hand-in-hand with a 
major move on the PS/2 side of the 
product line. Other sources said 
IBM will add PCMCILA slots to its 
ThinkPad notebooks, 

IBM declined to comment on un- 
announced products. 

— Michael Fitzgerald 





pear in the April/May time frame. 

Compaq’s move to push budding in- 
dustry standards will probably make us- 
ers happier. 

“We've yet to see a pen-based comput- 
er, a wireless computer, the PDAs — any 
machines taking advantage of PCMCIA 
cards,” said Glen Jurmann, section man- 
ager of office technology at Baxter 
Healthcare Corp. “We have seen very 
good equipment offered at great prices.” 

Compaq executives defended this lack 


of product, saying the company does not 
want to release technology for technol- 
ogy’s sake, ahead of market demand. 
Compaq has stated it will ship pen com- 
puters and personal digital assistants 
(PDA) in 1993, both of which will likely 
support Personal Computer Memory 
Card International Association 
(PCMCIA) ecards. 

Compaq’s revamped DeskPro/M line, 
expected to be unveiled May 20, should 
produce some technological innovation. 


At the same time, some said Compaq 
is vulnerable in its bread-and-butter 
notebook market. Notebooks generated 
a quarter of Compaq’s sales last year, but 
the vendor has ignored the market for 
the 486SX to focus on Intel’s now dead- 
ended SL processor. 

Sources said Compaq will unveil new 
notebook products in May or June, in- 
cluding its first sub-5-pound product. 

Associate editor Carol Hildebrand 
contributed to this story. 














A Nightly VSAM reorganization reduced 


from 1 hour 40 minutes to 20 minutes, 


allowing the user to leave the on-line system 


available for an extra hour each night. 


A New files added to applications auto- 
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General Magic debut offers only illusion 


By Michael Fitzgerald 





General Magic pulled no rabbits from its 
hat and made no newfangled communi- 
cations products appear, but a full house 
at the Hudson Theatre applauded any- 
way at the debut of the most-hyped tech- 


nology since pen computing. 

Perhaps the audience liked the sleight 
of hand because the Mountain View, Cal- 
if., company held its coming-out party to 
discuss two software products that do 
not yet exist but that could fuel a market 
for personal intelligent communicators. 

Personal intelligent communicators, 


construed broadly, will serve as a com- 
munications Swiss army knife. They will 
offer a mix of functions, acting as hand- 
held cellular phones, wireless data/fax 
modems, personal organizers, data-re- 
trieval centers, pagers and other devices 
that have yet to be invented. 

General Magic already has licensees 
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for its Telescript programming language 
and communications protocol. For in- 
stance, Apple Computer, Inc. has said it 
will use Teiescript for its Newton Person- 
al Digital Assistant, and AT&T-backed 
EO, Inc. is using Telescript embedded in 
Go Corp.’s PenPoint operating system on 
its now-shipping personal intelligent 
communicator. 

General Magic will also license Magic 
Communicating Applications Platform 
(CAP), an object-oriented operating sys- 
tem. Currently, Sony Corp., Motoroia, Inc. 
and Philips Telecommunications N.V. 
have licensed Magic CAP. 


Nothing definite yet 

Neither product is finished after two 
years of development, though Mare Po- 
rat, General Magic’s president and chief 
executive officer, said the company 
would provide concrete producti details 
starting this summer. A reference mock- 
up with a pen-input device and a phone 
was shown. This is expected to be based 
on a Motorola processor initially. 

Users responded positively to the ba- 
sic premise of General Magic's plan but 
said the company has a lot to prove and 
faces numerous pitfalls ahead. 

Joseph Barrett, a technology analyst 
at Whirlpool Corp. in Benton Harbor, 
Mich., said Whirlpool may be able to 
make use of Telescript-capable products 
in the next two to three years. “This mat- 
ters to us just because of its concepts 
about sharing information — products 
that use this, if they work, will give more 
people access to more information. 
That's why it could be valuable,” Barrett 
said, citing the software’s ground-up fo- 
cus on improved communications. 

The impact on information systems is 
hard to measure, but the prospect of 
seamless wireless communications 
among highly mobile workers presents a 
paradigm shift, according to General 
Magic and its allies. 

“In the current wired world, [commu- 
nications] services are provided disjoint- 
ly by a number of different vendors. 
They're saying this can be consolidated 
[behind their standard, Telescript], and 
if that happens, it will have a tremendous 
impact on the adoption of messaging 
technology, information access and in- 
formation services throughout the con- 
sumer and business world,” said Walter 
Ulrich, a director at Arthur D. Little, Inc. 
in Los Angeles. 

While the first systems using General 
Magic’s technology will probably be used 
in a stand-alone environment based on 
PC operating systems, Andy Hertzfeld, 
senior vice president and software wiz- 
ard, said that in late 1994 the company 
hopes to build hooks for mainframes and 
local-area networks into Magic CAP and 
Telescript and after that plans to work 
with database vendors to build addition- 
al hooks. 

Still, the vision of providing anywhere, 
anytime communications will “take us at 
least a decade and perhaps two biologi- 
cal generations,” Porat estimated. 
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With the SAS* Sys 
Now you can put all your remote “islands” of information 
within easy reach of your organization’s decision makers. 
With the SAS System, data—regardless of type, file 
structure, or hardware platform— becomes a generalized 
and available resource. 

You can provide transparent access to relational databases 
such as DB2*, ORACLE®, Rdb/VMS", and SYBASE®... PC 
files such as dBASE”, Lotus® .DIF, and OS/2® Extended 
Services” Database Manager...and a variety of other file 
types. The SAS System invokes the power of Structured 
Query Language (SQL) for data access and display. 

The SAS System’s unified approach to data helps you 
hold down costs (why maintain unnecessary duplicate 
files?) while also reducing your training and support burden 
(since every department shares the same path to data). 

Even more important than data access is the ability to 
turn raw facts into real information. Using the SAS System, 
decision makers at every level of your enterprise can 
exploit the power of the world’s leading information 
delivery system. Choose integrated applications for EIS, 


m for Information Delivery 


forecasting, project management, corporate reporting, 
quality improvement, electronic spreadsheets, and 
hundreds of other tasks. 


Just Give Us a Call 

to Reach Your Remote 

Islands of w (\(] 
Information. i ‘| *e cu U 
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Call us today at Qe for more details about 
our strategy for enterprise-wide data integration... plus a 
free video introduction to the SAS System for Information 
Delivery. We'll also tell you how you can evaluate the 
SAS System free for 30 days. 


Kf. 


SAS Institute Inc. 

Sales and Marketing Division 

SAS Campus Drive () Cary, NC 27513 
Phone 919-677-8200 [) Fax 919-677-8123 


SAS is a registered trademark of SAS Institute Inc. The following are also registered trademarks: DB2 and OS/2 (IBM Corp.), ORACLE (Oracle Corp.), SYBASE (Sybase, Inc.), dBASE (Ashton-Tate), and 
Lotus (Lotus Development Corp.). The following are trademarks: Rdb/VMS (Digital Equipment Corp.) and Extended Services (IBM Corp.). Copyright © 1992 by SAS Institute Inc. 
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What’s it gonna cost? 


Customers uncertain as IBM drops host price lists 


By Johanna Ambrosio 


IRK 





“Let the games begin.” That was the reaction 
by most large customers to IBM's decision to 
introduce its new mainframes last week with- 
out list prices. 

Users do not necessarily rue the passing of 
list prices that have become mostly meaning- 
less during the past two years because of ram- 
pant discounting. But they said that negotiat- 
ing with IBM without some sort of understood 
starting point will add some unwanted com- 
plexity, if not confusion, to their dealings. 

Under the new “customer value pricing,” 
IBM will negotiate with each user based on the 
total package of hardware, software and ser- 
vices needed [CW, Feb. 8]. And, unlike the cur- 
rent contractual requirement for many cus- 
tomers, users will no longer have to sign 
nondisclosure agreements on pricing. 

“List prices have become irrelevant,” said 
Bill Dean, director of technology management 
services at Pepsico, Inc. in Purchase, N_Y. “This 
muddies the water a little bit, although not for 
very long. It will take us a little while to sort out 
what the real costs are, and then they'll have to 
decide what they want todo.” 

Tom Loane, IS vice president at Alamo Rent- 
A-Car, Inc. in Fort Lauderdale, Fla., agreed. 
“Let's not kid ourselves; there is a price. It’s 
just harder to get, and it will just confuse people 
for alittle longer.” 

Nicholas Donofrio, general manager of IBM’s 
Enterprise Systems business, said that confu- 
sion was not the motivation. “We're not trying 
to pull the wool over anyone's eyes, but list pric- 
es are just not relevant in this world.” 

He added that IBM will accommodate cus- 
tomer requirements by listing prices of specific 
components on a customer-by-customer basis. 

Donofrio said that instead of starting with 
list prices, IBM has for some time been working 
with its customers on a deal-by-deal basis. 
“People say, ‘I have these many millions of dol- 
lars, and I need this much stuff. We quit when 
you give me all of that for all of this,’ he said. 

Analysts and others said this new tack is an 





PCMs ready response 


attempt to stem the revenue erosion in a slow- 
growing mainframe business and to inject a bit 
of confusion into the bidding process for rivals 
Amdahl Corp. and Hitachi Data Systems Corp. 
(see story below). 

Another motivation is perhaps to disguise 
some of the extreme price changes expected by 
the end of the decade, when IBM switches over 
to a wholesale System/390-based parallel pro- 
cessing architecture (see story right). At that 
point, prices are expected to be about one-tenth 
of the most recent mainframe list prices, and 
IBM needs to find a way to get there . 


Notany cheaper 

Reports from the UK, where this customized 
bid system has been in place for at least a year, 
are mixed. “The clever users have been paying 
what they would have been paying,” said Barry 
Graham, a consultant at Xephon Group in New- 
bury, England, who tracks actual prices paid by 
European customers. “Other users, who are 
not quite as aware, have paid more money. No- 
body has paid less.” 

According to some users, however, no one 
has paid more under the newstructure. 

“Of course there are winners and losers, and 
some people will negotiate better than others, 
but I don’t believe anyone has paid more for a 
product as a result of the policy,” said Alec 
McHale, current chairman of the IBM Computer 
User Association in Hilford, England. Associa- 
tion members raised objections when IBM ini- 
tiated the policy, he said, but concerns have 
subsided. “People shouted and screamed at 
first, but no one mentions it now. IBM has got 
good business morals and ethics and is not out 
to cheat the customer,” McHale said. 

On this side of the Atlantic, however, users 
are decidedly skeptical. “With all the discounts 
and mystery, buyers have always wondered if 
they could have done better,’ said David Moore, 
senior vice president at Mellon Bank Corp. in 
Pittsburgh. “Now we'll be comparing different 
things, and we'll see howit plays out. We'll learn 
as we go.” 

IDG news correspondent Ron Condon con- 
tributed to this story. 


Midlife kic 


IBM’s New ES/9000s COME WITH A ONE-YEAR GUARANTEE. THE LINE INCLUDES: 


Meom  Pecusens fata 


Seven-way March Uniprocessor 


Dyadic 


Two-way 


Uniprocessor March 
IMPROVEMENTS 

° _ e between 25% and 35% 
over the older ES/g000 water- 
cooled ee 

NEw FEATURES 

© Data compression* and a hard- 
ware-based system that compresses 
data by at least 2-to-1, thus helping 
users save significantly on disk drive 
purchases. 





* Software available by year’s end 
Paves: 





Source: IBM CW Chart: Stephanie Faucher 





On the horizon 





Nick Donofrio, general manager of IBM’s Enterprise Systems busi- 
ness, last week detailed how the firm’s large systems will evolve. 
* Donofrio vowed IBM will be the price/performance leader of all 
host vendors and will not follow the traditional 15% price/perfor- 
mance curves. 
¢ By the second half of the decade, IBM will switch over wholesale 
to a much-less-expensive, 390-on-a-chip architecture for its paral- 
lei commercial computers. At the same time, he said, MVS and cus- 
tomers’ applications will be brought over to the new architecture 
without users having to do any significant work themselves. 
«In the meantime, he added, IBM will bring out specific targeted 
machines for market niches such as database access. The compa- 
ny’s first parallel pr iter, a database query engine, 
willbe ietradaced later this year, Donofrio confirmed; a transac- 
tion-pr 1 tation will follow next year. 
*IBMwill continue to add software to MVS and the mainframe fam- 
ily to enable it to play in the open systems and client/server worlds. 
—Johanna Ambrosio 























separately, 


to evaluate the hardware pieces 
analysts said. 
will have to deduce the street price 


bases.”’ That means HDS is ready 
to counter IBM coprocessors as 


they are shipped, ex- 


They Freeze 


Cassell Historically, IBM was 


as IBM shifts gears 


IBM is still alive,” 
jevic, 
search, Inc. in Phoenix and a long- 


By Jean S. Bozman 


\ 





For plug-compatible manufactur- 
Amdahl Corp. and Hitachi Da- 
ta Systems Corp., the old game of 
beating IBM's list price 
There is no IBM price book any- 
more 


ers 


Is over: 


“It is now mano a mano,” said 
Jim Cassell, director of Gartner 
Group, Inc.’s large computer sys- 
“They can't bid the 
software and services IBM can.” 

“The original idea of the plug- 
compatible manufacturer as a pro- 
vider of a hardware alternative to 


tems service. 
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said Bob Djurd- 
president of Annex Re- 
time watcher of the  plug- 
compatible market. “But it’s going 
to be redefined, just as the main- 
frame has to be redefined.” 
Djurdjevic said vendors need to 
customize mainframes much as 
some auto makers allow custom- 
ers to order customized cars be- 
fore the vehicle is assembled 
From now on, the two IBM com- 
petitors which together own 
25% of the world mainframe mar- 
ket will have to break out the 
components of an IBM-bundled bid 
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of new IBM machines from report- 
ed sales to government agencies 
and from leasing companies that 
finance the IBM machines, noted 
Gartner Group analyst Mark Hess. 

But, before any of the just-an- 
nounced IBM mainframes ship, 
Amdahl and HDS will have to re- 
spond. Of the two, HDS — a joint 
venture between Japanese com- 
puter maker Hitachi Ltd. and Elec- 
tronic Data Systems Corp. — is 
considered better prepared to ship 
comparable machines, although it 
made no announcement. 

“They were ready to go in Sep- 
tember,” Cassell said. “They have 
had a lot of experience with their 
Japanese line of coprocessors for 
data compression and data- 


plained. 

Last week, Amdahl revised its 
product line; it will add four mod- 
els in June and boost performance 
by up to 28% next month. It re- 
duced the list price ofits eight-way 
5995-8650M from $30 million to $21 
million. 

Amdahl had beaten IBM to the 
punch with its eight-way machine, 
shipping it in September. 

But Amdahl placed only about a 
dozen units around the globe — 
just about as many eight-way ma- 
chines as IBM placed at beta-test 
sites worldwide, analysts said. 

Amdah| also had manufacturing 
problems with 5995Ms last fall and 
lost months of lead time fixing 
them. 


able to “freeze” the 
mainframe market for 
months preceding a 
big announcement. 
Amdahi and HDS were 
forced to respond but 
often failed to ship 
product for a year or 
more. But IBM's recent 
troubles have changed 
the rules: Amdahl 
posted record fourth- 
quarter mainframe 
sales, and fourth- 
quarter sales of HDS 
mainframes eclipsed 
the firm’s peripherals 
sales for the first time. 
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Application Development 
Strategies and Solutions Seminars. 


You will address the most important aspects of workstation-based 
application development and maintenance: the cost savings, the 
productivity gains, and the increased program quality possible with the 
Micro Focus solutions. 


Learn how to Offload Mainframe Application Development and 
Maintenance to the workstation and bring CICS™ IMS™ 370 Assembler™ 
and DB2™ programming/debugging facilities to your PC through 





discussions and demonstrations of the Micro Focus products that put the 
mainframe on your desktop. 


Make the most of your COBOL applications with Micro Focus PC 
Programming tools and take advantage of the latest graphical user 
interfaces, optimize application performance on the newest PC 
architectures and look forward to object-oriented programming. 





Considering a move to Client/Server Computing? See the Micro Focus 
development tools your existing COBOL programmers can use to quickly 
Client/Server Computing develop new co-operative systems with minimal retraining. 

See Cross-Platform Micro Focus solutions that make the move to open 
systems as smooth as possible while preserving your software investment in 
existing COBOL applications. 





Micro Focus has the answers. Contact the Micro Focus Seminar Desk to 
register for the no-cost Micro Focus Application Development Strategies 
and Solutions Seminar near you. Call 415-496-7160 now and discover 
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AT&T slaps rivals with lawsuit 


Seeks back damages for business lost to secret deals 


By Joanie M. Wexler 
WASHIN I N D.¢ 





= A paradox in long-distance regulatory poli- 
cy has reared its head in the wake of a lawsuit 
AT&T filed last week against competitors MCI 
Communications Corp., Sprint Corp. and Wil- 
Tel. 


The interexchange market leader is suing 
the three carriers for back damages “in the mil- 
lions of dollars,” which AT&T claimed it could 
have gleaned in business during the past two 
years if ail carriers had been forced by the Fed- 
eral Communications Commission (FCC) to file 
tariffs on common carrier service contracts. 

But while Joseph P. Nacchio, president of 
AT&T’s Business Communications Services 
unit, said that “secret deals deny customers 
the advantages of competition,” AT&T does not 
apply the same philosophy — nor does the FCC 
— to “enhanced” long-distance services. Such 
services include X.25, emerging frame-relay 
and Asynchronous Transfer Mode (ATM) net- 
works, where the carrier adds some value to or 
manipulates networked data. 

In fact, at a Computerworld-moderated ses- 
sion on frame-relay pricing at the recent Com- 
munication Networks Conference and Exposi- 
tion 93, AT&T was the only carrier that refused 
to price publicly a mock frame-relay bid on a 
component-by-component basis [CW, Feb. 8]. 
AT&T is also the only long-distance carrier that 
requires enhanced-service customers to sign 
nondisclosure agreements. 

This is because “we prefer to come and assist 
users in designing networks rather than iust 
giving them price lists,’ Kevin Brand, frame-re- 


lay product manager, said at the session. The 
same policy will be in place when AT&T’s ATM 
service kicks in next year, AT&T said. 

Users were divided in their opinions as to 
whether opening up price lists would benefit 
customers. Some said posting prices would re- 
sult in the natural price-lowering effects of 
competition. Others said secret deals give them 
more negotiating power. 

“Deals should be kept secret. Why would I 
want someone to know what! didifit was giving 
me a competitive advantage?” said John Facci- 
bene, vice president of telecommunications at 
Garban Ltd. in New York. 

“We're seeing a paradox because of the way 
[two separate] markets are defined by the FCC, 
which really no longer makes economic sense,” 
acknowledged AT&T spokesman Bob Nerse- 
sian. “We'd be open to both markets being de- 
regulated or regulated, but until then, everyone 
should follow the rules.” 

The AT&T suit follows a Nov. 13, 1992, ruling 
by the U.S. Court of Appeals that all common 
carriers must file tariffs for basic interstate 
transport services in accordance with The 
Communications Act of 1934. The FCC, howev- 
er, has required only AT&T, as a dominant car- 
rier, to file tariffs since its 1984 divestiture. 

“AT&T has said, and the court has agreed 
with them, that the FCC had no statutory au- 
thority to allow that anomaly to occur,” said 
Brian Moir, legal counsel to the International 
Communications Association user group in 
Dallas. “Clearly, AT&T has the leeway” to seek 
retroactive damages, he said. 

MCI, Sprint and WilTel brushed off the law- 
suit as an AT&T attempt to cling to market 
share in the face of stiff competition. 








Financial applications to do battle 


By Kim S. Nash 





Dun & Bradstreet Software and PeopleSoft, Inc. 
set delivery dates last week for the next wave 
of their client/server financial applications, in- 
vigorating a horse race started 
with initial product shipments last 
year. 

But being first out of the gate 


On the way 


whiie D&B Software has thus far shipped a de- 
cision-support module. 

Timing is nearly everything for at least one 
division of Ontario Hydro, a large utility in To- 
ronto, where an internal battle is brewing over 
whether to go with D&B Software 
or PeopleSoft products. 

While the utility's Energy Man- 





matters less than the functionality 
delivered over the long haul, users 
and analysts said. 

The stakes continue to climb 
with financial application product 
plans from new entrants such as 
San Francisco-based Walker In- 
teractive Systems and deliveries 
from established vendors such as 
Oracle Corp. 

“Everyone’s under the gun to 
follow through on ship date prom- 
ises, but the real battle is about 


modules. 


available. 


D&B Software 

April: FlexStream, a 
human resources- 
related tool. 

June: SmartStream 
Decision Support 2.0; 
FinancialStream, a set 
of standard finance 


Prices: SmartStream: 
$73,000; others not 


agement branch enthusiastically 
backs PeopleSoft’s general-ledger 
package, other larger groups in 
the utility have “invested heavily” 
in D&B Software’s mainframe- 
based Millennium line, “and the 
corporate tide is leaning toward a 
complete D&B client/server solu- 
tion down the road,” said Jeff God- 
dard, financial systems project 
leader. He said those divisions are 
more comfortable dealing with a 
vendor they know — in this case, 
D&B Software. 





functionality,” said Clare Gillan, 
an analyst at International Data 
Corp. in Framingham, Mass. 

The two companies’ timetables 
for releasing the next wave of 
packages are roughly similar. 

PeopleSoft already has a main- 
stream financial module — gener- 
al ledger — installed at user sites, 
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PeopieSoft 

Qz2: PS/Accounts 
Receivable, PS/ 
Accounts Payable. 
Q3: PS/Asset 
Management. 

Prices: $100,000 to 
$300,000 per module. 
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Indeed, customer loyalty does 
play arole in software acquisition. 
If D&B Software’s mainframe ap- 
plications are entrenched at a 
company, the company will likely 
look at D&B’s client/server goods 
first, according to Gillan. “That 
definitely works in D&B’s favor,” 
Gillan said. 





APPN taekles TCP/IP 


CONTINUED FROM PAGE 1 


trast with the current APPN, which 
can lose sessions before it has a 
chance to redirect traffic to a back- 
up route, according to Don Czu- 
beck, president of Saratoga, Calif., 
research firm Gen2 Ventures. 

Further down the line — by 1995 
— IBM plans to offer 
APPN++, a giga- 
bit/sec. multivendor 
protocol that will sup- 
port Asynchronous 
Transfer Mode 
(ATM)-based net- 
working, Peters said. 

IBM is doing re- 
search into “combin- 
ing variable and 
fixed-cell benefits” — 
i.e., the advantages of 
frame relay and ATM 
— according to War- 
ren D. Sovereign, IBM 
consulting support representa- 
tive. 

IBM has also been workingon an 
ATM switch for more than a year 
and plans to offer ATM switching 
about the same time as vendors 
such as Cisco Systems, Inc. — cre- 
ator of APPN rival Advanced Peer- 
to-Peer Internetworking — and 
Cisco partners AT&T and Strata- 
Com, Inc., McGee said. 

APPN-+ will be positioned as an 
easy, intermediate step to ATM, 
McGee said. Unlike ATM, migra- 
tion to APPN+ requires no hard- 
ware upgrade, he added. 

While ATM as an architecture 
can support TCP/IP or any other 
networking protocol, IBM is work- 
ing with the ATM Forum to imple- 
ment some APPN-based features, 
such as multinode resource direc- 
tories in ATM, McGee said. 

The current APPN protocol 
might give TCP/IP a run for its 
money among SNA users who 
need to minimize traffic conges- 
tion on their internetworks, Czu- 
beck said. 

While TCP/IP works fine on an 
uncongested network, one appli- 
cation can gobble up most of the 
bandwidth, killing everyone else’s 
response time, he added. 

APPN today guards against this 
happening and also prioritizes 
which applications get the most 
bandwidth, Czubeck said. 

3M Co. may use APPN as one of 
its primary worldwide internet- 
working protocols, according to 
Kevin Maher, a lead analyst at the 
St. Paul, Minn., manufacturer. 
“TCP/IP’s connectionless environ- 
ment can bea problem, particular- 
ly for our international sites that 
are just starting to scale up their 
LAN applications,” he said. “When 
a [TCP/IP] link gets overloaded, it 
starts throwing away frames” of 
data. 


The current 
APPN protocol 
might give 
TCP/IP a run for 
its money 
among users 
who need to 
minimize traffic 
on their 
internetworks, 
according to Don 
“Czubeck at Gen2 
Ventures. 


3M also likes the directory ser- 
vices that enable an APPN net- 
work to “take care of itselfin terms 
of dynamic path [definitions] and 
finding resources,” Maher said. 
TCP/IP lacks these features. 

However, “TCP/IP is our current 
platform for multivendor interop- 
erability,” Maher said. “Time will 
tell how well APPN is 
accepted.” 

Rather than force 
users into an APPN 
straitjacket, IBM is 
developing MultiPro- 
tocol Transport Net- 
work software that 
will enable applica- 
tions written to net- 
work protocols such 
as TCP/IP and Net- 
BIOS to ride on top of 
an APPN backbone, 
McGee said. 

However, all this 
may be too little too late to prevent 
some SNA users from defecting to 
TCP/IP. 

“SNA will probably be on our 
network for another five or 10 
years just because our legacy 
mainframes will be there, but 
[APPN] is not part of our strategic 
direction at this time,” said John 
Bubb, a senior engineer at South- 
ern California Edison Co. in Rose- 
mead, Calif. ““We’re encouraging 
more conversion at the desktop to 
more prevalent open standards, 
such as TCP/IP.” 

Senior editor Joanie M. Wexler 
contributed to this story. 





Prepped protocols 





Hereisarundown of how 
APPN and TCP/IP compare 
on key internetworking 
criteria: 


Effective addressing for 
large networks: 

* APPN: Yes. 

TCP/IP: Coming in future 
release. 

Congestion control; class 
of service prioritizing: 
*APPN: Yes. 

*TCP/IP: No. 

Dynamic rerouting around 
network failures: 

*APPN: Future release. 
*TCP/IP: Yes. 

Multivendor support: 

* APPN: IBM, 3Com, Cross- 
Comm Corp. and Netlink, 
Inc. have license; Novell, Inc. 
and Systems Strategies, Inc. 
have formally committed to 
supporting. 

° TCP/IP: Near ubiquitous 
support. 
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DEC nears mixed VMSeluster support 


By Melinda-Carol Ballou 


NARI MASS 





Digital Equipment Corp. is ahead 
of schedule in its efforts to provide 
mixed VMScluster support, but 
several holes remain, according to 
analysts and users. 

DEC users seeking to bringin Al- 
pha AXP machines with VAXs on 
VMSclusters will be able to do so 
when the company ships Open- 
VMS AXP Version 1.5 in May. This 
will help many sites make a 
smooth transition to Alpha and 
gain performance and consolida- 
tion advantages. 

By deploying Alpha AXP sys- 
tems that are three to four times 
faster than their comparably 
priced VAX predecessors, users 
will be able to consolidate the num- 
ber of DEC systems running at 
their site. However, they will ini- 
tially be restricted in what they 
ean do and in how they can config- 
ure the mixed clusters. 


Some restrictions 
For example, in the new release, 
VAXs will not be able to access Al- 
pha tapes and vice versa; cross-ar- 
chitecture booting is not possible; 
and, as expected, volume shadow- 
ing and disk striping will not be 
available until later — by year’s 
end at the earliest, according to 
some sources. 

Fiber Distributed Data Interface 
(FDDI) support will also be un- 
available in this release. While 


cross-booting and lack of cross- 
tape access are annoying, the lack 
of volume shadowing and FDDI 
support is more critical for large 
sites that run production applica- 
tions across clusters. 

These and other restrictions 
likely to be announced were speci- 
fied in confidential DEC docu- 
ments distributed to partners last 
week. 


Ww 
aX 
American 
Airlines will 
bringin 
Alpha 
machines 
onlyina 
What it will have limited 
According to those documents,  contextuntil 
OpenVMS AXP Version 1.5 will of- full 

fer the following clustering capa- VMScluster 
bilities: production 
* Under the company’s Computer capabilities 
Interconnect protocol, OpenVMS are 

AXP 1.5 will allow a maximum of available, 
three DEC 7000/10000s in a _accordingto 
VMScluster with a maximum of  onesystems 
eight VAX and Alpha AXP systems _analystat 
in a mixed-mode cluster. the 

*Up to two Computer Intercon- company. 
nect adapters and a maximum of “Weneed 
one Star Coupler for linking HSC high 
storage devices to the cluster will availability 
be supported. This initially limits _ products to 
the number of systemsintheclus- comeout 
ter as well as the number of avail- _ before we 
able disk forms. put theminto 
*Under the company’s Digital our 
Systems Storage Interconnect production 
(DSSI) protocol, users will be able 
to deploy clusters that consist of 
either one or two VAX systems or 
DEC 4000 AXP hosts for a maxi- 
mum of three systems per DSSI 
cluster. Customers will not initial- 
ly be able to build DSSI clusters 


he said. 


environment,” 


around the high-end 7000s or 
10000s, however. 

DEC 3000s are not directly sup- 
ported in VMSclusters, but up to 12 
DEC 3000 satellites can be at- 
tached to the cluster over Ether- 
net. For users seeking to bring the 
lower cost DEC 3000 AXP systems 
directly into a cluster, such as Ste- 
phen Tihor, assistant research sci- 
entist at New York University, this 
initial restriction is somewhat 
burdensome. 


Beat the clock 

Even so, Tihor said he is generally 
satisfied with the initial capabili- 
ties expected from DEC and said 
the company is beating its product 
schedule. 

“They are meeting reasonable 
limits of what they are able to test 
and certify to handle core custom- 
er needs,” Tihor said. 

Both analysts and users were 
positive in their assessment of 
DEC’s progress. 

“While there’s still a slew of re- 
strictions here and a few adminis- 
trative headaches, they’ve done a 
fine job of getting it out earlier,” 
said Chris Christiansen, an ana- 
lyst at IDC Financial Services 
Corp. “Mostly, people will be in- 
stalling Aiphas in ones and twos 
and won't be anxious to add many 
[machines] right away.” 

A DEC spokeswoman refused to 
comment on the details but said 
the porting process for clusters is 
ahead of schedule. 





Aggressive push targets PCs 





It is not just the Unix market that will see a more 
aggressive DEC. Last week, Enrico Pasetori, recently 
appointed vice president of DEC’s new PC business unit, 
said the company will push harder to reduce production 
costs and broaden the PC product line and distribution. 


“DEC has made a number of 
stupid starts because top man- 
agement [at that time] did not 
seriously believe in PCs,” he 
said. “We need a focused prod- 
uct strategy.” 

DEC, which nonetheless has 
managed to move from 22nd 
place to ninth place in terms of 
PC sales during the last year, 
hopes to secure the No. 5 slot 
by the end of the next year, he 
said. 

Toward that end, DEC will 
soon be shipping PCs equipped 
with Intel Corp.’s Pentium pro- 
cessors — a family of Extended 
Industry Standard Architec- 
ture- and XT/AT bus-based 


systems — as well as PCs that are Alpha AXP-based sys- 
tems. But Pasetori said he thinks the relationship with 


Baby steps 
DEC’ i 


's share of the PC market is barely measurable, 
but it appears to be growing at a healthy rate 
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Source: Computer intelligence PC Market Monitor 


Intel ought not to be viewed “antagonistically.” ed. 
While Pasetori’s organization will initially be respon- 


sible for the Intel line, it seems likely that the Alpha PC 
running Microsoft Corp.’s Windows NT will ultimately 
come under his umbrella. 

The delay in shipment of Intel’s Pentium may boost Al- 
pha’s prospects, according to Randy Guisto, senior ana- 


thing better to offer [than competitors do], such as dis- 
tributed computing, then you can bring that in,”’ he add- 


lyst at WorkGroup Technol- 
ogies, Inc.,a market research 
firm in Hampton, N.H. But DEC 
has to do a better job of getting 
the Alpha message across to 
an Intel-oriented PC audience, 
he said. 

Doing that will be a key goal 
for Pasetori, who will also push 
the establishment of new dis- 
tribution channels for the com- 
pany. 

Cutting manufacturing 
costs is another area of focus. 

But foremost, Pasetori will 
seek to “play by the rules” of 
the PC market and succeed in 
that sphere on its own terms. 
“If, in addition, you have some- 


—Melinda-Carol Ballou 
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DEC dishes out 
Unix to serve 
technical users 


By Maryfran Johnson 
MAYNARD,MASS 





® Digital Equipment Corp. putits best face ona 
beleaguered Unix strategy last week, vowing 
first to reawaken the interest of the scientific 
and technical community and then to per- 
suade commercial customers to buy its 
DEC/OSF/1 “Unified Unix” on Alpha AXP hard- 
ware. 


The company’s three-headed operating sys- 
tem strategy will offer all customers a choice of 
OpenVMS, DEC/OSF/1 or Microsoft Corp.’s Win- 
dows NT on Alpha AXP platforms. 

Emphasizing the growth path and longevity 
of a 64-bit Unix operating system running on 
Alpha’s 64-bit processor, company officials 
said this 64-bit story will give the DEC product 
line a compelling edge over competitors. 

William Strecker, DEC’s vice president of en- 
gineering, characterized Unix as “the major 
growth opportunity for DEC” and said early us- 
ers of DEC/OSF/1 on Alpha have been pleased 
with the “robustness and commercial quality” 
of this new Unix version. 

“There is a good deal of user interest [in the 
OSF/1 systems] because of their power and por- 
tability,” said Kurt Reisler, chairman of a Unix 
special interest group in the Digital Equipment 
Computer Users Society. “The port to 64-bit 
isn’t that difficult since there are tools that 
point out the stupid [inconsistent] things done 
with the code. But users are concerned about 
whether they have the money to buy the new 
hardware.” 


Targets three areas 

DEC’s Unix product strategy is geared to three 
areas: scientific and technical computing, cli- 
ent/server workgroup computing and distrib- 
uted production applications in commercial ac- 
counts. 

For Intel Corp.-based platforms, DEC will 
continue to offer The Santa Cruz Operation’s 
SCO Unix (see story at left). 

For an estimated 100,000 users of DEC’s UI- 
trix Unix variant, however, migration to the Al- 
pha platform running DEC/OSF/1 is virtually 
their only choice for moving forward wiih the 
vendor. 

Late next month, DEC will begin shipping 
DEC/OSF/1.2 on Alpha AXP workstations, but 
there are no firm commitments for providing 
that Unix version on the current DECstation/ 
DECsystem line, which is based on Mips Tech- 
nologies, Inc. processors. The DEC/OSF/1.0 re- 
lease runs on the DECstation line now. 

DEC said it will try to ease the transition from 
Ultrix to DEC/OSF/1 by offering a range of tools, 
including binary code translation tools. 

Company officials also said they would intro- 
duce an Alpha AXP workstation this quarter in 
the $5,000 to $10,000 price range. 

“We've heard the commitment. Maybe a year 
from now there will be a credible story,” said 
John Jones, an analyst at Salomon Brothers, 
Inc. in New York. 

Senior writer Melinda-Carol Ballou also 
contributed to this report. 
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sources in engineering and business 
management into a new business unit 
called Interoperable Technologies, 
which covers the Distributed Computing 
Environment (DCE), Distributed Man- 
agement Environment (DME) and the 
Motif graphical user interface. An Oper- 
ating Systems unit was also created for 
OSF/1 and its interface to the next-gen- 
eration microkernel. 

“We're asking them to run [the OSF] 
like a business,” said Mike Saranga, 
president of the OSF board of directors 
and IBM’s assistant general manager of 
systems, structures and management. 
“This will be a little bit leaner organiza- 
tion, getting products to market faster.” 

Saranga said the abrupt removal ofthe 
COO job, established only three months 
ago, was no reflection on Bard’s abilities. 
“We brought in the COO, but it was just 
the wrongtime and the wrong place,” Sa- 
ranga said. ‘““We made a mistake.” 


No time to waste 
Users familiar with the OSF’s operation 
viewed the management restructuringin 
a hopeful light but stressed the impor- 
tance of the OSF getting its technologies 
into users’ hands as soon as possible. 

“I think this [restructuring] will aid 
the communication flow among the inter- 





OSF restructures as firms eut back 


operable technologies so that DCE and 
DME will be as integrated as they can 
be,” said Ted Hanss, president of the 
OSF’s end-user steering committee and 
director of the University of Michigan’s 
Center for Information Technology Inte- 
gration in Ann Arbor. 


Before the changes, the engineering 
groups and business-area management 
teams had separate and sometimes con- 
flicting missions. The DCE and DME 
groups, for example, were each deveiop- 
ing different security services for their 
respective products — with no guaran- 
tees they would work well together. 

“A lot of end users have been saying it 
was time to stop this playing around and 
get the security models integrated,” said 
Tony Carrato, a member of the OSF’s 


end-user steering committee. “One 
hopes this gives them the opportunity to 
do that now.” 

Project management teams for DCE 
and DME will be reporting via one man- 
agement stream to Jeanette Horan, vice 
president of interoperable technologies. 

OSF/1 engineers and business manag- 
ers will report to Roger Gourd, vice pres- 
ident of operating systems. Microkernel 
work will remain with Ira Goldstein, vice 
president at the OSF Research Institute. 








Under pressure 





Still unsettled after months of de- 
bate, 1994 funding for the OSF 
must be resolved by the end of this 
month or key software develop- 
ment could suffer, OSF board mem- 
bers said last week. 

“There is tremendous pressure 
to close on this,” said Kurt Fried- 
rich, an OSF board member and 
general manager at Hewlett-Pack- 
ard Co.'s open systems software 
division. 

That pressure comes mainly 
from the outside contract work — 
under way iow at IBM, HP, Tivoli 
Systems, Ine. and others — on the 
DME technologies. 

Since its 1988 founding, the OSF 
has relied heavily on contributions 
from its six key sponsors: IBM, HP, 


One budget proposal under con- 
sideration would allow sponsor fi- 
nancing to count as royalty “‘pre- 
payments” on OSF technologies. 
“Instead of just giving them money 
todo what they want, we'd say, 
‘Here’s $X million to cover my 
OSF/1 royalties,’ Friedrich said. 
—Maryfran Johnson 
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Some notebook networking solutions 
are more complicated than others. 


How many levers, switches and dials should you 
have to put up with simply to get a notebook on the 
network? In our opinion, none. And that’s exactly how 
many you get with our Pocket LAN Adapters: Connecting 
one takes but a twist of our patented tractor grip. So simple 
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achild could hook one up. Or an executive. And our 
adapters work with virtually any notebook, any 
network, and any topology. Call 1-800-874-7875 
ext.81A to learn more. Or call your dealer and 
buy ori@\ If you don't, you'll just have to learn to adjust. 
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5 News Shorts 


CC:Mail gains Unix connection 

Lotus Development Corp. last week began shipping 
new software for connecting its CC:Mail electronic- 
mail package to the Simple Mail Transport Protocol 
(SMTP) used in Unix-based mail systems such as In- 
ternet. CC:Mail Link to SMTP Version 2.0 still requires 
a dedicated DOS-based PC, which does not have mul- 
titasking capabilities, but Lotus said the new version 
was written so it can send and receive mail simulta- 
neously. 


HP expected to expand SNA links 
Hewlett-Packard Co. is expected this week to an- 
nounce Release 2 of the HP SNAplus family of prod- 
ucts that connect Unix-based HP business systems, 
servers and workstations to IBM Systems Network 
Architecture (SNA) networks. SNAplus Release 2 en- 
hancements include support for Token Ring and SNA 
over X.25 connections and support for IBM 3270 Motif 
interface. 


New president at Epoch Systems 

Epoch Systems, Inc., purveyor of network data man- 
agement systems and software, last week named Rob- 
ert Davoli as its new president, replacing Christopher 
Robert, who is leaving to pursue private investment 
opportunities. Davoli was previously co-founder and 
president of SQL Solutions, Inc., a supplier of tools 
and integration services for relational database man- 
agement systems. 


NetWare Lite revamped 

Novell, Inc. announced NetWare Lite v1.1 for DOS and 
Microsoft Corp.’s Windows, a new release of its peer- 
to-peer, local-area network operating system. The 
new release adds full support for Windows 3.0 and 3.1. 
This mean users will no longer have to exit to DOS to 
perform network management functions. The new re- 
lease, available now, also adds Single Network Login, 
allowing users to access shared resources via a single 
Login from any connected workstation. 


NetWare manager enhanced 

Novell also announced Version 1.1 of its NetWare Com- 
munications Services Manager, its Windows-based 
communications management application. NetWare 
Communications Services Manager manages multi- 
ple NetWare servers for NetWare-to-IBM host or re- 
mote communications services. The new release, 
available now, can run with Novell's NetWare Manage- 
ment System or as a stand-alone application 


Sequoia suffers more losses 

Sequoia Systems, Inc. announced more losses for its 
second fiscal quarter, which ended Dec. 27. The com- 
pany’s net loss was $19.6 million, compared with a net 
income of $2.5 million for the restated 1992 compara- 
ble period. These results include a restructuring 
charge totaling approximately $15.2 million. Exclud- 
ing the restructuring charge, the loss was roughly $4.4 
million 


Spanning the spectrum 

SHL Systemhouse, Inc. said it signed a multiyear 
transitional outsourcing pact with Computerland 
Corp. The deal calls for SHL Systemhouse to take over 
Computerland’s mainframe processing and to mi- 
grate the computer reseller to a client/server system. 
Terms of the deal were not disclosed. Meanwhile, ona 
different end of the computing spectrum, SHL System- 
house said it will provide supercomputer processing 
as well as network operations for HPC High Perfor- 
mance Computing, a Canadian supercomputing con- 
sortium 
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Client/server caveats 


CONTINUED FROM PAGE 1 


and most are still in the beta-test 
phase. 

For example, while OS/2 is a mul- 
titasking, multithreading operat- 
ing system that supports Windows 
applications, it is currently too 
large and unwieldly 
for most end users. 


titasking, multithreading, multi- 
user operating system that will re- 
portedly support high levels of se- 
curity, journaling and recovery, as 
well as symmetric multiprocess- 
ing. 
Meanwhile, to ease conflicts as- 
sociated with devel- 
oping applications for 


Meanwhile, as a Where does both Windows and 
server, it is tied to In- your firm Windows NT, many 
tel Corp. platforms fit? developers have been 
and lacks high levels The transportation, focusing on a subset 


of security, symmetric 
multiprocessing and 


communications and 
utilities industries 


of the Win-32 Soft- 
ware Developer’s Kit 


multiuser support. appear to be moving that will allow an ap- 
Most of these issues fastest to embrace plication to run in 32- 
will be addressed by client/server bit mode on NT and 


Portable OS/2, which 
is scheduled to go into 


computing, according 
toa survey of 1,606 IS 


16-bit mode on Win- 
dows 3.1, said Dave 


beta testing some- managers conducted Solomon, president of 
time midyear. by International Data Solomon Software 
Unix, meanwhile, Corp. (IDC) in Technologies, a Nash- 
has made significant Framingham, Mass. ua, N.H., consulting 
strides in terms of Business services, firm. 
ease of use for end us- health care and The trade-off to this 
ers, but it does not manufacturing firms approach, however, is 
support Windows. were next. Laggards that developers have 
Moreover, most imple- included to go back and add 
mentations require wholesale/retail and support for multi- 
users to have a signif- financial services threading and securi- 
icant amount of sys- companies, according ty to their 32-bit appli- 
tems management to IDC. cation at a later date, 
knowledge and do not said John Calahan, 


currently support ro- 

bust recovery or have 

a journaling mecha- 

nism to recover data lost in a sys- 
tem crash. 

To circumvent this issue, most 
client/server applications built us- 
ing Unix rely on the database to 
maintain data integrity on the 
server. 


NT enters the fray 

Challenging OS/2 and Unix will be 
Windows NT, Microsoft's high-end 
distributed operating system 
aimed at client/server applica- 
tions. And while both OS/2 and 
Unix currently maintain an edge 
in terms of availability, NT was de- 
signed to be a highly portable, mul- 











Clarification 





An article in the Feb. 8 issue 
of Computerworld said 
that MCI Communications 
Corp. had cut its frame-relay 
rates by 20% to 70%. The 
company actually cut prices 
by 20% to 30%; the 20%-to- 
70% range referred to sav- 
ings users might expect with 
an MCI HyperStream frame- 
relay network compared 

| with an AT&T leased-line 
network. 








chief executive officer 

at Timeline, Inc., a 

supplier of financial 
accounting software in Bellevue, 
Wash., that is developing Windows 
applications. 


Making do for now 

In the short term, developers are 
either working with beta-test ver- 
sions of NT or plowing ahead on 
projects focused on versions of 


OS/2 2.0 or Unix. 

Among the companies making 
the move to one of the 32-bit op- 
tions is Pepsi International in Pur- 
chase, N.Y., which is evatuating 
these operating systems for use 
with IMRS, Inc.’s Hyperion busi- 
ness reporting application. Pepsi 
will use Hyperion to link its bot- 
tlers to company headquarters. 

Because Pepsi is heavily com- 
mitted to Microsoft’s SQL Server 
database, the company is leaning 
strongly toward Windows NT on 
both the client and the server. 

According to Chris Kalish, pro- 
gram manager for technical sup- 
port at Pepsi, having the same op- 
erating system on the client and 
the server will increase perfor- 
mance and simplify maintenance 
of the applications. Pepsi already 
has a beta-test copy of NT and will 
start evaluating competitive Unix 
proposals in the coming weeks. 

Previously, Pepsi was commit- 
ted to OS/2, but because Microsoft 
is now pushing Windows NT, the 
company has decided to move off 
Os/2. 

Taking a course similar to 
Pepsi's is the 17th Judicial Court of 
Broward County in Fort Lauder- 
dale, Fla., which has decided to 
standardize on OS/2 for both cli- 
ents and servers. Broward County 
chose OS/2 because it is the only 
multitasking operating system 
available that currently supports 
Windows applications, according 
to network administrator Eric 
Lebow. 

Regardless of which environ- 
ment organizations decide to 
adopt, all three of the major 32-bit 
multitasking platforms have ma- 
jor issues to address before they 
become contenders for the next 
dominant platform for client/serv- 
er applications. 





DOS limitations problema 





tegrator in New York. 


tools in Burlington, Mass. 


top of Version 7.0 of DOS. 





IS departments struggling to build client/server applications are 
running right up against the limitations of DOS. 

DOS imposes strict memory allocation on applications that, 
when exceeded, result in system crashes and data loss. 

And although Microsoft has made substantial improvements to 
the memory management capabilities of Windows 3.1 and DOS5.0, 
“there’s a lot of kludgy stuff to get around when you're developing 
client/server applications with Windows. DOS just doesn’t deliver 
multitesking and support for multiple I/O paths,” noted Noah Ross, 
director of technical solutions at CAP Gemini USA, a systems in- 


“You have to remember that DOS has resource limitations, and 
every little button you put on a screen takes some of that re- 
source,” added Dana Bauer, product marketing manager at Pow- 
ersoft Corp., a supplier of client/server application development 


To shore up its Windows/DOS platforms, Microsoft is working 
on enhancing the memory mazagement and compression capabil- 
ities of DOS 6.0 and is working to add some preemptive multitask- 
ing support in a 32-bit Windows implementation that will run on 


—-Michael Vizard 
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Write Once. 
Read Many. : 
~ Worry Never. 
Data integrity. Impressive reliability. Superior 
technology. High capacity. 
In other words, Sony. 
Today, our continuing commitment 
to 12” write once technology is evident in 
new, backwards-compatible drives and auto- 
changers. And in Sony media, with its high 
capacity and reliability, and its 30 year 
limited warranty. 
Sony. The leader in optical storage. To 
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find out more, call 1-800-582-7669, ext. 102. 
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COMPAQ PRINTERS NOT 
PEOPLE PRINT, [HEY CHAN 


When we first introduced our network printers, the 
experts were at a loss for words. Not because they 
had little to say. The problem was finding words for 


printers that thoroughly outperformed all others. 
When you add together analysts and experts. 


the performance, paper- Powerful print engines 


= Printers, along with our own 
Thundey; RISC- based con- 


ompaq's new low-cost, high- 










trollers, for example, 


speed PageMarq laser print- 

ers should give the Hewlett- 
Packard LaserJet IIsi a run for its produce output faster 
money. The PageMargs fix the major e 


\ deficiencies of many earlier network@™ than any other print- 






PC Week, September 7, 1992 


work capabilities of the quickly doesn’t translate 
COMPAQ PAGEMARQ into quickly running out 
Network Laser Printers, of paper, the COMPAQ 
it’s no wonder they have PAGEMARQ 20 holds up 


received such ‘nt 





favorable praise ree 


Macworld, January 1993 










to 1500 sheets of paper— 
more than any other desk- 
top printer. 

What's more, both the 
COMPAQ PAGEMARQ 15 
and 20 can accommodate 
practically every size of 
paper, up to 11” x17” 

In complex network 


environments, even the 


4 a 


Compaqs Pagemarq 





ers in their class. wantin a reasonably priced 
handling and unique net- And so that printing line of network printers. 


PC Magazine, December 22, 1992 


biggest problems are no 
problem for COMPAQ 


Printers. Saga intelligent 


oral a a fax-modem boat "4 ceili sens- 
overwhelmingly d that — the printer into a plain- , = 

\ paper fax that can receive faxes even 
as it handles 1 incoming print jobs. 
the industry’s leading in : sc aocluded that 


feature, for 







example, auto- 


matically adjusts from 
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ONLY CHANGE THE WAY 
GE THE WAY PEOPLE WRITE. 


PCL to PostScript and back 


on LocalTalk, a serial and 


You get a free one-year 


again without your having parallel port, and even an 


me desktop-p 1D optional Internal 
~ that contained maix 
FAX Modem that 

the LaserJet IIisi, 
ile the PageMarq 
15 ran about 50 per- 


allows you to send 
and receive presen- 
tation-quality faxes 
PC Week, September 7, 1992 


directly from 


to doa thing. So whether 


the printer. f 


In addition ( 


people on your network 
Ps 


are using PCs, Macs, or to all that, 


warranty with on-site ser- 
vice, as well as unlimited 
technical support via our 


hotline for as long as you 


According to PC Week, the COMPAQ. 
PAGEMARQ Printers “speedily handle 


even complex documents.” 


own the printer. 


For more details on the 


er to the network a, 


market after listening to 
its most important resource: its 
customers. The PAGEMARQ series 
f is a direct result of users’ wants 


and needs. 


both, COMPAQ Printers 
can easily and effortlessly 
take care of what every- 
body needs. 


We've also in- © 


our printers are 
covered by CompagCare, 


the most extensive service 


cluded five separate nd According to analysts at BIS 
“a Strategic Decisions in Norwell, 


interfaces to allow for a Mass., the Compaq printer has¥ 


, Scored a bull’-eye. “Its kind of fea- 
variety of network con- 4 “Utes are state-of-the-art. They've 


nections. You can simul- 
taneously run Token Ring 


or Ethernet, AppleTalk 


—Computerworld, September 21, 1992 


and support program in 


the industry. 


BIS Special Report, August 1992 
COMPAQ PAGEMARQ 
Printers, call. In the ULS., 
were at 1-800-345-1518. Or 
in Canada, you can call us 
at 1-800-263-5868. 

And find out more 
about the network laser 
printers that everybody's 
talking about. 


And writing about. 


© 1993 Compaq Computer Corporation. All Rights Reserved. COMPAQ Registered U.S. Patent and Trademark Office. PAGEMARQ and CompaqCare are trademarks of Compaq Computer Corporation. *PCL is a registered trademark of 


Hewlett-Packard Company. Product names mentioned herein may be trademarks and/or registered trademarks of their respective cc 


Support Center. Warranty details can be received via PAQFax 


»mpanies. Consult your COMPAQ Quality Statement for more details or call the COMPAQ Customer 





The envelope please... In the few 
months since their introduction, our 
printers have already won eight pres- 


tigious industry awards. 


LOMPAA 





News 








Legent goes to flexible licensing policy 


Gary H. Anthes 





Legent Corp. last week revealed flexible 
g options aimed at taking some 
of the pain out of contracting for soft- 


icensi 


formalization of Legent’s soft- 


ware licensing policies comes on the 


“Buy an Office, 
then start bullaing.” 


Microsoft 
Windows 3.1 Microsoft PowerPoint, and 


Microsoft Project 
for Windows 


le power and 


Microsoft 
TrueType 
Font Pack 


$448 


\iCOStF 
POET 


TRLETVPEFONT Pk 


$48 


Microsoft Office for Windows” is the ideal foundation for building your 
business — the most economical way to bring the leading Windows word 
processing, spreadsheet, and graphics programs to your office. We've assembled 
several accessories that enhance the Windows desktop and increase productivity. 
Fred Duguay, our Inside Sales and Service Representative, points out that 
Corporate Software's special prices make your Office building a great 
investment, too. To design your office, call Corporate Software today. 


(800) 


STATES 
MasterCard. 


WINDOWS. 


Visa. Discover and American Express 
Prices and promonon available january 
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heels of a similar set of announcements 
from Candle Corp., which two weeks ago 
revealed a set of flexible pricing and con- 
tracting options [CW, Feb. 8], and similar 
moves by Computer Associates Interna- 
tional, Inc. 

Saying it was simply codifying de facto 
policies, the Vienna, Va., company dis- 
closed a set of price caps, claiming it will 


guarantee not to boost prices by more 
than 20% when a customer moves from 
one mainframe CPU group to the next. It 
also pledged, in one option, not to raise 
maintenance fees by more than 15% per 
year for a given license type and configu- 
ration. In a second option, increases 
would be set at a flat 10% per year. 
Legent said it will embed a grace peri- 











— Fred Duguay 


Microsoft Office 3.0 
Includes Microsoft Excel, 
Microsoft Word for Windows, 


a license for a Microsoft 
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Microsoft Access 
Breakthrough new relational 


Microsoft Schedule+ 
Starter Kit 

This timesaving tool for 
Microsoft Mail users 


organizes your time. 


Microsoft DOS 
5.0 Upgrade 
Offers Windows users 
ree significant memory 
al management 
enhancements. 


The Added Advantage: 
Liveware. Anyone can sell you 
software. Corporate Software 
offers you Liveware: people like 
Fred Duguay, who understand 
your company, not just your 
computer systems, Our Liveware 
can make the difference between 
owning a lot of software and 
using it productively. The 
Liveware side of software is 
available only from 


Corporate 





Software. 


UNITED KINGDOM 


jo not include applicable sales tax, handling and freight. Corporate Software inc. 275 Dan Road, Canton, MA 0202! 


Call for Canadian Pring. All product names referenced herem are trademarks of their respective companues. 
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od in its authorization software so that 
users will have 30 days to resolve any ad- 
ministrative or billing issues when mov- 
ing Legent software to a new environ- 
ment. 

Authorization codes, which can be 
used by a vendor to disable software in a 
dispute with a customer, will be eliminat- 
ed within a year, President and Chief Ex- 
ecutive Officer John F. Burton said at a 
briefing. 


Free license transfers 

Burton said Legent will also guarantee a 
no-cost transfer of Legent products with- 
in a company — even across internation- 
al borders — as well as to outsourcing 
vendors when only the original licensee 
is to be served by the product. 

He also affirmed a willingness to offer 
site licenses and to write multiyear, en- 
terprisewide contracts. 

Observers said the policy manifesto 
carried real significance for some users. 

“Only people who asked for [simplified 
licensing terms] got them heretofore,” 
said Anthony Picardi, director of sys- 
tems software research at International 
Data Corp., aresearch firm based in Fra- 
mingham, Mass. 





“ 
New ‘Endevors’ 





Legent last week said it will port its 
Endevor family of software man- 
agement tools to Hewlett-Packard 
Co. HP 9000 computers. 

It will be available in about one 
year, at the same time as a port to 
Sun Microsystems, Inc. systems 
will be ready. Prices have not been 
set. 

As part of the port, Legent and 
HP will integrate Endevor with 
HP’s SoftBench application devel- 
opment framework, which pro- 
vides a common interface to and 
communications among software 
development tools from HP, IBM, 
Sun and others. 

“The HP announcement is im- 
portant because we are in the pro- 
cess of looking at HP for a future 
generation of products from the 
bank. If those efforts continue pos- 
itively, the HP Endevor product 
would be very interesting to us,” 
said Salvatore Giordano, a vice 
president at Citibank/Citicorp, 
which uses Legent’s Endevor 
on MVS. 

Legent also said it will license 
the Tivoli Management Frame- 
work, an object-oriented environ- 
ment for managing computer sys- 
tems under Unix, from Tivoli 
Systems, Inc. in Austin, Texas. 

The framework will aid Legent’s 
development of products that com- 
ply with standards such as the 
Open Software Foundation’s Dis- 
tributed Management Environ- 
ment and Unix System Laborato- 
ries, Inc.'s Distributed Manager. 

— Gary H. Anthes 




















There’s no arguing that when it comes to a portable DBMS for managing 
enterprise data, Oracle has one of the world’s most powerful products. 


I ought to 
Gupta re) al know. I used to 
> o work for Oracle. 
downsizing =a 
1.101 O MO) ore Gd Come many years 2x0, 
but one fact 
remains unchanged. While Oracle is ideal for managing mini and 
mainframe data, Gupta is the leader in downsizing tools that make 
it easy to build robust PC client-server applications for Oracle. 


And only Gupta gives end-users easy access and report writing 
capability to Oracle data anywhere in the enterprise — from the 
Windows environment. 

Gupta has everything you need to keep all the benefits of Oracle 
when you downsize to PCs. And we have the happy Oracle customers 
to prove it. Call Gupta today. 


GUPTA 


CALL 1-800-876-3267 DEPT. GLO1 FOR GUPTA’S FREE 
INFORMATION KIT ON DOWNSIZING TOOLS FOR ORACLE. 
1060 Marsh Road, Menlo Park, CA 94025 * (415) 321-9500, FAX (415) 321-5471, Gupta Europe 44-628-478333 
© 1993 Gupta Corporation. All rights reserved. 
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REST ON THEM. 








captured PC Magazines 
Technical Excellence and 
Editors’ Choice Awards, 
PC Worlds World Class 
Award, and Bytes 
Award of Excellence. 


The new T4400C is 
available with a blazing 
25 MHz 486DX 


processor 


With our T4400C, you 
have a choice of either 
a 200MB or 120MB 
hard drive. 


Our T4400 series features 
our MaxTime power 
management system that 
gets the maximum out of 
every battery charge. 





Our T4400C% forefather, 
the legendary T4400SXC, 














Immediately after capturing the “Editors’ 
Choice” award from PC Magazine for our 
T4400SXC, we asked our engineers to better it. 

They responded with the T4400C. A 
notebook that redefines what is possible in 486 
color technology. 

Take for example its TFT-LCD active ma- 
trix color screen. We pioneered this technology 
and now we've advanced it even further by en- 
larging the screen to a full 9.5 inches. 
Amazingly, it provides an eyeball-popping 256 
simultaneous colors at 640 x 480 resolution 
from a palette of 185,193 colors, making it the 
best TFT color display on the market. 

If you think that’s impressive, check what’s 
under the hood. You'll find a choice of either a 
blistering new 25 MHz 486DX processor with a 
massive 200MB hard drive or the renowned 
25 MHz 486SX with a 120MB hard drive. And 
both offer 4MB RAM expandable to 20MB. 

Of course, if your needs are more modest, 
we offer a T4400SX with a large 9.5" mono- 
chrome LCD screen, a not-so-modest 25 MHz 
486SX microprocessor and 120MB hard drive. 

Our engineers even extended battery life. 
By offering such MaxTime™ power management 
features as automatic display and hard drive shut 
down, AutoResume and AutoSave. 

To test-drive the T4400C yourself, feel 
free to call the number below for the location of 
your nearest Toshiba dealer. 


Our operators don't like resting either. 


In Touch With Tomorrow. 


TOSHIBA 
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Mae slowly gaining corporate respect 


Apple has made great strides but is still struggling to meet the needs of users, IS management 


By James Daly 





Fans and foes alike say that while 
Apple Computer, Inc. has made 
significant strides improving the 
Macintosh’s ability to function in 
enterprisewide computing envi- 
ronments, the company still des- 
perately needs to turn lofty prom- 
ises into viable products and do a 
better job of scoping out user 
needs. 

“Apple is getting there, but 
they're not there yet,” said Brian 
Comnes, who supervises a mixed 
shop of Macintoshes and IBM PC 
clones as information center man- 
ager at DHL Airways, Inc. in Red- 
wood City, Calif 

After a decade of paddling up- 
stream against corporate enthusi- 
asm for DOS and Microsoft Corp.'s 
Windows, Apple year 
launched an intense game of 
catch-up to win the hearts and wal- 
lets of Fortune 1,000 customers. 

To have a well-balanced offer- 
ing, users said, the Cupertino, Cal- 
if., company needs to address ma- 
jor shortcomings in mixed-plat- 
form compatibility while improv- 
ing interapplication communica- 
tions and connectivity offerings. 

The company also needs to open 
up its operating system, a sore 
point for users. “Apple is not in line 
with what is happening with open 
systems,” one user said. ““Mission- 
critical applications seem to be 
moving toward open systems, and 
I'm not sure Apple is there.” 

Apple’s move toward open sys- 
tems will not get under way until 
next year’s introduction of Power- 
Open, a version of Unix developed 
between Apple and IBM 

The result: In a recent Compu- 
terworld Database Division sur- 
vey, less than 40% of the respon- 
dents — which included Apple and 
non-Apple users — said the com- 
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LAST WEEK, 
APPLE ADDED 
POWER, COLOR 

AND A NEW 

MIDRANGE TO ITS 
MACINTOSH LINE. 
SOME EXAMPLES: 
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Macintosh 
Color Classic 

4M BYTES 
80M BYTES 


Macintosh 
PowerBook 165¢ 
4M Bytes 
80M syTES 
ETHERNET 


What's changed? 


just as many IS managers are 
willing to invest more in Apple as 
are planning to invest less, a 
survey has found 


“ARE YOU MORE OR LESS 
WILLING TO INVEST IN APPLE 
PRODUCTS FOR MISSION- 
CRITICAL APPLICATIONS NOW 
THAN YOU WERE TWO YEARS 
AGO?” 


PERCENT OF RESPONDENTS 
Base: 118 |S MANAGERS) 


38% 


| 30% 29% 
| 
| More Less No Dont 


willing willing change know 








dd Databese Division 


pany addresses the needs of the 
corporate customer. However, 62% 
said they feel more confident in 
Apple’s ability to provide timely 
business-oriented products today 
than they did two years ago (see 
chart above). 

For its part, Apple does seem to 
be getting the message — it has 
just been slow to react. A server in- 
troduction slated for sometime 
during the next few weeks (see sto- 
ry at right) is seen as a step in the 
right direction, as was last week’s 
update of the Quadra Model 800, 
which targets complex network- 
ing tasks (see chart below). 

Apple gets the highest marks, 


NEW FRUITS TO BEAR 


Macintosh 
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Memory 


Storage 
Price 


4M BYTES 
160M BYTES 
$1,499 


$1,389 Price 


Macintosh 
PowerBook Duo 230 
Memory 
Storage 
Features 


4M BYTES 
120M BYTES 


EXPRESS 
MODEM 


$3,399 $3,219 
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Macintosh 
Centris 610 68LCo4o0 
Memory 
Storage 


Macintosh 

Quadra 800 
Memory 
Storage 
Features 


however, for last year’s release of 
its Virtually Integrated Technical 
Architecture Lifecycle document, 
an internally developed compre- 
hensive blueprint for building a 
complete mixed-environment cli- 
ent/server architecture. “A lot of 
our folks have been scared off 
about going to client/server be- 
cause there was no one there to 
show them how,” said David Lus- 
tig, manager of technical services 
at Bose Corp. in Framingham, 
Mass. “Apple is showing us how.” 
The daunting challenges of cli- 
ent/server will provide a perfect 
Trojan horse for selling the Macin- 
tosh’s traditional ease-of-use 
strongpoint into corporate Ameri- 
ea, said Morris Taradaisky, vice 
president and general manager of 
the Enterprise System Division. 


Addressing problems 

But there are hitches. For in- 
stance, Macintosh users have long 
screamed for Apple to backfill its 
connectivity options. 

Taking the hint, Apple moved to 
address its connectivity deficien- 
cies last June by announcing a To- 
ken Ring extension for its Trans- 
mission Control Protocol/Internet 
Protocol (TCP/IP) connectivity 
package. Users said Apple needs 
to continue in this direction. “If Ap- 
ple is going to start playing with 
the big boys, they’ ve got to connect 
to everyone,” said Rob McPhee, a 
development engineer at Wilming- 
ton, Del.-based Du Pont Co., who 
now links his Macintoshes into a 
TCP/IP network via public domain 
software. 

Another bugaboo is interappli- 
cation communications. “I go 
through holy hell trying to have 
[Macintosh applications] interact 
with IBM apps,” said one Apple 
critic. To rectify this, Apple has 
teamed up with Symantec Corp. to 


Macintosh 
Centris 650 68LCo4o 
Memory 


Storage 
Price 


4M BYTES 
80M BYTES 
$1,859 


4M BYTES 
80M BYTES 
$2,699 


Macintosh 
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500M BYTES 
ETHERNET 


8M BYTES 
1G BYTE 


Memory 
Storage 
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ETHERNET, 
1M-BYTE 
VRAM 


$5,429 $6,399 


unveil Bedrock, a framework for 
building cross-platform applica- 
tions. A beta-test version is ex- 
pected in the first half of this year. 

It is a move that has already 
been greeted with enthusiasm. 
“Apple needs to recogize that they 
have to coexist in an IBM-dominat- 
ed world,” said Frederick Mor- 
sheimer, information systems di- 
rector at the South Pasadena, 
Calif., headquarters of the Trader 
Joe’s Co. chain of 49 wholesale 
warehouses. 

“We've come to accept the fact 
that most of the world is non-Ap- 
ple; I'm not sure we always did,” 
Taradalsky said. 

Despite Apple’s shortfalls, IS 
managers who have integrated the 
Macintosh into their mixed envi- 
ronments remain a singularly de- 
voted breed, lavishly praising Ap- 
ple’s ability to innovate. 

Moreover, Apple officials and 
Macintosh users said they feel that 
corporate respectability is within 
Apple’s grasp. ,“We’re not kidding 
anyone,” Taradalsky said. “We've 
got our work cut out for us.” 


Keeping 
users happy 
Apple’s much- 
ballyhooed 
co-development plans 
with IBM and Motorola, 
Inc. should yield 
additional innovative 
fodder for corporate 
customers. Key 
elements include their 
joint venture, Taligent, 
which has been 
charged with 
formulating an object- 
oriented operating 
system that will 
facilitate the develop- 
ment of custom 
enterprisewide 
applications. 
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Overcoming prejudice 





Apple to address IS needs: 


and IBM. 


a3270 emulation product. 


top of Unix. 


set of network services. 





Morris Taradalsky, vice president and general man- 
ager of Apple’s Enterprise System Division, spends 
much ofhis time trying to convince corporate America 
that the Macintosh and IS are not mutually exclusive. 
He has developed the following five-point plan for 


* Kick off a line of servers with the introduction ofa 
Motorola 68040-based model in the next few weeks. 
Attendees at next month’s CeBit in Germany are ex- 
pected to be the first to view Apple’s new server. This 
product family will eventually be driven by the 
PowerPC chip under development by Apple, Motorola 


¢ Offer more cross-platform connectivity tools result- 
ingfrom a recent interoperability pact with IBM. Early 
fruits already harvested include Apple’s Data Access 
Language for the IBM Application System/400, an In- 
ternet router offered by Apple, and IBM support for 
AppleTalk in its OS/2 LAN Manager. Apple also plans 


* Move toward open systems with the 1994 introduc- 
tion of PowerCpen, a version of Unix developed by Ap- 
ple and IBM that promises complete backward-com- 
patibility with Macintosh applications. Apple’s AUX 
currently enables Macintosh applications to run on 


¢ Finish up the Apple Integration Architecture (AIA), 
Apple’s grand scheme for multiplatform systems ar- 
chitecture interoperability. Early parts of AIA’s larger 
whole are the Data Access Manager, which is already 
available, and the Open Collaboration Environment 


* Continued evolution of Vital, which provides users 
with a blueprint for designing a mixed-platform 
client/server system. — James Daly 
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Information technology patriot 


his week in Indianapolis, Butler W. 
Lampson will be named winner of the 
A.M. Turing Award, the highest honor 
givenannually by theAssociation for 
Computing Machinery in New York. 
He was interviewed recently by senior 


editor Ellis Booker. 


Currently a corporate con- 
sulting engineer at Digital 
Equipment Corp., Lampson was 
principal scientist and senior 
research fellow at the Xerox Palo 
Alto Research Center (PARC) in 
the 1970s and ’80s. At Xerox PARC, 
Lampson and his colleagues 
pioneered in the building of dis- 
tributed PC environments; high- 
performance, single-user work- 
stations; graphical user 
interfaces; and a half-dozen 
other technologies now rou- 
tinely used by millions of com- 
puterusers. 


Q: Some consider Xerox PARC’s work 
seminal to the PC revolution. Is this 
reputation deserved? 

A: Well, naturally | think it is. The com- 
puter industry spent most of the 1980s 
making industrial-strength applica- 
tions of the work done at PARC in the 


70S. 


Q: At the time, did you think these 
ideas would become as pervasive as 
they have? 

A: Absolutely. We thought the obvious 
thing, and that was that everyone 
would wantit. 


Q: Was there a grounding philosophy 
to the work? 

A: The whole idea was of[one’s] own 
computer with an interface [resem- 
bling] pencil and paper. The driving 
conception at PARC was that comput- 
ers are communications devices, not 
calculation engines. We needed the 
old-style computers in order to build 
the new ones. 

It was a while before the Altos 
[PARC’s PCs] were powerful enough to 
take over. We relied on a fake [DEC] 
PDP10....We needed to build it our- 
selves because Xerox had just bought 
acompetitor[to DEC’s minicomputer 
business]. 


Q: High-performance laser printing 
was another PARC innovation, yes? 

A: People often overlook the laser 
printing. We saw that as all part and 
parcel ofthe same thing. The game was 
a computer able to work with paper, 
iust like in the real world. So the printer 
was just as important as the bit- 
mapped screen. 





Q: How about document imaging? 

A: We played with imaging ... but 
didn’t build any serious prototypes. In 
those days, it was reasonably difficult 
to muster the storage and computing 
power you needed. 


Q: Did you expect then that paper 
would “go away” by 1993? 

A: It’s fair to say we were overly opti- 
mistic that all the information available 
on paper would be available on com- 
puter. It ishappening but much more 
slowly than we predicted in 1975. We 
never thought paper would go away. 


Q: What about portable machines? 

A: One of the driving ideas behind the 
Alto was the Dynabook, which was 
conceived as a laptop. But we felt it 
was beyond our capabilities to engi- 
neera device like that. So we concen- 
trated on the software, with the expec- 
tation that the hardware would catch 
up. There was one attempt at PARC to 
make a portable machine. It failed be- 
cause it was too big, too heavy and 
didn’t have enough memory. 


Q: How about the mouse as an inter- 
face device? 

A: No, the mouse was invented by 
Doug Englebart, who directed the Aug- 
mentation Research Center at the Stan- 
ford Research Institute. 


Q: What about pen computing? 

A: | don’t think anybody ever did seri- 
ous work on pens. | think we were in- 
timidated by the limitations of hand- 
writing recognition, and that’s still 
true. We did spend time on voice rec- 
ognition. We definitely thought within 
20 years we would have this. There 
wasn’t work on wireless [computing]. 
Again, there’s not much motivation if 
you don’t have a portable machine. 


Q: What about voice recognition? 

A: In many ways it is a great input mo- 
dality. Also, | think there’s a fair 
amount of value in having the comput- 
er be able to read to you. [However], 
the charm of storing audio in the ma- 
chine somewhat escapes me. 


Q: What else surprised you? What 
hasn’t taken hold the way you had 
thought? 

A: Today, there still isn’t one standard 


for inputting and printing a document 
on demand. | would have expected 
that to be pretty solidly accomplished 
by now. | do think this will happen; | 
do expect over the next few years there 
will be industrywide agreement ona 
format for documents in a computer, 
based on [Adobe Systems, Inc.’s] Post- 
Script. [Xerox’s device-independent 
document description language, Inter- 
press (the direct precursor of Post- 
Script) was developed at Xerox PARC 
by Lampson.] 


Q: I’ve always wondered, why is the 
phrase “client/server” and not “‘serv- 
er/client”? 

A: The emotional answer is that the cli- 
ent is much more important. The server 
is just a stupid box over in the corner. | 
think the people who developed that 
approach to computing definitely had 
that point of view — a focus onthe 
desktop machine. 


Q: Were you surprised by how long it 
took for computer vendors to pick up 
the microcomputer mantle? 

A: Yes and no. It wasn’t a surprise, 
since it’s a normal thing that compa- 
nies continue to do X instead of Y. 


Q: What enabling technology will have 
the biggest impact on the way people 
work and live in the future? 
A: My slogan is: The computer revolu- 
tion has only just begun. The impact 
has just barely begun to be felt in daily 
life and across the economy. If you 
break the economy into sectors, you 
find that most of the technologies go 
back before World War |. Computers 
were invented in the 1940s but only 
really in the 80s began to have impact. 
What's likely to happen under the 





general rubric of computing is that the 
publishing industry will go entirely 
electronic. It will be possible to get ev- 
erything on-screen: the Library of Con- 
gress behind your screen. We're far 
away from this from a systems stand- 
point but fairly close from a component 
standpoint. 


Q: How important is multimedia going 
to be? 

A: My personal bias is the most impor- 
tant [piece]is still images. It’s video 
that’s flashy, [but]! think still images 
have the greatest value. Take the step 
from text and line drawings to still im- 
ages. This first step is the biggest. Also, 
video is much more expensive to deal 
with and to source. 


Q: What about productivity? Studies 
indicate that for all the investments in 
information systems, office profes- 
sionals are only marginally more pro- 
ductive today. Will future technologies 
change this scenario? 

A: That presumably means it wouldn’t 
matter ifwe took away all of the com- 
puters. Does anybody believe that? | 
think these studies are bull, based on 
my reflections. | really think the people 
who generate these numbers should 
go back and answer my question. 


Q: What should users keep in mind as 
they prepare for the future? 

A: They shouldn’t allow themselves to 
be bulldogged by technology bigots. 
The job of the computer is to adapt to 
the user’s convenience, not the other 
way around. The time to buy the next 
gadget is when you think it will help 
you do something you want or need to 
do, not because you just read an article 
saying it’s the latest thing. 
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Viewpoint 








fo Editorial 
Bridge too far 


A few years back I visited software 
developer SAS Institute, Inc., tour- 
ing its programmers’ bullpens, 
among other things. I was steered 
over to its advanced Unix program- 
ming group, where people with long- 
ish hair and Birkenstock earth 
shoes made it look more like a slice 
of Berkeley or Cambridge than Cary, 
N.C. 


They carried out their development work on a pleth- 
ora of high-performance workstations, all of which 
looked pretty similar. Except for one sleek, black 
beauty tucked in a corner, intentionally out of sight. 

“That’s my Next,” this fella said. “It’s an incredible 
machine,” he noted, adding that 
he didn’t mind if its existence 
was kept quiet, lest he have to 
share some of the valuable pro- 
gramming time on it. He re- 
marked he'd never worked on 
anything quite like it. 

So at least one person was 
greatly saddened by the news 
that Next is getting out of the 
hardware business (see story 
page 2), and no doubt there are many others. For com- 
pany founder Steve Jobs, there are two lessons: First, 
it’s really hard to have two independent successes in 
the computer industry (Apple being his first). Second, 
the inexorable force of hardware standardization has 
a downside that excludes innovative alternatives 
from the marketplace 

I suppose in the truest sense, this exclusion is vest- 
ed purely in economic realities. To stay ahead of the 
game, chip maker Intel is pouring an amazing $2.5 bil- 
lion into capital and R&D expenditures this year, bet- 
ter than 40% of last year’s revenue. How can Next com- 
pete with the Intel standard? Now it knows it can’t and 
will port its operating system to Intel platforms. 

And downstream, PC makers such as Compaq and 
Dell are squeezing razor-thin margins from their 
wares, while the workstation makers are in the throes 
of their own low-ball price wars. 

All this leaves no room for a premium-price, propri- 
etary approach to desktop hardware, apparently ir- 
respective of how good it is. Next’s chief investor, Ja- 
pan’s Canon, has bought the hardware rights and 
maybe can revive Black Beauty. Good luck to them 

Some people might say that the Next machine was 
just one “bridge too far” for Steve Jobs and his boun- 
tifulego. What it may end up representing is the last 
gasp of entrepreneurialism and individual idealism 
aimed at delivering some unique innovations to the 
desktop. 


a 


Bill Laberis, Editor in chief 
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More myths 


“Question everything’ [CW, Dec. 
28, 1992/Jan. 4, 1993] was a correct 
article with a few exceptions. 

The statement regarding the 
significant reduction in mainte- 
nance costs when using C/C++ 
compared with Cobol could not be 
further from the truth. 

Another myth is that C/C++ is 
the only solution to downsizing 
and client/server problems. Down- 
sizing and client/server applica- 
tions exist today in a multilan- 
guage environment. Microcom- 
puter-based Cobol compilers, on- 
line transaction processor file sys- 
tems and relational databases 
play a large role. 

Still another myth is that graph- 
ical interfaces and object-oriented 
programming are unique to 
C/C++. Many other ianguages, in- 
cluding Cobol, have adopted these 
capabilities. 

The world’s data processing fu- 
ture is one where downsized, cli- 
ent/server graphical applications 
will remain mixed-language, mul- 
tiplatform applications. 

Given proper and well-managed 
development, each language and 
tool is used for what it does best in 
order to reach an acceptable solu- 
tion to a specific data processing 
problem. No one product meets all 
development requirements. 

Odds are that anyone putting all 
his eggs in C/C++ for downsizing, 
cross-platform and client/server 
applications either doesn’t know 
any better or has been led to be- 
lieve that there is only one solution 
toaproblem. 

Michael L. Hicks 

mbp Software and Systems 
Technology, Inc. 

Alameda, Calif. 


Ray of sunshine 


I've always said that a big problem 
with the high-tech industry is a 
lack of humor. Just when winter is 
its darkest, along comes Joe Ma- 
glitta’s commentary to bring on 
the laughter [CW, Jan. 25]. ‘‘Out- 
source for better living” had some 
gems. Here’s my contribution: 
Checksourcing: Oh, do I hate to 
write checks. It’s probably be- 
cause I’m never quite sure what’s 
in the bank account. 

Hire someone to write checks, 
keep Quicken up-to-date, and even 
better, find me some money. 

Jean Young 
Rockville, Md. 


Losing out 


After reading “Borland’s crunch 
time” [CW, Feb. 1], 1am compelled 
to respond by stating that it is per- 
haps the buyer who is ultimately 
winning as a result of Borland and 
Microsoft's DBMS price war, but it 
is the user who is losing. 

In the Windows database mar- 
ket, I have talked to many users 
who find the Revelation Technol- 
ogies’ product, as well as products 
by other small database vendors, 
to be more in line with their re- 
quirements but who are being 
pressured by ever-tightening MIS 
budgets to go with “promotionally 
priced” products. From this per- 
spective, I will not argue that the 
price wars have not been an effec- 
tive marketing tool for these com- 
panies, but I will argue that they 
have not benefited the end user. 

I have also seen some innova- 
tive database products, which 
were under development in small 
entrepreneurial PC DBMS shops, 


that never made it to market. Such 
developers could noi afford to sell 
product at the nonprofit levels set 
by the price wars. Once again, the 
loss goes to the database user and 
developer communities. 
The buyer is winning, but the us- 
er is ironically paying the price. 
Chris Miller 
Revelation Technologies 
Stamford, Conn. 


Not laughing 


The fact that “Easy as 1-OS/2- 
3” (CW, Jan. 11] was published 
as humor does a great disser- 
vice to a fine product. The arti- 
cle is full of misinformation and 
inaccuracies. True, there have 
been a number of problems in- 
stalling and using OS/2 2.0, but 
this should be expected by any- 
one who has worked with any 
product’s .0 release. I urge you 
to have your writers, when writ- 
ing “humorous” articles, to 
stick to the truth. 

Humor is fine when it stays 
within the realm of reality. But 
this article, published by what I 
used to consider one of the bet- 
ter computer publications, is 
not humor but trash. 

Jack Hiatt 
Atlanta 
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Viewpoint 








Don't let IS become your CEO’s ball and chain 


ave you ever heard or read some- 
thing that didn’t strike you at the 
time but hit you like a truck later? 
That happened to me the other day 
as read about the fines General Mo- 
tors has to pay for not meeting fed- 
eral mileage, emissions and safety 
standards. In essence, GM sees these fines as 
acost of doing business. 

GM executives understand that with today’s 
cost to build cars, it’s cheaper to pay the fines 
than to meet the standards. So every time they 
plan their budgets, they take that amount off 
the top. It can’t be returned to the sharehold- 
ers, reinvested in the business or even passed 
on as a savings to customers. It’s worse than 
my car insurance. At least if] have an accident 
I get something back. 

What hit me when I started thinking about 

this was how the same principle 
is applied to my world, the 
realm of information sys- 
tems. For the most part, 
business executives see 

IS as a necessary evil 

— although perhaps 

not as much of an 








Rick Marshall 


evil as car insurance. 

This view persists despite all the effort se- 
nior IS managers have expended trying to get 
executives to see things differently. We point 
to how much competitors are spending on IS to 
persuade our leaders to spend more. We gnash 
our teeth every time the finance department 
tells us to cut our expenses. We deify consul- 
tants who prove that we create competitive ad- 
vantage. 

But even though some companies have cre- 
ated CIOs, when it comes right down to it, most 
IS departments are just another cost to be in- 
curred on the way to doing whatever it is acom- 
pany does. 

Was it always that way? Seems to me there 
was a time when IS was an investment. We put 
dollars in and saved dollars elsewhere. We ac- 
tually lowered costs of doing business through 
prudent applications. 

The fact is, we found so many opportunities 
to lower costs that we had to add resources just 
to keep up. Of course, each system we created 
to save money in other departments added a 
little bit more to our costs. 

Somewhere along the way, 
the executives realized our 


Rowert NEUBECKER 


costs weren't going away. In fact, as our bud- 
gets increased, we started spending more just 
to maintain the systems we had and less devel- 
oping new systems. Demand didn’t slack off, so 
backlog grew, too. The IS department started 
becoming a bottleneck, sometimes even acork. 

Is it any wonder senior management finds it 
hard to view IS as anything other than a cost of 
doing business? 

So what do we do about this? Nothing. Don't 
whine about it. If there is one thing an execu- 
tive can’t stand it’s a whiner — even if the whin- 
er is the CIO. Instead of wringing our hands try- 
ing to describe how much we could accomplish 
if we had more resources or new technology, 
we have to focus on cutting costs. 

Consider outsourcing anything you do that 
isn’t strategic before tep executives consider 
it. Give a dollar reason to invest in programmer 
productivity tools, CASE, lights-out operations 
and so on. Find the cost reduction of making 
infrastructure changes and tell them again 
and again and again. 

Sooner or later, top ex- 
ecutives will get the mes- 
sage. Someday they'll 
wake up and wonder why 
it never hit them before. 
Maybe they'll even look up 
to see who was driving the 
truck. 





Marshall is director of information technologies at 
Ameritech Publishing, Inc. in Troy, Mich 








Software licensing 


LISTEN UP! by Elaine Bond 


ant to get an IS manager’s atten- 
tion? Just say “software licens- 
ing.” 

It may also be a good idea to 
practice ducking as you say it be- 
cause this is a phrase that usual- 
ly evokes about the same reac- 

tions as the word “politician” — scorn, distrust 
and hopelessness. 

For corporate users of software, the licens- 
ing issue carries a host of unpleasant associa- 
tions including lawsuits, eyestrain (those fine- 
print disclaimers), price inflation and endless 
procurement negotiations. All of this adds up 
to anger and frustration, and perhaps even 
more importantly, it tends to result in a disre- 
gard for contractual agreements. 

Authors and creators have a right to make a 
profit. They need to be encouraged to take on 
the risks of developing and servicing their cre- 
ations. They have a right to be protected from 
theft of their intellectual property. 

The fact is, however, that current software 
licensing schemes aren’t protecting vendors 
any more than they are satisfying users. This 
is because licensing practices have not kept 
pace with other changes taking place in the in- 
dustry. Software is designed, delivered and 
used in very different ways now than it was 








even a few years ago. We need fresh thinking, 
experimentation, new models. And we need 
them fast because we can expect even more 
change in the future, when it becomes possible 
to move “objects” from node to node at will. 

For the most part, today’s practices have 
their origins in the mainframe mentality, which 
said that software that ran on bigger machines 
was worth more to customers. In earlier times 
that was true — or at least true enough. Great- 
er speed did sometimes yield more through- 
put, and throughput was often valuable to cus- 
tomers. If the system was fast enough, the user 
could cut back on CPUs. 

But more speed and the ability to run on a 
faster processor does not always translate in- 
to greater value. Besides, in this wonderful era 
of personalized, networked, distributed, por- 
table and multiplatform computing, the old 
equations just don’t work. 

I have no illusions that creating these new 
models will be a cakewalk. Responsible users 
are willing to pay a fair price for perceived val- 
ue. But perceived value is not very tangible or 
measurable, and therefore, not easy to deter- 
mine or predict. Also, value will vary from cus- 
tomer to customer. 

Does this mean everything will have to be 
based on individual negotiations? I hope not, 


: Let’s go back to Square 1 


because that route is almost certain to lead to 
the same kind of confusing mess we have now. 

One thing we can do is try to get at some ba- 
sic concepts about software types and poten- 
tial service measures and then develop models 
from the practical combinations. For example, 
we could define different categories of soft- 
ware such as operating systems, distributed 
applications and personal-use products and 
create service measures that are countable 
and appropriate for each category. 

In some instances, the appropriate service 
measure might be the CPU on which the soft- 
ware resides, but in other cases, it could be the 
number of managed devices, the number of 
transactions or the number of users 

There is no single an- 
swer to the software li- 
censing issue, but at least 
by concentrating on im- 
portant underlying con 
cepts, the debate can be 
narrowed and made to fo- 
cus on what matters most. 





Bond is a Chase fellow and senior technology consul- 
tant at The Chase Manhattan Bank NA. Sheisa 
founder of the user advocacy group Open User Recom- 
mended Solutions, or OURS. 
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PC hardware is rapidly climbing the 
price/performance curve, but there are 
PC applications in the works that could 
easily gobble up available power. To- 
day’s memory-hogging, CPU-demanding 
application is tomorrow’s Bud Light 
compared with the software to come. 
Some of this new breed of software was 
on display earlier this month at Demo’93, 
a tire-kicking show for upcoming PC 
products held near Palm Springs, Calif. 
Although many of the products on view 


were still in develop- 

ment and could turn 

out to be desert mi- 

rages, some strong 

patterns were evi- 

dent: 

¢ Demonstrations re- 

peatedly emphasized 

that what used to be done on specialized 
systems will soon be done on standard 
PCs at a much lower cost, albeit in some- 
what truncated form. 


Charles Babcock 


PC power 
plays 
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* Powerful new personal productivity 
and decision-making tools that used to 
reside on hosts are being pushed onto 
PCs and thus closer to end users. 
¢Stand-alone desktop activities, such as 
creating and editing documents, are be- 
ing converted into group activities with 
many simultaneous participants. 

The most dramatic examples of PCs 
taking over jobs previously considered 
out of their league were in multimedia 
presentation. For the most part, combin- 
ing voice, video and text has required too 
much CPU power and storage to make it 
feasible for more than training programs 
produced on large systems. 

At Demo, however, applications on dis- 
play used new compression techniques 
to break this barrier by reducing the 
amount of data processed. Apple’s 
QuickTime, a Macintosh product that 
handles audio and video data through 
software with no hardware assist, ran on 
a Windows PC. ShareVision in San Jose, 
Calif.,demonstrated how a phone line 
can transmit video and audio data to a 
PC for capture and manipulation. 

One example of how decision support 
is migrating to the desktop is a 10,000- 
word English-language vocabulary from 
Natural Language in Berkeley, Calif., 
now available for Windows PCs. 
Equipped with a vocabulary of this size, 
auser can query a database without spe- 
cialized knowledge of SQL. 

In the meantime, complicated group 
tasks are simplified by new applications 
that adapt and expand the conventions 
of the graphical user interface. Water- 
mark Software in Burlington, Mass., 
demonstrated how its document manag- 
er, Watermark, allows several users to si- 
multaneously edit a document, drawing 
arrows to words or adding color-coded 
comments. The system organizes and 
separates these changes, treating each 
user’s editing marks as if they resided on 
aseparate acetate overlay. 

Sheer technical power is being pushed 
closer to the end user with tools that sim- 
plify the development of challenging ap- 
plications. For example, GainMomentum 
from Gain Technology in Palo Alto, Calif., 
makes it possible to generate an object- 
oriented application without knowledge 
of Smalltalk orC++. 

Using this product, a user can proto- 
type an application by viewing an object 
on-screen. The attributes of the object 
are capiured in a properties screen, 
which can be colored, resized or other- 
wise modified and stored in an object da- 
tabase. Various editors allow text, graph- 
ics, audio or video to be added to the 
object, while a viewer allows the devel- 
oper to go back through different ver- 
sions, examining alternatives. 

During the next 12 months, the aver- 
age PC purchased is likely to be a Win- 
dows-based 486 PC with at least 8M bytes 
of RAM and 120M to 360M bytes of stor- 
age. By yesterday’s standards, such 
hardware would be overkill. But judging 
from Demo’s display, we'll soon have ap- 
plications that not only can use, but de- 
serve, that power. 





Babcock is Computerworld's technical editor. 
His MCI Mail address is 575-2737. 
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Brief 


On Atlas’ shoulders 
The task of marketing prod- 
ucts and services in the still- 
diverse European Commu- 
nity (EC) may get a little 
easier with desktop map- 
ping software that includes 
economic and demographic 
data for all members of the 
12-nation bloc. Strategic 
Mapping, Inc. in Santa 
Clara, Calif., and the EC’s 
statistical office, Eurostat, 
last month announced the 
release of Atlas Software: 
Eurostat Edition to help 
marketers spot business 
trends. Prices for the PC 
software start at $475. 


Slash ’n’ earn 
SunSelect, a business unit 
of Sun Microsystems, Inc., 
announced price cuts rang- 
ing from 20% to 50% on its 
SunPC emulation software 
and hardware acceleration 
products. The Chelmsford, 
Mass.-based subsidiary also 
unveiled a new version, 
SunPC 3.1, which will ship 
next month. The SunPC soft- 
ware enables Sun worksta- 
tions to run MS-DOS and Mi- 
crosoft Corp.’s Windows. A 
single-user license for 
SunPC 3.0 was cut from $595 
to $295, and the 25-user li- 
cense was slashed from 
$11,900 to $5,900. 


Leaving security 
Xtree Co. in San Luis Obis- 
po, Calif., is discontinuing 
publishing and developing 
antivirus and security prod- 
ucts, ending its association 
with ViruSafe, ViruSafe/ 
LAN and AllSafe. All users 
wilbe supported through the 
end of 1994, Xtree said. The 
firm will continue to develop 
system and network man- 
agement products. 


Joining the race 

IMSI in San Rafael, Calif., 
which makes PC-based Tur- 
boCAD computer-aided de- 
sign software, entered the 
Apple Computer, Inc. Macin- 
tosh and Unix markets by 
acquiring IGC Technology 
in San Francisco, maker of 
the Pegasus CAD program. 


Doing the Windows two-step 


WordPerfect 5.2 offers interim, DOS-compatible step, but it’s 6.0 that’s a true GUI 


By Michael Vizard 





After makinga less than stellar en- 
try into the Microsoft Corp. Win- 
dows application software mar- 
ket, WordPerfect Corp. appears to 
have a stable product in Version 
5.2 of WordPerfect for Windows 
that is compatible with DOS ver- 
sions of the software, according to 
user reports. 

But the company wil! not take 
full advantage of the graphical en- 
vironment provided by Windows 
until it releases Version 6.0 of 
WordPerfect for Windows at the 
end of this year. 

Since the company released Ver- 
sion 5.2 of its WordPerfect for Win- 
dows word processing package 
two months ago, its drive to recov- 
er its dominant position in the 
word processing market has been 
picking up steam. 

Of the 1.7 million units of Word- 
Perfect for Windows that shipped 
in 1991, about 200,000 were Ver- 


Turnaround 
According to estimates 
from the Software 
Publishers 
Association, sales of 
word processing 
packages for Windows 
in the third quarter 
totaled $118.4 million, 
compared with $74 
million in the DOS 
market and $31.4 
million in the 
Macintosh market. In 
the same period in 
1991, sales of word 
processing packages 
for Windows were only 
$37.6 million, 
compared with $119.7 
million in the DOS 
world and $22.7 
million in the 
Macintosh market. 


sion 5.2, according to market re- 
search firm Dataquest, Inc. in San 
Jose, Calif. For WordPerfect, the 
delivery of that version helped lay 
to rest a number of user com- 
plaints concerning the erratic be- 
havior of previous versions. 

But WordPerfect’s inability to 
initially deliver a stable version of 
its word processor for Windows, 
coupled with its decision to focus 
heavily on compatibility with its 
DOS product, has taken a heavy 
toll on the company’s position 
among customers formally com- 
mited to the DOS version. 

“The instability of the first re- 
lease of WordPerfect led us to 
choose Microsoft Word. We dis- 
counted the other players in the 
market because they didn’t have 
enough market share,” said Dave 
Ness, consulting services manag- 
er at the Washington Post. 

Gene Hemrich, market manager 
for Sears Roebuck and Co. in Buf- 
falo, N.Y., is another Word user. 








Operating systems 


2.1 better be 
good, OS/2 
users Say 


By Christopher Lindquist 





@ The beta-test version of IBM’s OS/2 Version 
2.1 has been available since Dec. 19, and us- 
ers generally seem happy with its perfor- 
mance. However, some said they hope IBM 
makes sure this version goes out rock solid in 
order to silence OS/2 critics. 


“Somehow IBM has gotten themselves into 
this position of people expecting a lot more 
from them than they ever did from Microsoft,” 
said Larry Waibel, systems software technical 
specialist at the Cubic Automated Revenue Col- 
lection Group in San Diego. He said he hopes 
IBM makes this version of OS/2 bulletproof, 
though he conceded it is not quite there yet. 

“I’ve had a couple hang-ups in the two 
months I’ve been using it, which is certainly 
better than anybody got in Windows,” Waibel 
said. 

Other users exchanging messages on 
CompuServe voiced similar sentiments that 
IBM must make OS/2 2.1 a stable product if it is 
to succeed. Several CompuServe users even 


requested that IBM 
release another beta- 
test version before 
shipping the product. 

“We're all on your 
side here — we want 
OS/2 to succeed,” said 
one developer on 
CompuServe. “Anoth- 
er rush job is exactly what it doesn’t need.” 

Currently, beta-test users are still reporting 
problems with installation, applications that 
ran under OS/2 2.0 “breaking” under OS/2 2.1 
and “memory leaks” that force users to reboot 
the machine every so often. However, reports 
of dramatic improvements are also cropping 
up. 


OS/2 will 
reportedly 
include allthe 
features of OS/2 
2.0 with the 
Service Pak. 


Graphics, speed enhancements 
According to Waibel, the best features of the 
OS/2 2.1 beta-test version are improved graph- 
ics handling and support for higher resolutions 
and Windows 3.1. He also cited enhanced per- 
formance/speed, which he said may help si- 
lence critics who have complained that OS/2 
was too slow on normal hardware configura- 
tions. 

IBM has reportedly been swamped with re- 
quests to become part of the beta-test program, 
and users said that IBM is even back-ordered 
on getting the beta-test disks out. 

OS/2 2.1 will reportedly include all the fea- 
tures of OS/2 2.0 with the Service Pak, which in- 
cludes the 32-bit graphics engine plus Adobe 
Type Manager Version 2.5 font support under 
Windows and support for Windows 3.1 applica- 
tions. 
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Win, place, show 


Microsoft Word leads WordPerfect 
and Ami Pro among Windows- 
based word processors 
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Source: Dataquest, Inc. 


“Word is significantly easier torun 
than WordPerfect. Microsoft has 
taken more advantage of the GUI 
environment and provides more of 
a desktop publishing environ- 
ment. For example, if you want to 
make an envelope in Word, all you 
have to do is click on the envelope 
icon,” he added. 


6.0 ‘completely different’ 

A spokeswoman for WordPerfect 
said Version 5.0 was developed in 
under 18 months and represented 
only the company’s initial foray in- 
to the Windows market. Version 
6.0 will be a 32-bit implementation 
of WordPerfect that will take full 
advantage of the Windows graphi- 
cal user interface on DOS and the 
Workplace Shell on OS/2 to create 
a true desktop publishing environ- 
ment, she said. 

“Version 6.0 of WordPerfect is 
completely different from Version 
5.0. It will be an unbelievable 
change,” said Bill Kesselring, in- 
dustry analyst for PC software at 
Dataquest. “Moving to Windows is 
essentially a two-step process for 
WordPerfect.” 

And for some users, a phased 
approach that maintains compati- 
bility with DOS versions of Word- 
Perfect is an attractive idea. 

“Word for Windows is an excel- 
lent package, but most of our peo- 
ple already knew WordPerfect so 
staying with WordPerfect for Win- 
dows was the wiser choice,” said 
Jay McKinney, network services 
manager at Complete Health, a 
health maintenance organization 

WordPerfect, page 32 
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able computers 


Are luggables going extinet? 


By Michael Fitzgerald 





Set up at the press table at a recent Houston Rockets home 
game was an original Compaq Computer Corp. Portable. 
You can bet that whatever cash-strapped user is getting 
arm-sore with that 31.3-pound beast will buy a notebook, 
not Compaq’s Portable 486 luggable, when there is room in 
the budget for a new PC. 

Heavyweight, heavy-duty portables are still around, more 
than 10 years after Compaq’s first portable, which followed 
Osborne, the first portable ever, to market. Today’s versions 
run the fastest microprocessors available from Intel Corp 
or reduced instruction set computing vendors. They gener- 
ally offer active-matrix color screens as an option, 
feature hard drives larger than 200M bytes and of- 
fer expansion slots. They do not run on batteries. 

They are also becoming an endangered species 
in some minds. In 1992, a year when most catego- 
ries of personal computing hardware saw double- 
digit growth, the luggable market shrank, accord- 
ing to International Data Corp. (IDC), a market 
researcher in Framingham, Mass. 

IDC projected that 71,000 units were sold in 1992, down 
from 86,000 units in 1991, a steep drop from the 145,000 units 
sold in 1990 

Still, IDC sees the market holding near 60,000 units as far 
in the future as 1996, though some luggable vendors dispute 
its numbers 

Volker Dolch, president of Dolch Computer Systems in Mil- 
pitas, Calif., predicted his company will grow 60% in 1993, 
putting it at $30 million in sales. He claimed that the pri- 
vately held company is seeing profits grow, despite offering 
the most expensive portables money can buy 

He said performance, not weight, is the key factor for cus- 


tomers 


PCs 


‘We go to the threshold of pain where you can still call it 
portable and put as much computing resources on it as we 
can, and we do not see the market going away in favor of a 
notebook,” Dolch said. He also said some market research- 
ers show stable growth in the near term for luggables. 

Still, some customers are opting out of the bigsystems 

“They're just too heavy,” said a PC administrator at a U.S.- 
based multinational firm who asked not to be identified. The 
user said his company has 20 luggables from Dolch and 20 
from Broadax Systems, Inc. in El] Monte, Calif. He said his 
budget this year will go to 486DX-based notebook computers 
with hefty hard drives, probably with a docking station for 
expansion purposes. 


On-the-go brass do the FOCS Trot 


By Gary H. Anthes 


For years, U.S. Navy radio operators have 
used the term “Foxtrot” for the letter “F.” 
Now, Navy admirals and other military staff 
will carry the FOCS Trot over their shoulders 
when they travel by land, sea or air. 

The FOCS (Flag Officer’s Command Sys- 
tem) Trot is an “office in a box” intended to 
keep the Navy brass on top of their office 
chores anywhere in the world. It isa 15-pound 
package containing a laptop computer, tele- 
phone, radio transmitter, printer and 
fax/copier. It comes with Navy software for 
word processing, spreadsheets, communica- 
tions and satellite tracking 

FOCS Trot allows users to establish a sat- 
ellite link to the Defense Data Network, a se- 


closer il 


Luggable [°) 


Portable office 
Although military 
officers travel a great 
deal, they have not yet 
caught on to the idea of 
carrying portable 
computers. Result: 
E-mail goes 
unanswered and office 
work languishes. Now, 
a Navy admiral has a 
plan to change all that; 
he wants admirals to 
take their offices with 
them —electronically . 


Luggables sampler 


Dolch 
Computer 
Systems 
PAC 486-5DE 


Compaq 


Toshiba America 
Computer Information 


Systems 
T6400 family 


486DX chip 
Up to 50 MHz 


Portable 486 


486DX chip 


486DX 
Up to 33/66 MHz 33/66 MHz 





Even the luggable market leaders, Compaq 
and Toshiba America Information Systems, 


Optional active- 
matrix color screen 


Bar eee 





Inc., wonder aloud how much longer they will 
stick with the hefty portables that once were 


525M-byte 


200M-byte 
hard drive 


1.2G-byte 
hard drive 


hard drive 





their staple portables. 
“It’s a fairly niche market now, and we see it 
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being cannibalized by mainstream markets 











{down the road],” said Bob Bauer, director of 


17.6 pounds 11.7 to 12.9 pounds 18 pounds 














marketing for Compaq North America. While 
saying “I wouldn’i write [luggables] off as a 
product category,” Bauer said Compaq was not sure it 
would produce a new version of the product. 

“The growth is not there anymore, but there will always 
be a place for a [portable] that will take [an ex- 
pansion] card,” said Kyle P. Walls, senior brand 
manager at Toshiba. Walls said that what re- 
mains unclear is whether that place will in the 
future be filled by notebooks with Personal Com- 

puter Memory Card International Association 
= capability. 

“Will these machines largely replace ISA cards 
for expandability options?” is the question, according to 
Walls. 

At 12 pounds, the Toshiba T6400 series comes in at the low 
end of the market as a sort of luggable/laptop hybrid. While 
AC-powered, it has only one expansion slot. “An awful lot of 
users buy [the T6400 series] for the big hard drive, and now 
they can get that in the notebooks,” Walls said. 


Multimedia: A fertile area 

All the players in the market see multimedia as a potential 
growth area for luggables (see story at right). Toshiba posi- 
tions its systems as multimedia devices, and Bauer said 
Compaq is considering building local-bus graphics and its 
Business Audio sound capabilities into the Portable 486. 

“Portable multimedia solutions are difficult to do in note- 
books right now,” Bauer said 

Dolch agreed, saying that in the future there will be Pre- 
sentation Computers, which are essentially multimedia 
road shows built into a portable package. He said he thinks, 
though, that substantial growth will come not from multi- 
media but from portable engineering workstations. 

“There is a section of the market that is not understood 
by outside [our niche]: the user who needs a mobile work- 
station, the more power the better,” Dolch said. 

The bigger portables do benefit from a lack of competi- 
tion: Pricing does not suffer as much, so the machines can 
generate a solid profit. 





CW Chart: Michael Siggins 











Last frontier 





Multimedia may be the last bastion of 
growth for the luggable market. 

“Multimedia applications require 
hooking systems with internal CD-ROMs 
and things,” said Ted Julian, an analyst 
at IDC in Framinghain, Mass. 

Toshiba has positioned its AC portable 
series, the T6400, as a portable multime- 
dia device. 

“We've gone into multimedia in a big 
way,” said Kyle P. Walls, senior brand 
manager at Toshiba. “One of the reasons 
for looking at multimedia as an applica- 
tion for AC portables is that there are 
things we can do nowwith an AC portable 
that you simply can’t do with a notebook 
and probably won't be able to do anytime 
in the near future.” 

Walls cited full-motion video and high- 
quality sound as two examples. 

Some users say there are ways around 
these issues that can save them from get- 
ting arm-weary. 

“We think we can run multimedia 
presentations off of anotebook, using the 
appropriate hardware and pulling our 
output from the parallel port,” said 
J. Briscoe Stephens, data and informa- 
tion systems manager at NASA’s Earth 
Science and Applications Division in 
Huntsville, Ala. — Michael Fitegeraid 











cure network used for electronic mail and 
document transfer. The satellite-tracking 
software helps the user locate communica- 
tions satellites to aid in establishing contact 
with them. Another option sends a continu- 
ous signal to a Global Positioning Satellite, al- 
lowing headquarters to pinpoint an admi- 
ral’s location at all times. 

FOCS Trot was commissioned by Vice Adm. 
J. O. Tuttle, the Navy’s director of space and 
electronic warfare. Navy Cmdr. Austin Boyd, 
an aide to Tuttle, said Tuttle wants senior Na- 
vy officers, who now usually travel without 
even a portable computer, to set an example 
for the military. “We're usually behind in the 
use of technology; we want to be ahead this 
time,” Boyd said. 

Boyd said FOCS Trot is intended to relieve 


officers from the avalanche of mail awaiting 
them when they return from a trip. He said 
Tuttle and his staff recently returned from a 
10-day, 35,000-mile tour during which a test 
version of FOCS Trot processed 92 messages 
of two to five pages each. 

FOCS Trot, which can work off a single 12V 
DC source, was built entirely from commer- 
cially available products from more than 10 
sources by Microcomputer Power, Inc. in 
Houston. 

Fed de Gastyne, manager of government 
programs at the value-added reseller, said 
the immediate market for FOCS Trot is 225 
admirals, or Navy flag officers. The firm also 
hopes to sell it to other military officers and 
to civilian emergency response teams. 

The laptop is an NCR Corp. 3170 with an In- 
tel Corp. 80386 20-MHz processor. Boyd said 
FOCS Trot, with all software loaded, costs 
about $10,000. 





30 CompuTeRWoRLD FEBRUARY 15, 1993 








The competition's new 
laser printers were inspired by 


a distinguished history. 


The IBM 
LaserPrinter 10, 
$1899. 


Over a year ago, ; We’ve also lowered the 
IBM® LaserPrinters by ; list price on selected IBM 
Lexmark were the first with LaserPrinters up to $1295. So the 
affordable 600 x 600 dots-per-inch printing, machines that pioneered better technology are 
for razor-sharp output. now better values than ever. 

We built in a high-speed PC-to-printer To find your nearest Lexmark dealer, 
connection and a compact footprint long before call 1 800 358-5835 (in Canada, 
the “leading” laser printer did. 1 800 663-7662). 

And even their newest machines don’t od To find out what else we’re 
offer our wrinkle-free envelope a ae wil doing to 
printing, made-in-America desktop inspire the ore pei pete 
laser print engine, or toner cartridge Ay competition, just LEXM,\RK. 
that yields up to 60% more pages. see the next page. Make Your Mark 


MSRP List price reductions vary by model; dealer prices may vary. IBM is a registered trademark of International Business Machines Corporation in the U.S. and other countries and is used under license. Lexmark is a trademark of Lexmark intern: 
©1993 Lexmark International, inc 
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Paul Gillin 


OS/2— 
no jokes 


I've contacted the 
FBI's Federal Wit- 
ness Relocation pro- 
gram for help follow- 
ing the backlash 
from all you OS/2 
fans over my Jan. 4 
column poking fun at 
our favorite under- 
appreciated operating system. Sheesh, 
you all are as bad as Unix people. OK, 
here’s the straight, unfunny version of 
what I think of the OS/2-Windows battle 
and why I think OS/2’s prospects aren't 
so good. 

First of all, understand that OS/2isa 
vastly superior operating environment 
to Windows. It should be. It doesn’t have 
to live with DOS. 

Comparing a 32-bit multithreaded, 
multitasking, protected-mode operating 
system to a 16-bit, singie-tasking real- 
mode operating system is like pittinga 
hare against a tortoise in a foot race. On 
a straight features comparison, Win- 





dows doesn’t stand a chance. Unfortu- 
nately for IBM, the tortoise is winning 
this race. Why? Marketing. 

Windows is running rings around IBM 
in the retail stores and on the desktops 
of Mr. and Ms. Typical Corporate User be- 
cause it meets a simple set of expecta- 
tions and does it pretty well. Windows is 
not fancy, but it is easy to 
install and use and it 
doesn’t expect its users 
to understand CON- 
FIG.SYS and dual boot 
options unless they want 
to get fancy. And itis 
enough of an improve- 
ment over character- 
mode DOS to justify its 
upgrade expense. 

In contrast, OS/2 is 
overkill. IBM’s biggest 
mistake with OS/2 was 
positioning it as an oper- 
ating system for the everyday PC user. It 
isn't. OS/2 is very difficult to install (even 
IBMers will admit that), it eats up an acre 
of disk space, and it requires that the us- 
er understand concepts such as what a 
DLL file does or the difference between 
startable and installable partitions. 

I’m areasonably savvy PC user, yet I 
was completely baffled by whole sections 
of the OS/2 installation manual. I can’t 
imagine my next-door neighbor trying to 
figure it out. 

OS/2 is an extremely powerful operat- 
ing system for client/server applications, 





IBM’s biggest 
mistake with 
OS/2 was 
positioning it 
as asystem 
for the 
everyday PC 
user. 


which is where the corporate world is go- 
ing. But IBM set the bar way too high by 
positioning it as an operating system for 
the rest of us. It is impossible for OS/2 to 
compete with Windows under those con- 
ditions. 

IBM’s second big mistake with OS/2 
was saying that it was “a better Windows 
than Windows.” It’s not. 
A lot of Windows pro- 
grams don’t migrate or 
instal! easily under 
OS/2. If they did, IBM 
wouldn’t have to devote 
so much ofits bulletin 
board to instructions for 
getting Windows appli- 
cations running. 

The Windows applica- 
tions that do run tend to 
be slow because so 
much system overhead 
is needed to support 
them. Strike two. 

IBM shot OS/2 in the foot with “better 
Windows than Windows” by eliminating 
much of the incentive for developers to 
write native OS/2 applications. The only 
reason left todo that is to take advantage 
of 32-bit addressing, which most main- 
stream applications don’t need anyway. 

Sure, there are OS/2 applications 
available — DeScribe, Inc.’s DeScribe 
word processor and Symantec’s Norton 
Commander for OS/2 are great products. 
But ask any software company executive 
how excited he is about the OS/2 market 





and you'll get a yawn. Believe me, I’ve 
asked. 

An operating system without applica- 
tions is like a car for which you can’t get 
spare parts: Enthusiasts won't care, but 
the mass market will reject it. And re- 
member that IBM wants OS/2 to be a 
mass market operating system. 

Microsoft has used Windows as a place 
holder long enough to get everyone ex- 
cited about Windows NT. I expect Micro- 
soft will have avery tough time selling NT 
as a multiuser server operating system, 
but I have no doubts NT will be a huge hit 
with Windows power users who are tired 
of looking at that hourglass icon. That’s 
not good news for OS/2, which is current- 
ly having its greatest success playing to 
that audience. 

The biggest mistake Microsoft could 
make with NT would be to not provide 
backward compatibility to Windows ap- 
plications. But I don’t think it would do 
that. If NT is a hit on the power user’s 
desktop, then OS/2’s only room to maneu- 
ver will be with true Blue corporate ac- 
counts, and there are fewer and fewer of 
those left. 

Don’t get me wrong: OS/2 is a great 
product, and I hope it does very well. But 
anyone who takes on Microsoft in desk- 
top operating systems these days is 
pushing a boulder up a mountain. Even 
IBM isn’t that strong anymore. 





Gillin is Computerworld’s executive editor. His 
MCI Mail address is 575-4120. 








WordPerfect 


CONTINUED FROM PAGE 29 


in Birmingham, Ala. 

“We did experience quite a number of 
intermittent problems with Version 5.1, 
but we haven't had any problems to date 
with Version 5.2. WordPerfect has always 
had superior customer service,” he said. 

But whether that reputation for supe- 
rior service will be enough to blunt the 
efforts of Microsoft and Lotus Develop- 
ment Corp. remains to be seen. 

“We were late to the Windows word 
processing arena, but we were not the 
first player in the DOS market, either. We 
believe that our customer service capa- 
bilities will also make us the leading sup- 


plier in the Windows market,” said Devin | 
Durrant, marketing director for Word- | 


Perfect for Windows. 


“This is a huge market that is still up | 


for grabs. And we are definitely targeting 
WordPerfect users with Microsoft Word,” 


countered Julie Bick, a Microsoft prod- | 


uct manager. “For example, we have a fa- 
cility that allows users to use WordPer- 
fect keystokes that we then convert into 
Word keystrokes.” 


“Our biggest sales challenge is selling | 


to WordPerfect for DOS users,” said Bill 


Jones, director of product market for | 


Ami Pro at Lotus. 

“You have to go through a weaning pro- 
cess, SO we give people the ability to pen 
a WordPerfect file directly and a facility 
that does automatic conversion between 
formats,” he added. 
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| Desktop mapping 


Computer maps help cops catch crooks 


By Mitch Betts 


SAN BERNARDINO, CALIF 





| 

| 

| 

| 

| = A first-of-its-kind desktop mapping 

program helps the San Bernadino Sher- 

| iffs Department visualize crime pat- 
terns and allocate resources 

| in the nation’s biggest coun- 

| 


ty. 


“We're in the midst of a ma- 
jor budget crunch, so we have 
to distribute our personnel ef- 
ficiently. We use [the mapping 
system] to determine the best 
places to patrol,” said Tim 
| Miller, a research analyst at 

the San Bernardino Sheriff's 
Department. The county cov- 
| ers 20,000 square miles. 
The PC software package, 
called Atlas Crime Analysis 
| and priced at $12,250, takes 
| standard database files of 
crime incidents and automat- 
ically matches them with com- 
puterized street maps. 
| Users can then generate 
maps showing the criminal activity in a 
| specific location or the geographic pat- 
tern for certain types of crime (such as 
burglaries or rapes) and the time of day 
when they occurred. 
The software was developed by Strate- 


1993 


gic Mapping, Inc. in Santa Clara, Calif., 
with significant help from the San Ber- 
nardino Sheriff's Department. 

The department runs the software on 
Intel Corp. 1486-based PCs at 15 stations, 
which download crime data from a Digi- 


Atlas Crime Analysis plots crime locations on computerized 
street maps to help police track crime sprees and compile 
evidence to bring suspects to court 


tal Equipment Corp. VAX. 

“For us, the key to this program is its 
interface, which uses plain English com- 
mands that our patrol deputies or clerks 
can use,” Miller said. 

For example, to display burglaries on 


a map, a user simply picks “Burglaries” 
from a menu using the mouse or key- 
board. 

Police officers have a hard enough 
time keeping up with their reports and 
police training, he added, so they do not 

have time for computer training 
to learn query languages. 


Arresting proof 

The mapping system has already 
been used to track several crime 
sprees, including the strange 
case of a man who was shooting 
out car windows at a rate of 70 a 
night, according to Miller. 

The software can also help 
build a court case — such as 
showing how aseries of rapes oc- 
curred on the suspect’s route 
from home to work — or identify 
a suspect. Miller said officers 
plotted the address of a recent 
parolee and found that nearby 
burglaries tripled after his re- 
lease. 

In the future, the department 
wants to enhance the system so 
it will automatically generate reports 
that alert officers when certain thresh- 
olds are crossed, such as 10 crimes in a 
half-mile radius. As Miller put it: “We 
want the system to tell us where our 
problems are.” 





The competition will 
find our new color printer 
equally inspirational. 


The new IBM 
Color Jetprinter PS, 
$3495 
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{11x 17” paper hand- 
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Jetprinter PS 4079 by 
Lexmark can show you three times as many colors 
as the HP PaintJet XL300.* 

And do it up to 44% faster. 

Our machine delivers true 360 x 360 dots-per- 
inch resolution. Theirs, 300 dpi. 

Ours has ColorGrade™ enhancement, for 


smoother blends and sharper images. Theirs doesn't. 


Best of all, for the same list price as the HP 
machine, we build in PostScript* compatibility and 


% faster on average, PCLS5 vs. PostScript emulation. MSRP; dealer prices may vai 
ti 


' charge as much as $1500 extra 
for. And our IBM inkjet cartridges deliver the 
same quality and affordability as the printer itself. 

To find your nearest Lexmark dealer, call 
1 800 358-5835 (in Canada, 1 800 663-7662). 

To find out about the exciting new company 
that’s bringing these 
innovative products to 
the marketplace, just 
turn the page. 


IBM Personal Printers by 


LEXM,\RK. 


Make Your Mark 


or 
ademark of Hewlett-Packard Company PostScript is a registered trademark of Adobe Systerns Incorporate: exmark and ColorGrade are trademarks of Lexmark International, Inc 1 3 Lexmark Internationa’ iC 


THE IBM COLOR JETPRINTER PS: COLOR MADE BRILLIANTLY ‘CLEAR. 
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Microsoft Excel 





This is another installment in a series 
of articles containing questions com- 
monly asked by users and responses 
from vendors’ support lines. This 
week's focus is on Microsoft Corp.'s 
Excel spreadsheet 

Q: How can | change an overlay chart without 
affecting the main chart? 

A: You can change the chart type of the over- 
ay chart without affecting the main chart 
type by selecting one of the series that is in 
the overlay chart and holding down the Shift 
key while you choose a chart type from the 
Format menu. You can change the chart type 
of the main chart without affecting the over- 
lay chart in the same way. 


Q: How can | add data from a worksheet to 
an existing chart? 

A: You can paste data from a worksheet into 
an existing chart. First, make sure both the 
worksheet and chart documents are open. 
Select the worksheet data you want to add 
and click the Copy tool or choose Copy from 
the Edit orshortcut menu. Switch tothe chart 
window and choose Paste from the Edit or 
shortcut menu. 

To add data and control the way it is plot- 
ted, follow the above procedure but choose 
Paste Special from the Edit menu instead. 
Select the options you want in the Paste 
Special dialog box and choose OK. 


Q: How can! add a picture or an object toa 
chart? 

A: You can copy a picture from another appli- 
cation ora graphic object drawn using Excel 
drawing tools and use that picture or graphic 
object as the data marker in an existing bar, 
column, line or radar chart. 

First, switch to the document that con- 
tains the picture or object you would like to 
use. Generally, you should try to match the 
width of the picture or object to the width of 
the data marker it will replace. 

Copy the picture or object by selecting it 


and choosing Copy from the Edit menu or 
the shortcut menu (or, if you are copying 
from another application, foliow that appli- 
cation’s procedure for copying). 

Switch to the Excel chart in which you 
want to use the picture or object, select the 
data marker or chart data series you want 
replaced and choose Paste from the Edit 
menu. Once it isin place, you can double- 
click the picture marker to bring up the For- 
mat Patterns dialog box and choose whether 
to stretch, stack multiple copies or stack 
scaled copies of the picture. 


Q: If | want to create a report in Excel, can! 
print a specified number of pages? 

A: For example, if your worksheet is three 
pages wide by four pages tall, you can select 
Fit To and use the default of one page wide 
by one page tall, and your worksheet will 
shrink to the width and height specified. You 
can also specify print options by choosing 
Print Preview from the File menu and select- 
ing Setup. 


Q: How can | create a worksheet template? 
A: If you frequently design worksheets to be 
used as models, you should create a work- 
sheet template. The method used is similar 


to that described in “Setting a new default 
chart type” under the “Charting” section. 

First, create a worksheet with the head- 
ings and the formats you need. Next, choose 
Save As from the File menu to save the work- 
sheet as a template. Save the template in 
your Excel Startup directory and its name will 
appear in the New dialog box, which appears 
when you choose the New command from 
the File menu. 


Q: | need to do “whatif”’ scenarios that 
include optimization formulas. Is there a 
way to use Scenario Manager with Solver to 
make this easier? 

A: You can solve or optimize a problem and 
then save the various inputs and results for 
future review by choosing Scenario Manager 
and Excel Solver from the Formula menu. If 
you do not see these commands on the For- 
mula menu, run Setup to install them. 

The changing cells you specify with Sce- 
nario Manager will be suggested automati- 
cally as the changing cells in Solver and vice 
versa. Solver can save its solutions as sce- 
narios for display in Scenario Manager. 
Scenario Manager can also be used to set 
up initial cell values for Solver’s solution 
process. 








Software application packages 


MapInfo Corp. has introduced Maps&Da- 
ta,a desktop mapping package 

The product was designed for visual 
analysis and presentation. According to 
the company, Maps&Dataruns under Mi- 
crosoft Corp.’s Windows and offers pre- 
sentation and analytic features that dis- 
play site analysis, availability and 
distribution of inventory, population 
trends and prospect locations and demo- 
graphics, among others. Maps&Data can 
import American Standard Code for In- 
formation Interchange and import/ex- 
port data files in Borland International, 
Inc.’s dBase, Microsoft's Excel and Lo- 
tus Development Corp.'s Lotus formats. 

Maps&Data costs $395 

> MapInfo 

200 Broadway 

Troy, N.Y. 12180 

(518) 274-6000 








Looking Glass Software, Inc. has re- 
leased the Looking Glass Cheetah 3D for 
Microsoft Corp.’s Windows 3.0 

Cheetah 3D is a 24-bit color rendering 
program that provides a file navigator, 
multiple object rendering and support 
for complex objects, the company report- 
ed. Standard rendering features include 
four viewing modes, basic animation ca- 
pabilities, a Quick Mode for fast proof of 
concept rendering and multiple light 
sources, among others 

Cheetah 3D costs $349.94 

» Looking Glass Software 

Suite 300 

9227 6th Ave 

Inglewood, Calif. 90305 

(310) 348-8240 
TimeValue Software has released the 
network version of File In Time, a task 
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management program for tax profes- 
sionals. 

Multiple users receive access to capa- 
bilities such as updating tasks and add- 
ing client information. Setup files can be 
saved by individual users on the net- 
work, including printer and color setup, 
the company reported. Progress made 
on each task can be followed, and users 
are alerted to due dates. The product 
runs on PCs with 512K bytes of memory 
using DOS 2.1 or higher. 

Prices start at approximately $300 for 
one to four users. 

» Time Vaiue Software 

Suite 100 

4 Jenner St. 

Irvine, Calif. 92713 

(714) 727-1800 





Saratoga Systems, Inc. has introduced 
its SPS account management and sales 
information software package for the Mi- 
crosoft Corp. Windows environment. 

According to the company, multilevel 
customer profiles and sales-related in- 
formation can be accessed and updated. 
Icons and pull-down menus are featured, 
and tool bars are available for opera- 
tions such as activity scheduling and re- 
port generation. 

SPS for Windows costs $1,250 per PC 
copy. 

» Saratoga Systems 

Suite 230 

15508. Bascom Ave. 

Campbell, Calif. 95008 

(408) 371-9330 





Microsoft Corp. has released the second 
version of Multimedia Word & Bookshelf, 
Video and Sound Edition. 

According to the company, it is the first 
and only available word processor on 
CD-ROM. Designed as a multimedia-en- 
hanced version of Word for Windows, the 
product allows users to implant sound ef- 
fects into documents and play and edit 
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videos. Version 2.0 of Microsoft Word for 
Windows with WordPerfect Corp.’s 
WordPerfect file converters is also in- 
cluded. 

Multimedia Word & Bookshelf, Video 
and Sound Edition costs $595. 

» Microsoft 

1 Microsoft Way 

Redmond, Wash. 98052 

(206) 882-8080 





Advanced Graphics Software, Inc. has in- 
troduced Version 5.0 of its technical pre- 
sentation graphics software, SlideWrite 
Plus for DOS. 

An assortment of nonlinear, linear and 
weighted curve-fitting functions are fur- 
nished along with drawing and text ca- 
pabilities and statistical analysis, the 
company said. Pull-down menus access 
Version 5.0’s sizing, text formatting and 
on-screen drawing. A what-you-see-is- 
what-you-get user interface is provided. 

SlideWrite Plus for DOS Version 5.0 
costs $445. 

» Advanced Graphics Software 

Suite 105 

5825 Avenida Encinas 

Carlsbad, Calif. 92008 

(619) 931-1919 


Macintosh products 





Dantz Development Corp. has _ intro- 
duced Version 2.0 of Retrospect and Ret- 
rospect Remote, backup programs for 
the Apple Computer, Inc. Macintosh. 

A new interface is offered in Release 
2.0 that divides all functions into five log- 
ical areas. A “Retrospect Directory” pro- 
vides five icons that display each func- 
tion and give a short description. 
Macintosh users backed up on Retro- 
spect Remote are informed if a backup 
has occurred or if one has not happened 
after a predetermined number of days. 

Retrospect 2.0 costs $249, and Retro- 
spect Remote costs $449. 


» Dantz Development 
1400 Shattuck Ave. 
Berkeley, Calif. 94709 
(510) 849-0293 





Relax Technology, Inc. has announced a 
high-peformance optical storage and 
file-finding package for Apple Computer, 
Inc. Macintosh users. 

Sierra MO, the company’s 3¥>in., 128M- 
byte rewritable optical disc, drive is be- 
ing bundled with On Location, On Tech- 
nology, Inc.'s file-finding software. 

According to the company, Sierra MO’s 
average seek time is 33 msec, and the op- 
tical drive has a sustained data transfer 
rate of 563K byte/sec. The product has an 
embedded Small Computer Systems In- 
terface. 

Sierra MO costs $899. 

» Relax Technology 

3101 Whipple Road 

Union City, Calif. 94587 

(510) 471-6112 


Utilities 





Fifth Generation Systems has _ intro- 
duced Version 1.0 of Direct Access Desk- 
top, a Microsoft Corp. Windows-based 
desktop utility. 

According to the company, the product 
enables users to create multiple desk- 
tops, simplify Windows, protect data and 
optimize their work. Direct Access Desk- 
top offers a variety of features such as 
an applications menu, control panel and 
a tool bar of functional icons. 

It also offers nine virtual desktops that 
provide nine individual Windows desk- 
tops for tasks using applications such as 
desktop publishing software and spread- 
sheet software for accounting reports. 

The product costs $129. 

» Fifth Generation Systems 

10049 N. Reiger Road 

Baton Rouge, La. 70809 

(504) 291-7221 





6¢1f Lexmark is an indicator of the 
kind of innovation we can expect from an IBM 
spin-off, OS/2 users have much to look 
forward to.... 99 


OS/2 Professional Magazine, 
November 1992 


66 The LaserPrinter 10 is 
appropriately named. 
It is close to a perfect 10.... 99 


Computer Reseller News, 
February 3, 1992 


66 Lexmark offers the best combination of price and 
performance for printers used for desktop publishing. 99 


Windows Magazine, 
February 1992 


66 With the IBM LaserPrinter 6, Lexmark proudly comes into its own on the 
laser printer turf by paying special attention to paper handling and resolution quality. 
This workhorse prints on both delicate stationery and card stocks, 
and can deliver a jaw-dropping 600-by-600 dpi resolution. 99 


Computer Land Magazine, 


66 The 4079 isa 
watershed color 
printer. The list of 
features, low pricing, 
solid warranty... 
all combine to make 
this a color inkjet 
printer against 
which others 


will be measured. 99 
BIS Strategic Decisions, 


==” inspired our 


April 1992 


Now that 
you know what 


66 The low prices 
and numerous 
features of these 
printers 
for the Mac 
make for an 
unbeatable 

deal, indeed. 99 


BYTE Magazine, 
July 1992 


competition, 
here's what 


Inspires US. 


The response to IBM* desktop printers by 
Lexmark has been gratifying. Like the most recent 


‘Editors’ Choice” award from PC Magazine (11/24/92). 


And we’re just getting started. 

In fact, we’re less than two years old. 

An independent, worldwide company, Lexmark 
International was formed from a division of IBM. 
Built from the ground up to be more focused and 
entrepreneurial. 

And our success can be measured by more 
than just accolades. For instance, we’ve introduced 
an average of one new printer to the marketplace 
every month. 


What’s more, we’re earning a solid reputation 
for customer service and easy-to-use products. Our 
dedication to excellence means being responsive to our 
customers, being quick, agile, and always competitive. 

In addition to IBM personal printers, we also 
design, build, and market IBM typewriters, related 
supplies, and state-of-the-art keyboards. 

To learn more about Lexmark, call us at 
1 800 358-5835 (in Canada, 1 800 663-7662). 

Keep your eye on 
Lexmark. We’re making 
our mark by giving you 
better ways to make yours. 


IBM Personal Printers by 


LEXMRK. 


Make Your Mark 


IBM is a registered trademark of International Business Machines Corporation in the U.S. and other countries and is used under license. Lexmark is a trademark of Lexmark International, Inc 
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E-Mail For Both Mainframe And LAN 
Is A Huge Headache... 



































Robert .Smith ce 

Steve .Hobby Enterprise Eac2/TAao 
Susan .Jensen Productivity Awards 
Susan .Jensen TAOLink Advantages 


TO DO 


1. Complete '93 Budget for Finance Dept 
2. Fiscal "93 Results Meeting 

3. Staff Performance Reviews 

4. Compiete Data Center Move 


SCHEDULE 
> For Tuesday, 1 December 
Noon Lunch with Executive Committee 


> For Thursday, 24 December 
8:00am _ Holidays off 
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Emme} Th - runs on Mainframe, AS/400, and LAN alike — 
hO one directory, one database, one calendar, 
one E-mail and office automation system, one solution. 
End of headache. 


Free! 

\\® Call for your copy of an 

(i) FISCHER independent consulting firm’s report 
\ pean gyt tcp Emc?/TAO design and architecture Emc?/TAO 


tli iii tee lead the way to LAN implementations. RESEARCH 


Naples, FL 33942 1-800-237-4510 REPORT | 


(813) 643-1500 
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PC LAN imaging 


Integration expertise key 


By Michele Dostert 





Two of the hottest technologies of the 1990s — imaging sys- 
tems and PC-based local-area networks — are being com- 
bined to form cost-effective, robust information manage- 
ment platforms. But users warn that careful planning — 
both on the technology side and the business side — is nec- 
essary fora successful rollout. 

“Buying LAN-based imaging is not like buy- 
ing a turnkey solution from a minicomputer 
vendor like DEC or Wang. You need a good sys- 
tems integrator because if something goes 
wrong, there is no single vendor to call,” said 
Bruce Silver, director of image management at 
BIS Strategic Decisions, a consulting firm in 
Norwell, Mass. 

Users who choose PC LAN platforms for their 
imaging systems, rather than Unix-based or 
minicomputer-based systems, cite company 
standards, scalability and price as their rea- 
sons. Connie Hiestand, regulatory information 
coordinator at Pacific Corp., a utility in Port- 
land, Ore., said her company is standardizing 
on PC LANs, so that was where she looked for 
an imaging system. ‘We were also impressed 
by the scalability of the LAN-based systems; we could get 
what we need today for a low cost but still allow for rapid 
growth in the future,” she said. 


G 


Price a factor 
According to Silver, minicomputer or Unix imaging systems 
can cost up to $20,000 dollars per seat, while LAN-based im- 
aging is only $4,000 to $5,000 per seat — most of that cost is 
hardware that is getting cheaper. “PC LANs will continue to 
gain a larger share of the total imaging market in the next 
five years, primarily because of price,” he said 

Although image files are large — typically 50,000 
byte/page — users report no bandwidth problems in run- 


Growing 


The total number of 
PC LAN-based, 
image-enabled seats 
will grow from 38,500 
in 1992 to 451,000 by 
1997, according to 
research firm BIS 
Strategic Decisions. 


ning imaging on their existing wiring. “You don’t need fiber 
to the desktop; you'll get all the speed you need from 10M- 
byte Ethernet or 16M-byte Token Ring,” said Jane Landon, 
an information systems vice president at The Chase Man- 
hattan Bank NA in New York who has installed four separate 
PC LAN imaging systems. 





The PC LAN/imaging bottleneck arises when accessing | 


the image files on the server. Typically, only 
5,000 documents can be stored in a gigabyte, 


making a magnetic-only storage system im- | 


practical. But because the robotics of the opti- 
cal jukebox systems commonly attached to PC 


imaging servers are too slow for constant file | 
access, PC LAN-based imaging typically uses a 


combination of the two. 


“All of the documents in the file of a teacher cur- 
rently being certified or recertified are stored 
on magnetic — typically for three months or so. 


documents are then archived back to the opti- 
cal jukebox.” 

There are many ways to handle document re- 
trieval, such as combined magnetic/optical storage, caching 
at the server or segmenting and adding another server to 
the system. “It takes a high level of expertise to set up these 
solutions, integrate them with the LAN operating system 
and the applications and tune them for optimum perfor- 
mance,” Silver said. 

When planning an imaging system, users need to study 
their business processes as well as their technical require- 
ments. Wall said, “Our systems integrator studied our needs 
from both a technical and from a business work-flow stand- 
point, suggesting optimal routing paths and automation of 
some processes. You need to do that to get the most for your 
imaging dollar.” 


Notes 3.0 on course; Unix 
support, add-ons delayed 


By Michael Vizard 





@As Lotus Development Corp. moves closer 
to its long-awaited rollout of Version 3.0 of 
Notes, the relationship is becoming apparent 
between the core components of the release 
and the layered software that runs on top of it. 


Scheduled to ship next month, the new ver- 
sion of Notes, Lotus’ groupware software pack- 
age, will include a wide range of features de- 
signed to enhance groupware application 


| development across Microsoft Corp. Windows, 
| MS-DOS, Unix and Apple Computer, Inc. Macin- 


Jim Wall, coordinator of the Continuing Pro- | 
fessional Education Program that handles | 
teacher certification in Madison, Wis., said, | 


tosh systems. 

However, users looking for Notes 3.0 on Unix 
platforms will have to wait until the second 
quarter, and the company has yet to commit to 
a delivery schedule for two key add-on prod- 
ucts for Notes. 


| Macintosh support 
| Inits initial release, Notes 3.0 will add support 


When the certification is issued, the file and | 


for Macintosh clients to its support for Win- 
dows and DOS clients. Lotus will deliver Unix 


| server and client support, beginning with sup- 





port for two to three different platforms, in the 
second quarter, said Cliff Conneighton, Lotus’ 
director of marketing for communications 
products. 

Although Conneighton declined to identify 
which Unix systems Notes 3.0 would support 
first, he did say it would support up to six Unix 
platforms by the end of the year. 

in addition to working on Unix implementa- 
tions, Lotus is expanding its IBM OS/2 focus for 
Notes. In the second half of the year, the compa- 
ny is scheduled to deliver a 32-bit version for 
OS/2 that supports the Workplace Shell utility. 

Notes 3.0, page 61 








Mexiean real estate 


firm ‘goes Hollywood’ —:.:: 


By Maryfran Johnson 
GUADALAJARA, MEXICO 





Hollywood Show,’” 
At RE/Max Mexico’s real estate 


“When customers come into a 
RE/Max office, they'll be given ‘The 
said Peter 


capabilities to search for a cus- 
tomer’s ideal property, then dis- 
plays a series of photos or videos 

windows on the computer 


“This is a tremendous time-sav- 
er for buyers and sellers. It can 
take all day to see three houses 
here,” said Steve Tirado, general 
manager and director of Sun Mi- 


RE/Max 
Mexico 
Guadalajara, Mexico 


next year will expand into Latin 
America. 

The company is also replacing 
its PCs, which run financial and 
administrative applications now, 
with SPARCclassics, Sun’s lowest 
priced color workstation (see sto- 
ry page 38). 

“We're telling everyone in the 
network to put any existing ma- 





headquarters, the curtain is rising 
on what sales agents call “The Hol- 
lywood Show” as a network of Sun 
Microsystems, Inc.’s SPARCclas- 
sic workstations take center 
stage. 

This week, the real estate fran- 
chise corporation will announce a 
$4 million contract with Sun for the 
installation of more than 600 
SPARCsiations and SPARCservers 
to run a custom-built, multimedia 
application that showcases prop- 
erty listings via color pictures and 
walk-through videos. 


Bowthorpe, general manager of 
RE/Max Mexico. “We believe this is 
the way real estate offices in gen- 
eral will be going. The human eye 
is so much more useful in absorb- 
ing information than the ear.” 


Saves a lot of time 

The multimedia application is 
called CLI/Max, which in Spanish 
is the acronym for Consolidacion 
de Listados Interactiva/Mazi- 
ma. The system was developed for 
RE/Max by one of Sun’s distribu- 
tion partners, Cromasoft SA de 
C.V,, here. It uses database query 


crosystems of Mexico. 

When RE/Max test-marketed 
the software in one resort area of- 
fice and a Guadalajara shopping 
center, the reaction to it was grati- 
fyingly intense, Bowthorpe said. 
“It nearly stopped the traffic, and 
we realized we were on to some- 
thing,” he said. 

RE/Max’s first 30 franchises will 
have the application up and run- 
ning by June 1, with a SPARCclas- 
sic set up in each office’s trade- 
mark red, white and blue 
reception room. RE/Max plans to 
sell 300 franchises in Mexico and 


Challenge: To allow po- 
tential buyers to view 
properties and sur- 
rounding neighbor- 
hoods via on-screen 
color pictures and walk- 
through videos. 


chines to the side and invest in the 
Sun technology with us,” Bow- 
thorpe said. “Essentially, each of- 
fice has to buy about $20,000 worth 
of new equipment.” 


Lofty aspirations 








RE/Max has bigger ambitions for 
CLI/Max as well. The company 
plans to submit the software sys- 
tem to the Mexican government as 
a proposed standard for the coun- 
try’s first national electronic 
multilisting service. 
And while Sun’s deal initially 
Realestate, page 38 


Technology: Network of 
Sun Microsystems 
SPARCstations and 
SPARCservers running 
custom-built real estate 
application from 
Cromasoft. 
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CONTINUED FROM PAGE 37 


calls for $4 million worth of equipment 
during the next five years, the relation- 
ship could mushroom as RE/Max rolls 
the listing application into Latin Ameri- 
ca 

Eventually, several thousand SPARC- 
stations could end up in RE/Max offices 


throughout the Americas, Bowthorpe 
said. 


Market hurdles 

At this point, however, the real estate 
profession in Mexico is decades behind 
its counterparts in the U.S. and Canada, 
the manager noted. There are no licens- 
ing or certification procedures for real 
estate brokers, he said, and the public is 
extremely leery of setting foot in most 
real estate offices. 


“That is a real problem with both the 
national and the foreign public,” Bow- 
thorpe said. “Most people 
don't tend to believe the 
real estate agent. We have 
a reputation for exagger- 
ating and putting a spin 
on stuff. But the camera 
does not lie, particularly 
in moving video. li the 
neighborhood is rough, it’s rough.” 

Before RE/Max opened for business in 


RE/Max plans to 
sell 300 franchises 
in Mexico and 
expand into Latin 
America. 
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kinds of people... 
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Attend presentations by Steve Jobs and other OT leaders. 
Steve Jobs, Chairman & CEO of NeXT Computer, will host the 
second annual Computerworld Object Applications Award ceremony 
lhe three keynote addresses from respected OT leaders promise 
to be wake-up calls tor the software industry. Plus, there'll be 
book signings with noted industry authors, Vendor Briefings 
ind the Object World Solution Showcase. Listen to the people 


who make the products and to the people who use them 


Register by April 30 and visit Object World at a discount. 
For more information mail the coupon below to: Object 
World, P.O. Box 9107, Framingham, MA 01701-9107, or call us 
it (800) 225-4698. Can't wait? Fax us at (508) 872-8237 
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Mexico last month, the company spent 18 
months analyzing real estate sales and 
pinpointing problem ar- 
eas. 

“We found that what 
causes people not to buy 
is the cost of financing 
and a basic lack of infor- 
mation,’ Bowthorpe ex- 
plained. “We had to find 
the tool that would enable us to overcome 
this problem.” 

The search for that tool led RE/Max to 
discussions with IBM, Hewlett-Packard 
Co. and Sun. The key factor in securing 
the deal for Sun was the SPARCclassic’s 
low-cost yet sophisticated multimedia 


capabilities, Bowthorpe said. 


The database of property images will 
be filled by the sales agents themselves, 
who will take their own photos and video 
footage and then ship it to “transfer cen- 


ters” in Mexico City, Guadalajara or Mon- 
| terey for processing and editing. Each 


transfer center will be anchored by one 
of Sun’s high-end servers. 

“The only limitations we see are how 
complicated it may be for our people to 
use,’ Bowthorpe said. “We believe we've 
made it pretty simple, though. It’s much 
less complicated than one might imag- 
ine. 
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| SPARC 
power 


Sun Microsystems introduced the 
SPARCclassic in November 1992 as 
the first color workstation to break 
the $4,000 price point — $3,995 
when purchased in “12-packs.” 

The SPARCclassic rates 59 mil- 
lion instructions per second of pro- 
cessing power and comes 
equipped with a 207M-byte disk 
drive, 16M bytes of memory, 8-bit 
audio, a microphone and a buiit-in 
speaker. 

It is based on Texas Instru- 
ments, Inc.’s MicroSPARC 50-MHz 
microprocessor, which is a highly 
integrated, low-cost reduced in- 
struction set computing chip. 

The MicroSPARC processors are 
now shipping in the “tens of thou- 
sands” of units per quarter, TI offi- 
cials said last week. In quantities 
of 10,000, Ti sells the MicroSPARC 
at $179 per chip. 
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SOLUTIONS? 


Advertise your hardware and 
software solutions in 
Computerworld’s weekly 
Solutions Directory. Rates start 
at just $499 for 26 weeks. 
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Open Systems 





The User Reality 





Freedom By 


t OSF, we believe freedom means & 


not having to stay inside a box that someone 
else created. 

Which, of course, is the very concept of 
open systems: The freedom to choose. To be 
able to build and grow the best solution for 


your business needs, independently of 


artificial constraints. 


Since its founding, the Open Software 
Foundation has provided a vehicle for the 
evaluation and selection of the best technol- 


ogy to make open systems a reality 


Out of this selection process has 
emerged Motif", the favored graphical user 
interface in the open systems marketplace; 
OSF/1"™, the innovative state-of-the-art 
operating system base for open systems; and 
the OSF Distributed Computing Environ- 
ment, the first comprehensive, fully-inte- 
grated distributed computing solution, ever. 

Currently, the OSF Distributed Manage- 
ment Environment is under development. 
With DME, it will be possible to create the 
tools to simplify and streamline the task of 
managing global information systems into 


the next century. 


OSF. We're giving the world freedom. s 


By design. OSF as it appears, Motif and OSF/1 are trademarks of Open Software Foundation, Inc. 
Open Software Foundation, 11 Cambridge Center, Cambridge, MA 02142. 
Phone: 617 6218700 Fax: 617 621 0631 








White Paper 


Introduction 


“Power to the User” is a familiar rallying cry, even though it is more 
frequently written than spoken. Users, however, usually assert 
themselves more with actions than with words. When PCs became 
widely available in the early 1980s, users implemented them 
throughout their organizations while nervous MIS managers 
pleaded for order. And when LANs became available as a means of 
linking PCs a few years later, users moved ahead, buying and 
implementing while IS managers again sounded dire warnings. 


This user-driven technology evolution constantly bumps the 
technology curve forward even as it threatens the popular notion of 
“Information as a Corporate Asset.” Sitting high above the fray, chief 
information officers realize that the only way to productively harness 
the energy of this push-pull process is through the implementation of 
enterprise integration. They also know that open systems are the key 
to that integration. 


Reality dictates that truly open systems can only be 

realized when vendors and users agree on what they are. 

The most likely vehicle for bringing about such a 
consensus is standards, both de facto and official. 
Standards are somewhat like Santa Claus and the Tooth 
Fairy: if you believe in them, they are real. Thus the rush 
by a dizzying array of vendor- and user-sponsored 
organizations to promulgate their ideas of reality to a 
skeptical and confused IS world. 


This welter of would-be standards may be confusing, 
but the basic characteristics of standards-based 
products in the emerging open systems market are 
clear: they must be portable, scalable and 

interoperable. This means they must be compatible 
with the multi-vendor environments that dominate 
today’s IS landscape. 


The migration path from proprietary to open systems 
is a perilous one, as users strive to maintain their 
legacy systems while moving into a more open world. There 
are tough decisions to make and harrowing political battles to fight. 
Despite the risks involved, however, the only sure way to lose in this 
dynamic environment is not to play. The power is waiting for users, 
but they must grasp it. 


This White Paper 
was written 
independently 

of the 
Computerworld 
editorial 
department by 
Susan McGarry, 
Vice President of 
Computer Research 
with the Yankee 


Group. 


For more 
information on 
the White Paper 
Program, 

please call 
508-879-0700. 











White Paper 


Whether it is Goldman Sachs accessing world- 


wide trading information, Shell communicating 


the price of crude oil, or Nissan starting a design 
change that will affect facilities in Japan, India, 
England and the United States, today’s business 
environment is global and distributed. This 
competitive atmosphere demands more respon- 
siveness and flexibility than ever before. It also 


demands open systems. 


Successful companies must 
possess the ability to give 
customers what they 

want, when they want it. 

This requires changes for 
everyone who directly 

supports the customer or 

the back office. There must 

also be changes in the ways 
companies deal with their suppliers 
and their customers. Open systems will play 


a major role in enabling these changes. 


Since open systems imply more effective links 
among current corporate platforms, implement- 
ing them results in new access to information, 


common user interfaces — which save training 
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costs — and a new corporate philosophy 
of openness. This new “open philoso- 
phy” increases speed-to-market while 
empowering users and customers. It also 
creates closer ties to the outside, offering 
new possibilities for networked corpo- 
rate alliances. 


OPEN SYSTEMS: 
BEYOND UNIX AND OSI 

Open systems can be defined as a set 
of standards applicable across all plat- 
forms and vendors that enables net- 
worked users, workgroups, departments, 
and even enterprises, to work together. 
This definition emphasizes multivendor, 
multiplatform capability and user orien- 
tation, rather than technology. 

A true open system, then, will: 

ride a set of standard relationships 

* be relevant across all platforms and 
vendors 
+ allow networked groups to work to- 
gether 
* support components from multiple 
vendors 
* be portable 
* be scalable 
* be interoperable. 


eo” 


Number of 
Platforms 
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wy 
MVS @ 
Macintosh 


Network 
Computing 
Architectures 


& Systems 


The Yankee Group believes that to be 
truly effective, open systems must also 
be based on business needs and facili- 
tate the integration of related future 
systems. 

The dividing line between propri- 
etary and open systems is not a distinct 
one (Exhibit 1). The identity of an open 
system depends on how many major 
platforms and vendors it supports and 
how close it is to universal interoperabil- 
ity. With enough interoperability and 
access to applications from other sys- 
tems, a proprietary system can become 
open; most proprietary systems are 
moving in this direction. Simultaneous- 
ly, however, open systems enablers such 
as Unix are steadily becoming even more 
interoperable with other systems, so 
evolving proprietary systems are playing 
a catch-up game. 


ENTERPRISE INTEGRATION 
AND STANDARDS 

The Information Technology world 
has been gaining in complexity, a com- 
plexity that is multiplied for most users 
by their need to support existing systems 
while adding client/server and mobile 


v @ Standards-based 
UNIX  @ Interoperability 
(TCP/IP, OSI) 


Network 


Operating @ DOS/Windows 


Number of Vendors Supported 


Source: The Yankee Group 


computing. By 1995, close to half of the 
chief information officers (CIOs) in the 
Yankee 100 expect that 25% of their soft- 
ware development will be done by 
users. There will be tremendous power 
on the desktop and plenty of users to 
implement it. 

By 1996, only very large commercial 
on-line transaction processing systems 
such as those used for airline reserva- 
tions will be too complicated to exist on 
a desktop, in a briefcase or a back pocket. 

Currently, “Power to the User” and 
“Information as a Corporate Asset” are 
two opposing viewpoints. The ClOs in 
the Yankee 100 know that these two 
viewpoints have to be reconciled be- 
cause of their strategic goal of enterprise 
integration. It won't be easy. 

In fact, these CIOs tell us their num- 
ber one problem is achieving enterprise 
integration, and the greatest barrier to 
that integration is the lack of standards 
(Exhibit 4). They cite multivendor, mul- 
tiplatform processing as one of their 
two most important meanings of enter- 
prise integration (Exhibit 5). The CIOs’ 
first choice in this category is the ability 
of any authorized person to access and 
manipulate data from anywhere in the 
corporation. No matter which defini- 
tion is used, standards are clearly cen- 
tral to users’ IS strategies. 

In fact, many IS managers view in- 
dustry standards as a basis for bridging 

arate systems. Unix is easily the 

ed open systems enabler. In 

a series of six seminars sponsored by the 

Yankee Group across the U.S. in 1992, 

executives mentioned Unix at least four 

times more often than any other stan- 

dards-related entity, including Struc- 

tured Query Language (SQL) or the 

Open Systems Interconnect (OSI) 
model. 

When it comes to architectures, 
today’s IS managers want flexibility 
above all. They are seeking rapidly ad- 
justable frameworks to meet unforeseen 
changes. Ashok Malik, vice president of 
operations and systems for American 
Express, says adaptability is a major goal 
of his company’s open systems efforts. 
“We are looking for flexibility so that we 
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Open Systems: The User Reality 


have an option to change with business 
needs,” Malik explains. 


Standards for Open Systems 

The need for new types of standards 
is driving diversification in the way they 
are created. The neat world of one na- 
tional standards body and one overarch- 
ing international standards body has 

isappeared. The formal standards 
process does not move fast enough to 
keep pace with technological develop- 
ments. Dating back to the 1960s, pub- 
lished and accepted standards have fall- 
en farther and farther behind the state of 
the art. 

On this fast track, open systems 
products fall into two standards cate- 
gories: “de facto” and “leading edge.” A 
de facto standard is software that works 
on multiple platforms from multiple 
vendors, and which has become so 
widespread that most vendors make 
their software compatible with it. Some 
of these products become so entrenched 
that standards bodies feel compelled to 
embrace them. 


Technology /Stondard 
DCE —- DCA 

| DME - Net & 
Systems Management 
POSIX - OS 
Portability 


1992 — VMS “POS 
(first major non-U 
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X.400/X.500 — E-Mail 
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A leading-edge standard doesn’t cod- 
ify technology, it creates it. More specifi- 
cally, it establishes a high-tech target 
ahead of current vendor offerings and 
encourages, and often helps, vendors to 
close that gap. The Object Management 
Group’s (OMG’s) work is a good exam- 
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ple of this phenomenon. OMG has 
spent much time defining the interac- 
tion of objects across networks, and de- 
riving an Object Request Broker (ORB) 
paradigm. It has also helped vendors re- 
solve differences in ORB functions. 

The triumphs of Transmission Con- 


(OSF) IBM, Digital, HP, other OSF members | 1993 


(OSF) IBM, Digital, HP, other OSF members | Late 1993-94 


compliant” | Major vendors have committed to it 


IX OS) 


Major vendors (CALS) 


Unisys has anticipated the final standard 


OR, Sun, others 


OSF 
ntation Hyperdesk, Sun/HP, Digital, others 


(OSF) Digital and some others 


POSIX subcommittees have had 
trouble completing their work; 
however, modifications by vendors 
for “POSIX compliance” are 
making OSs more open 
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‘To connect with Apple, Bull, 


Everyone's talking about open systems these days, 
and for quite a good reason. They ve become a business 
necessity. 

After all it’s hard to run a business without open 
access to information, and having different logos 


on your systems (not to mention the systems of your 
customers and suppliers) is no longer an excuse. 
Multivendor environments are a fact of life. 

That's why IBM’s open strategy starts with the 
systems you have now, why it begins, not just with 
products, but with consulting and integration services, 
too. You want new flexibility but without sacrificing 
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DEC, HB NCR; Sun’ and Unisys, call IBM. 


sting investments, and we want to help you. 
Call us and we'll listen to your business needs 
first, then we'll construct a plan for pulling things 
together. And of course we'll work with other vendors— 
that’s what open systems are about. 


In fact, IBM has a lab in Dallas just for demon- 
strating how your open, multivendor system will 
work, It’s equipped with systems from all the leading 
makers, connected by networking standards so we can 
simulate a customer's situation and run it in advance. 
We recently used the lab to help Ametek Corpora- 
tion build an open system that’s in synch with the 





company’s re-engineering plan. Says Bill Lawson, 
Director of Business Systems, U.S. Gauge division of 
Ametek, “IBM's design work was absolutely outstand- 
ing. So good, in fact, we're having them implement the 
whole system. Everything’s getting connected—1IBM, 
DEC? HP? all kinds of PCs and PC LANs—in a timely 
manner and well within our budget. IBM truly is our 
partner in networking and open systems. We got much 
more than we expected.” 

We're open to helping 
you, too. To learn more, call us at 


1 800 IBM-6676, ext. 704. 


WE’RE IN THE ARMY 











Why did the U.S. Army Corps of Engineers draft 


us to help solve their monumental computing 


problems? Simply put, we had what they needed. 
@ We had the impressive track record. We had the 
years of integration expertise. And we had the 
thorough understanding of today’s computing 
environments. @ So it’s no wonder that, with our 
open-systems solutions, the Army Corps of Engin- 
eers was able to move quickly and efficiently from 
a fragmented, data-processing system to one that 
is highly integrated and transforming the way 
they do business. @ Perhaps you'd like to draft 


us to help solve your problems, too? For more 


information, call -¥8OO-257-OPEN. 
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Open Systems: The User Reality 


trol Protocol/Internet Protocol (TCP/IP) 
and Simple Network Management Pro- 
tocol (SNMP) over the international 
Standards Organization (ISO) Transport 
Level 4, and Common Management In- 
formation Services/Common Manage- 
ment Information Protocol (CMIS/ 
CMIP) in the U.S. market, are victories 
for de facto over official standards. This 
shows that users prefer an available, in- 
expensive, multivendor solution over 
one that may be internationally blessed 
but which is less accessible. 


DIVERGENT APPROACHES 
TO CREATING STANDARDS 

There are now three types of stan- 
dards groups: 
* traditional standards bodies such as the 
ISO and the National Institute for Stan- 
dards and Technology 
* vendor consortia such as the Open 
Software Foundation (OSF) and Unix 
International Incorporated (UI) 
* user groups such as SOS, Open User 
Recommended Solutions (OURS) and 
National Microcomputer Managers As- 
sociation (NMMA). 

The second and third groups will 
have the most impact on the future of 
open systems. 


Vendor Consortia 

The outstanding examples of consor- 
tia with significant effects on open sys- 
tems are OSF, UI and OMG. OSF and 
UI, starting from the Unix area, have 
extended their scope to cover multiplat- 
form solutions, particularly in the areas 
of distributed computing architectures 
(DCAs) and network management. 
OMG has staked out a niche in the 
surging object-oriented area, concen- 
trating on network computing and in- 
teroperability using object-oriented 
programming. 

By setting forth multivendor 
roadmaps and statements of direction, 
OSF and UI have established themselves 
on the leading edge of open systems. 
OSF/1, OSF’s version of Unix, is sub- 
scribed to by IBM, Digital Equipment, 
Hewlett-Packard and other major OSF 
members. 


Lack of Standards 
Organizational Issues 





Lack of Experienced People 
Political Environment 





Lack of Internet Management 


Undefined Benefits | 33% J 
Too Multivendor Sey 
No Data Modeling ____21%§ 
orher aw 
No Hardware and Software _ 13%] 
Inability to do Transaction Processing _N%)j 


OSF’s Distributed Computing Envi- 
ronment (DCE), which provides basic 
services for cooperative processing, and 
the Distributed Management Environ- 
ment (DME), which provides manage- 
ment tools for heterogeneous environ- 
ments, are seen as the DCA building 
blocks of the future by many vendors and 
users. UI’s distributed computing specifi- 
cation encompasses DCE and DME and 
offers further alternatives and services. 

Vendors such as HP and Unix Sys- 
tems Labs are increasingly building 
cross-graphical-user-interface tools that 
support both OSF’s Motif and UI’s 
OpenLook graphical user interfaces 
(GUIs). In terms of operability, DCE and 
DME are much nearer to implementa- 
tion than UI’s UI-ATLAS. In terms of 
portability, OSF may be taking the lead. 
It already claims several ports to non- 
Unix operating systems. The problem of 
integration with PC LANs remains, 
however, because these DCAs have not 
yet been included in popular network 
operating systems such as Novell’s Net- 
Ware and Banyan Systems’ Vines. 


User Groups 
User groups that attempt to define 


Source: The Yankee Group 


broad directions for vendors in open 
systems are relatively new and potential- 
ly powerful, but still not clearly effective. 
Prominent among these have been the 
User Alliance for Open Systems, SOS, 
OURS and the NMMA. 

SOS is a group that declined to adopt 
a formal name, although 
SOS has been variously 
interpreted as “Standards 
for Open Systems,” “Save 
Our Systems” and “Sup- 
port Our Systems.” Also 
known as “The Gang of 
Ten,” this group of users 
decided to use its com- 
bined buying power — 
estimated at $15 billion 
annually — to influence 
vendors in support of 
open systems. 

The participating 
companies are: American 
Airlines, Du Pont, Gener- 
al Motors, Eastman Kodak, McDonnell 
Douglas, Merck, Motorola, 3M, 
Northrop and Unilever. Many of these 
companies are also heavily involved in 
the activities of the formal standards 
groups. Their goal is twofold: get ven- 


The next two 
years should see 
a substantial 
number of new 
standards and 
implementations 
that will have a 
major impact 

on the open 


systems market. 
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Open Systems: 


The User Reality 


Volpe National Transportation Systems Center Driving Open Systems 


The Volpe National Transportation Systems Center 
is a research and development arm of the U.S. Depart- 
ment of Transportation. It develops air traffic 
control software for the Federal Aviation Ad- 
ministration (FAA). This software is also 
made available to commercial airlines, the 
U.S. Air Force and other countries. 

The Volpe Center’s Enhanced Traffic Man- 
agement System (ETMS) presents real-time 
flight and weather data to traffic controllers, alerting 
them to likely areas of congestion. It can show as 
many as 6,000 flights simultaneously. 

The ETMS was originaliy conceived as a prototype, 
but is now in daily operation. It is built on several hun- 
dred networked Hewlett-Packard Apollo workstations 
and includes more than 750,000 lines of Pascal code. 
Based on distributed computing technology, this 
money-saving system has built-in redundancy that 
keeps the network up if a workstation goes down. 

The Volpe Center is an active member of the Open 
Software Foundation (OSF). It is on the OSF End User 
Steering Committee, a group of international users 
providing OSF with input on their open systems re- 
quirements. Volpe currently has an interoperability 
lab, where it is testing IBM's AIX using Motif, Digital 
Equipment's Alpha series computers running OSF/1 — 
the OSF version of Unix — and Hewlett-Packard’s 


UXF/1 connected by TCP/IP running over Ethernet. 
This test is part of the Volpe Center's transition to a 
more open system. 

Volpe is committed to open systems, not 
only because it is part of a government 
agency and must therefore follow U.S. gov- 
ernment procurement practices, but for real 
business reasons. It wants to be in a position 
where it can procure from any number of 

vendors and save taxpayer dollars by leveraging one 
vendor against another. 

The Volpe Center’s most critical requirement is 
portability. Because technology transfer is the center's 
business, it wants to port applications from one ven- 
dor to another as easily as possible. Robert Chew, a 
consultant at the Voipe Center, believes the pragmatic 
approach of OSF to developing worldwide standards 
will help the center with its plans to transfer its soft- 
ware and systems to international organizations. 

Heterogeneous interoperability is very important to 
Volpe as it moves to a new generation of its distrib- 
uted system. The center's current multivendor testing 
approach is rapidly enabling it to do that effectively. To 
that end it is relying heavily on OSF's Distributed Com- 
puting Environment (DCE), and Distributed Manage- 
ment Environment (DME). 





dors to produce the products that meet 
their needs, and state publicly their com- 
mitment to, and plans for, support of 
open systems. Currently, the Gang’s re- 
quirements statement consists of 25 pro- 
files in eight different categories. 

The next two years should see a sub- 
stantial number of new standards and 
implementations that will have a major 
impact on the open systems market. 
Many standardized products are sched- 
uled to appear in 1993. 


BENEFITS AND CHALLENGES 
The benefits of open systems are 
manifest. Among the most notable are 
portability, scalability and interoperabil- 
ity. None of these, however, is easily real- 
ized. For instance, as Unix variants pro- 
liferate, universal application portability 
es. And scalability is an increasing 
concern because open systems are often 
associated with downsizing. Downsizing 


to PC and Unix workstations often 
means moving to new platforms not 
seamlessly connected to the corporate 
mainframe. In this dynamic environ- 
ment, interoperability via distributed 
computing has become the open sys- 
tems method of choice for both vendors 
and users. 

IS control is another benefit of open 
systems computing. As “rogue comput- 
ing” — the unmanaged proliferation of 
PCs and LANs — continues, IS is shift- 
ing its emphasis from control to re- 
design and flexibility. Recent Yankee 100 
surveys show that CIOs view business 
process redesign as an increasing priori- 
ty. The Yankee Group asserts that man- 
agement of change may be the key com- 
puting concept of the 1990s. 

Open systems do, when applied intel- 
ligently, save money. Lacking a solid 
business reason or cost-benefit analysis, 
however, they may also be money losers. 


THE STATE OF INTEROPERABILITY 

As users increasingly focus on 
enterprise-wide integration, the 
importance of interoperability between 
platforms grows. 

There are two steps to interoper- 
ability. The first is unlocking com- 
munication to a platform, and the 
second is unlocking the applications and 
data on the platform. By placing de 
facto standard communication proto- 
cols that provide wide intervendor 
connectivity — such as TCP/IP — ona 
platform, vendors instantly make that 
platform far more open. Because a 
standard like TCP/IP allows file transfer 
and terminal emulation, unlocking the 
communication instantly allows rudi- 
mentary access to a platform and data. 
Both Motorola and Texaco, for example, 
are moving to TCP/IP to achieve this 

st step toward interoperability. 

The second and more difficult step 








— unlocking applications and data 
across the enterprise — is the task of 
distributed computing. Standards 
available for distributed computing 
include OSF’s DCE. Vendors have much 
to accomplish before they can provide 
all the tools needed to achieve this 
second step. Essentially, every important 
node in an enterprise-wide network 
usually, every server) must have a 
common piece of distributed computing 
and management capability, and 
applications must be built or rebuilt to 
use those pieces as a foundation for 
enterprise-wide information access and 
manipulation. 

The management pieces — supplied 
by distributed computing architectures 
such as Digital’s Network Application 
Support (NAS), OSF’s DCE and DMI 
and UI’s UI-ATLAS — are at least a year 
from availability, and are much further 
from full functionality. Clearly, systems 
open enough for data and application 
access are still in the development stage. 
Users also face a great deal of work in 
redesigning their systems to take 
advantage of these distributed comput- 
ing architectures. 


White Paper 


However, as Steven Jenkins from the 
Jet Propulsion Lab points out, in some 
cases there is enough technology now 
for users to make significant progress. 
He says, “I’m ready to begin prototyping 
and testing DCE. The lack of availability 
of DME is not an impediment. I need to 
enact change in my organization before 
I can proceed much further.” As an early 
adopter of distributed systems in 
another part of JPL, he struggled with 
building distributed solutions without 
DCE-like tools. “I got attracted to D 
after that experience, after we had built 
our own. | could look at the framework 
and the elements underneath and say, 
yes, the core capability is there.” 


INTEGRATION WITH LEGACY SYSTEMS 

Most users still see value in their 
legacy systems. They want to link the 
new open systems they are developing to 
their legacy systems, and find ways to 
migrate some portion of the old to the 
new. This is a crucial issue for Malik at 
American Express, who says, “How do 
we migrate from the legacy systems? 
How is data shared? How do we do 
training and change management?” 
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Despite his doubts, Malik believes that 
open systems will become a reality for 
him in the next twelve to eighteen 
months. 

The Yankee Group believes the key to 
solving the old-application dilemma 
involves focusing on a “one-user- 
interface” strategy, what Aetna calls “one 
and done.” That is, IS managers are 
increasingly emphasizing open systems 
not as an end in themselves, but as a 
means of delivering multiple vendors’ 
value to the end user. 

To do this effectively, the end user 
needs to be able to access multiple sys- 
tems through one user interface whether 
that is Windows, Motif or OpenLook. 
By specifying a look and feel, as well as 
the solutions to be delivered through the 
interface, users such as MetLife are find- 
ing all of their open systems decisions 
greatly simplified. They are achieving 
business process redesign and a clear 
way of deciding how and when their old 
applications should be modified. 


THE PATH TO OPEN SYSTEMS 

Vendors are providing software and 

re that can be networked and is 
standards- and Unix-based. IBM, 
Digital, HP, Siemens, Data General, 
Novell, Microsoft, and Sun all offer U 
hardware and/or software. They also 
offer adherence to OSI and X/Open 
standards in addition to supporting 
common application program interfaces. 
Further, these firms support DCAs based 
on a wide array of standards. Moreover, 
vendors are paying increasing attention 
not just to de jure standards but also to 
de facto standards. Currently the biggest 
difference among open systems vendors 
is the quality of their migration and 
multivendor integration products. 

The open systems race is not a sprint, 
but a marathon. It requires pacing a 
strategy to make it to the finish line. 

Over the next five years, the mile- 
stones for users will be: 

* improving interoperability 

* provision of a valid migration path 
* portability 

* scalability. 
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Quaker Oats Looks for a Better Systems Mix 


Quaker Oats Co. recently installed a Unix-based 
system at its Jacksonville, Tenn., Celeste Pizza plant. 
Since installing this open, hardware-indepen- 
dent system, the company has realized a 
number of money-saving, productivity-en- 
hancing benefits. 

The business decision to replace its 
aging system of Burroughs, Hewlett-Packard 
and Digital Equipment computers at the Celeste 
plant was tied to the need to replace its existing Sta- 
tistical Process Control (SPC) software. In particular, 
the project sponsors wanted to streamline data col- 
lection and provide near-real-time feedback. The 
company believed the plant, which produces 45 mil- 
lion pizzas each year, could save money by more 
closely controlling its use of ingredients. 

The need for a new system was also driven by the 
fact that the Food and Drug Administration and United 
States Drug Administration monitor separate areas in 
the plant. Representatives of the two agencies want- 
ed to be able to review data without operating in each 
other's territory. 

The old system was unable to efficiently deal with 
the daily reams of paper-based Quality Assurance 
data providing feedback on the preceding day’s run. 
Someone back on the plant floor would view the data, 
and then have someone else key it into a PC or similar 
repository. During this process of multiple individuals 
shuffling through the data, some errors were in- 
evitably made. 

In addition to realizing speedier, more accurate 
data handling, the group wanted to make the data 
more widely available and easier to use. Toward this 
goal, a number of employees from the plant floor were 
involved from the beginning of the project. 


Selecting the New System 

in specifying a new system, the decision was made 
to choose the best hardware and software whether or 
not it was compatible with the old system. Among 
other things, the project team was looking for lower 
costs, more flexibility and quicker access. 

Because the team wanted an open system, it de- 
cided to seek a Unix-based platform. It also wanted a 


hardware-independent system able to use packages 
that run on PCs from iBM and Compag, as well as 
computers from HP and Digital Equipment. 

Although the team was seeking some- 

thing new, it also wanted to draw on 

proven technology. With that in mind, it 

wanted an Oracle database that could be 

accessed through SQL. While shopping for 

software and the expertise to run it, the team 

examined some 29 packages, finaliy settling on Pro- 

duction/Management Information Systems (PMIS) 

from Bradley Ward. The package combines the 

process control and management functions required 
for the new system. 

After the hardware evaluation was finished, the 
team selected HP 9000 processors to complement the 
software. As a result, PMIS now resides on an HP 
9000/832. An HP 9000/345 runs ORACLE/SAS. Connec- 
tivity is provided by an HP Vectra running TCP/IP. 

PMIS allows operators on the plant floor to enter a 
product code and time frame, and then monitor run- 
ning conditions during that time frame. The plant lab, 
which samples and analyzes pizza, has an HP 
9000/345 workstation running X Windows to provide 
similar access. 


Benefits 

Since installing the system, Quaker Oats has real- 

ized the benefits it hoped for, including: 

* cost savings due to weighing accuracy 

¢ improved quality due to weighing accuracy 

¢ immediate quality feedback 

© appropriate data readily available to government 
agencies. 

Once the new system was implemented, the team 
took an initial group of 25 employees who had helped 
design it, trained them in operations and gave them 
the responsibility for training the remaining employees. 

The project team is now reviewing other software 
packages for future improvements. It is also building 
on this system by allowing the old Digital Equipment 
VAXes to interface with the new HP system. When 
this is accomplished, anyone with a terminal or PC will 
be able to interface with the new system. 





Users will be able to rely increasingly 
on a common base technology, but they 
will need skill and vigilance to select and 
integrate the products and protocols 
that will provide optimal interoper- 
ability, portability and scalability. 


Users should prepare themselves for 
the open systems marathon by taking 
the following steps: 

1. Examine the payback. Although the 
integrated, distributed enterprise may be 
a few years away, there is an immediate 


cost benefit for many in open systems 
today. 

At General Foods USA, technical 
decisions have to be tied to a specific 
benefit, and cost is always an issue. 
Project team members there estimate 
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Duke Power Co. Uses a Team Approach to Achieve an Open System 


Duke Power Co., based in Charlotte, N.C., wanted to 
make real-time, on-line monitoring available to select 
groups of employees. The company, which operates 
a variety of nuclear, hydroelectric and fuel-fired 
power plants in the Carolinas, also wanted to 
monitor on-line data at remote sites using 
only a portable PC with a modem. 

In order to realize its goals, Duke put 
together an open architecture-based sys- 
tem that runs DOS, 0S/2, Unix, or VMS. It also 
uses the DECnet and NETBIOS network proto- 
cols and employs multiple relational database 
products, including OS/2 DBM, ORACLE, and DB2. 
The system was christened Total Operating Plant 
Process System ( T.0.P.P.S.) 

Duke put together a multidisciplinary team that 
was involved in the project from beginning to end. 
Team members came from different plants, and in- 
cluded end users (operators), design engineers, 
maintenance staff, IS personnel, training staff and 
technical support people. 

Like General Foods and other astute large cus- 
tomers, Duke insisted that its vendors—IBM, Intellu- 
tion, and Computer Products Inc. (CP1)—work togeth- 
er to provide the solution it desired. The vendor 
contacts were also considered part of the company’s 
development team. 

The team initially hoped to be able to use a system 
based on the seven-layer OSI Basic Reference 
Model. However, at the time it was designing their 


system, in the autumn of 1991, there simply were not 
enough OSI-compliant products available to run the 
gamut of Duke's needs. 

Duke chose Intellution’s process control soft- 
ware product, the Fix, and also its DMACS 
networking software. In electing to use 
NETBIOS, the utility incorporated exten- 
sions to NETBIOS, which allowed the 
Fix to be run remotely via a modem- 
equipped portable PC. Thus, one of the utili- 

ty's primary goals was realized. 

Gne of the attractions of Intellution’s product 
was that the software was already running on 0S/2 
and VMS. Adding 0S/2 to VMS gave the team another 
option and made the overall system more open. 

A decision was made to first implement the system 
at one plant, where it could be fully implemented and 
tested before being extended to other plants. The pro- 
ject took less than a year to devise, build, and test. 

Each plant has multiple nodes running on Token 
Ring LANs. A fiber-optic WAN backbone provides com- 
munication between plants. In-plant screen updates 
occur within two seconds. The distributed system 
monitors 5,000 1/0 points, and provides 3,000 additional 
computed variables. Since NETBIOS can run simulta- 
neously on multiple networks, all plant data is available 
to the LAN and WAN users. Five plants have been in- 
terfaced to the fiber-optic WAN so far, and the system 
will support future additions. 


Evaluate your 
vendors on their 
commitment to 


open systems. 


they are getting up to 10:1 improvement 
in price performance with open 
systems. 

rhey also believe that open systems 
make it possible to perform jobs for 
$100,000 that formerly weren't possible 
at any price. Steven 
Jenkins of the Jet 
Propulsion Labora- 
tory has effectively 
argued to his man- 
agement that the 
cost of ownership of 
the 20- 
year-old equipment that currently sup- 
ports the Deep Space Network (DSN) is 
higher than the cost of acquiring open 


some of 


systems. In its draft of top level require- 
ments for the DSN, his organization is 
recommending POSIX — the IEEE’s 


Unix implementation — and TCP/IP. 

2. Implement in one area, measure 
results, and then decide whether to 
proliferate. Both General Tire and Duke 
Power have espoused this strategy. Duke 
has rolled out its open architecture Total 
Operating Plant Process System to five 
locations thus far (See sidebar, this 
page). General Tire has implemented in 
one location and is now expanding to 
three. 

3. Evaluate your vendors on their 
commitment to open systems, and that 
means more than determining whether 
they offer Unix. How big is the gap 
between their proprietary and open 
ngs? What migration tools do they 
offer to help you move from their 


offe 


proprietary to their open systems 
offerings? How much do they really 


integrate with other vendors’ products? 
Pay particular attention to the degree to 
which their tools, applications and 
utilities are open. These are more likely 
to be stumbling blocks than hardware or 
operating systems. 

4. Manage your vendors. General Foods 
is working with fewer vendors but de- 
manding more from them. Management 
there has sent a clear message that mak- 
ing systems interoperate is mostly the 
vendors’ responsibility. 

5. Provide feedback on the standards 
that will enable distributed computing 
architectures. Leading-edge users may 
want to participate in a vendor’s beta 
offering of DCE or DME; the more risk- 
averse may simply make sure they are 
informed about the progress of OSF, 
X/Open, SOS and OURS. I 
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Neuron Data Open Interface™ is an object-oriented, C based, extensible devel- 
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interface once, and have it work across all standard windowing environments. 
Your applications will support native look and feel across Microsoft Windows, 
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IBM, Apple, DEC, HP, Sun and PC UNIX. 
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Express, AMS, AT&T, Colgate, EDS, GE, IBM, SONY and more are using Open 
Interface. You'll receive seminar information, product literature and a free compre- 
hensive technical paper. Special VAR, OEM and ISV pricing available. 
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YOUR COMPANY'S 
CUSTOM WINDOWS APPLICATION 
COULD RECEIVE TOP BILLING 


(And you could share center stage with Bill) 


Enter to win the 2nd annual “Windows..World Open’, Computerworld’ 
Custom Application Contest at WindowsWorld 93 in Atlanta. 


The stage is set to showcase some of the most innovative and dramatic If your custom application brings the critics to their feet, Bill will present you 
Windows applications being developed! with a trophy during a special awards ceremony. The applause will continue at 


7 Ae , ‘ ‘ a private reception held in your honor. 
If your custom application impresses the judges, we'll arrange for the P ; 


necessary equipment to be shipped to Windows™ World so you can demo How to get in on the casting call 

your winning application on the show floor. Plus, you'll receive free Entries will be accepted in eight categories: |) Manufacturing; 2) Finance; 
admission to the conference and exhibit. Plus, your company will be the 3) Insurance/Real Estate; 4) Transportation/Communications/Utilities; 
stars of a feature story in Computerworld. 5) Services/Professions; 6) Wholesale/Retail/Distribution; 7) Government/ 


Public Administration; 8) Other. 
Share Center Stage ‘ : 


Come see Bill Gates, CEO of Microsoft, voice his views on the direction Call the “Windows™ World Open” toll-free hotline at 800-829-4143 now to 
of Windows development in the corporate environment and announce the receive your official entry kit*. But call today because the entry deadline is 
contest winners. Midnight, March 1, 1993. And get ready for a big hand at Windows™ World. 


SQ WINDOWS. WORLD OPEN 


COMPUTERWORLD’S CUSTOM APPLICATION CONTEST 1993 





#8 WINDOWS WoRLD 


The Windows Open Entry Kit contains all details, rules and qualifications for this contest. Contest is void where prohibited by law. No purchase necessary. ©1993 Computerworld. 375 Cochituate Road, Framingham, MA 01701-91 
Tel: 508-879-0700, Fax: SO8-879-0446, An IDG publication. Computerworld ts a trademark of Computerworld, Inc. , other brand or product names are trademarks or registered trademarks of their respective holders. Microsoft is a registered 
trademark and Windows is a trademark of Microsoft Corporation. Windowst World Conference and Exposition and Windowst™World Open are properties of INTERFACE GROUP - NEVADA, Inc 
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Lotus’ Notes 3.0 


CONTINUED FROM PAGE 37 


The only server environment Notes now 
supports is the 16-bit version of OS/2. 

Network protocols that will be sup- 
ported include Apple’s AppleTalk for 
Macintosh clients and OS/2 servers, na- 
tive Novell, Inc. IPX/SPX support for Win- 
dows and OS/2 systems, Transmission 
Control Protocol/Internet Protocol for 
OS/2 and Unix systems. Notes already 
supports IBM’s Systems Network Archi- 
tecture and Digital Equipment Corp.’s 
Pathworks. 

Complementing the wider range of 
platforms supported under Notes 3.0 will 
be enhancements to the work-flow, ver- 
sioning and routing capabilities of Notes 
3.0, improvements to Notes macros, sup- 
port for the Object Linking and Embed- 
ding protocol and a published Notes ap- 
plication programming interface for 
linking PC applications to the Notes 
database. 

Also included will be support for 
CC:Mail transports, a database lookup 
function across Notes databases and 
SQL databases, replication services 
among Notes databases and the ability to 
create 1G-byte databases using the 
Notes object-oriented file system. 

The initial release of Notes will provide 
support for a full-text retrieval server en- 
gine based on technology supplied by 
Verity, Inc., a Mountain View, Calif., sub- 
sidiary of Frame Technology. In addition, 
support for the version control feature to 
be added to 1-2-3 for Windows Version 
2.0, due in the second quarter, will be in 





Easy as 1-800 

SunExpress, the mail-order sub- 
sidiary of Sun Microsystems, Inc., 
recently announced two new cus- 
tomer services to simplify informa- 
tion retrieval and product order- 
ing. One is FaxInfo, which allows 
customers to have product infor- 
mation faxed directly to them by 
calling (800)873-7869 (USE-SUNX). 
The second is SunExpress’ new 
membership in Sun’s Catalyst 
CDware program, which provides 
demo versions of a wide range 

of Unix software. 








the initial release of 3.0. 

According to Conneighton, all of the 
core features of Notes 3.0 will be avail- 
able when the product is launched, and 
customers will be able to use Notes 3.0 
for “large-scale, mission-critical appli- 
cations.” 

However, users looking to build com- 
plicated work-flow applications on top of 
Notes 3.0 will have to wait for the arrival 
of support for Advanced Technologies, 
Inc.’s (ATI) work-flow software, which 


Lotus bills as an add-on component of 
Notes. 

Notes 3.0 will have enough work-flow 
software built into the kernel to support 
straightforward applications, but cus- 
tomers building mission-critical applica- 
tions where there are “anomalies” in the 
work-flow process, such as exceptions or 
parallel tasks, require the ATI software, 
Conneighton said. 

“You can think of the ATI software as a 
CASE tool for building work-flow appli- 


cations,” said Conneighton, who de- 
clined to specify when the ATI software 
would be available beyond saying that it 
is due sometime this year. 

The first users of Notes 3.0 will also 
have to wait for a tool to access data in 
relational databases that support SQL. 
The ability to link an SQL database to 
Notes 3.0 is tied to the inclusion of sup- 
port for the Open Database Connectivity 
interface from Microsoft Corp. in Lotus’ 
DataLens query tool. 











SAVE MONEY 
RECRUITING 
STAFF 


Advertise in Computerworld’s 
regional Careers pages. 
They work. 


800-343-6474 
x201 

















SS THe New STANDA 


FOR THE 


RD 





TECHNICAL DESKTOP 





Intergraph introduces the 2700, 6700 and 6800 SOLUTIONStation families, 


et NIX or Windo 
operat? environment 


¢ The only aflordabk 
workstations with 


* A-ineh or 27-inct 


) 


2-million-pixel 


© (Below) Typical 
19-inch resolution 


ae 


complete with the industry's first affordable 21-inch, 2-million-pixel display and the choice of UNIX or Windows NT (when avail- 


able). m Our feature-packed workstations include disks and memory configured for real applications, and 19-, 21-, or 27-inch color 


monitors ergonomically packaged to fit on your desktop. mi We understand the technical market. That's why we've been setting 


standards in integrated systems solutions for more than 20 years. mCall us today at 800-826-3515 or 205-730-2727 for more 


information on our SOLUTIONStation products and our superior portfolio exceeding 1,200 integrated applications. See for yourself 


why Intergraph is the new standard for the technical desktop. 
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But really, how much impact 
can a phone system 
have on a company’s profits? 


How’s 357% grab you? 


No, we haven't forgotten a Services ever did, you can be 


decimal point. Or started getting certain they don't anymore. 


creative with our math. They're in the loan servicing 


We just thought we'd use a and debt collection business. 
rather dramatic wr And their revenues are directly 
example to # tied to the efficiency of 


make an their phone system. 
But armed 


with a 


important merely 
t. That ordinary 

phone system and a 

tedious set of manual 
procedures, processing accounts 


was painfully slow-going. 


West Capital knew there had 


to be a better way. So 
they got smart. 
They called 


ROLM. 


And 4 
A 


we did 
some things 
other companies 
don't. We asked questions, 
for instance. We observed 
their business. And we installed a 
system that lets agents handle 
nearly four times as many calls a 
day. Revenues instantly shot up 
from $1.4 million annually to a 


whopping $5 million. 











Not too shabby 





system. 
You see, at 


ROLM, 


Insist On 
learning every last detail about 


your business. Who calls whom 








—for a phone 





What happens if Mr. X isn't 













at what time? 


in? How could Ms. Y service 
customers faster? 

Then we work with you 
closely to build a customized 
solution that's focused on the 
needs of your business. It may 
be you need something as 
sophisticated as a telephone-to- 
computer link. Or as simple as 
a creative way to use voicemail. 


In the end, you get a phone 


system that works harder. And a 









Business that 
orks more efficiently. 


If you'd like to get more 


information on ROLM's products 


and capabilities, give us a call 
at I-800-ROLM-123. We'll send 
you a free video highlighting a 
number of impressive ROLM 
success stories. 

Of course, you'll be even 
more impressed when you see 
what we'll do for your business. 
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No erthonst t Region 


Late Delivery Causes 


Customer Satisfaction Index 
Northeast Region 


SAS? System? 
for EIS 


Total Quality Management System 
Critical Success Factors Menu 


~ 


Service 


Customer 


» A 


Quality Control 


> 


Piant Productivity 


gre cae 


Program Costs 


The Difference Between 
Face Value and Real Value 


It takes more than a fancy front end to make a full - 
function Executive Information System. To be of real 
value, an EIS must deliver the right information to the 
right people at the right time...to support strategic 
decision making. That’s why you need the SAS System. 


Software that’s Changing the Face 
of Information Delivery 


Of course the SAS System gives executives such EIS “basics” 
as up-front menus...pull-down windows...drill-down, 
traffic-lighting, hot-spotting, and exception reporting... 
graphical display of critical success factors...and desktop 
productivity tools such as calendars, notepads, a letter- 
writing facility, and access to native electronic mail. 

But the benefits of the SAS System extend far below 
the surface. As the world’s leading information delivery 
system, the SAS System provides total control over data 
access, management, analysis, and presentation. Execu- 
tives can directly access all kinds of data sources — 
including data locked away in database management 
systems. And they can analyze and present data using 


Printed in the USA 


specialized tools for project management, forecasting 
and financial reporting, and hundreds of other tasks... 
all fully integrated. 

Information managers can build a custom-tailored EIS... 
in far less time, and using fewer resources, than it takes 
to force -fit an off-the-shelf solution into your organiza- 
tion. And because the SAS System is entirely portable, 
you can integrate data and applications from different 
computing environments into a single, company-wide 
information delivery system. 


Free Video Preview...Call Today. 


There’s more to the SAS System for EIS than meets the 
eye. Call us now at 919-677-8200 to arrange for your free 
video preview...plus details about a no-risk software 
evaluation and upcoming SAS System executive briefings. 


SAS Institute Inc. 

Software Sales Department 

SAS Campus Drive || Cary, NC 27513 
Phone 919-677-8200 | Fax 919-677-8123 


SAS is a registered trademark of SAS Institute Inc. Copyright© 1991 by SAS Institute Inc 
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Routers make 
progress in IBM 
connectivity 


By Joanie M. Wexler 
WASHINGTON, D.¢ 





Tweaks to the internetworking cornerstones 
of corporate data highways — multiprotocol 
routers — found their way onto the list of Com- 
Net ’93 show announcements. 

The recent show marked the one-year anni- 
versary of IBM’s 6611 router announcement, 
and to celebrate, the vendor added support for 
its own Advanced Peer-to-Peer Networking 
(APPN) Network Node protocol. APPN is a key 
protocol for users migrating from hierarchical 
Systems Network Architecture (SNA) net- 
works to interconnected local-area networks 
via IBM’s networking blueprint. 

IBM also added transparent bridging for 
linking Ethernet LANs, support of SNA and Net- 
BIOS protocols over Ethernet and Apple Com- 


puter, Inc. AppleTalk pro- Cc N 


tocols to the 6611. 
Company officials said 

Banyan Systems, Inc.’s Vines is on deck as the 
next protocol to make its way onto the device. 

Meanwhile, IBM-oriented router maker 
CrossComm Corp. said it also added APPN 
support to its router. CrossComm and IBM rout- 
er capabilities rival each other, as each runs 
proprietary schemes for rendering SNA “rout- 
able.” 

Also on the IBM front, Network Equipment 
Technologies, Inc. said it has added new soft- 
ware to its LAN/WAN Exchange router that 
supports SNA Synchronous Data Link Control 
conversion and source-route bridging local ac- 
knowledgments. 

The second capability, available on several 
other vendors’ routers, addresses a “time-out” 
limitation in large Token Ring internetworks. 
The source — or sender — of data requires an 
acknowledgment by the receiving station with- 
in a few seconds or the transmission dies. This 

Routers, page 68 





Routers 


IBM 66111 


By Joanie M. Wexler 
JEPPERSONCITY,MO 





An overhaul of Missouri's transportation infrastructure 
has driven the state to link local-area networks in its head- 
quarters and 10 district offices. The goal: to allow users on 
far-flung Token Rings and host-based networks to share re- 
search and test data. 

To that end, the Missouri Highway and Transportation 
Department recently installed IBM’s nascent 661 1 multipro- 
tocol router as the internetworking glue. 

The department is bridging IBM’s Systems Network Ar- 
chitecture (SNA) and NetBIOS protocols and routing Inter- 
net Protocol (IP) through the 6611. 

While analysts have predicted that the 6611 would find its 
niche primarily in IBM-heavy shops — and Dave Johnson, 
end-user support coordinator at the Missouri agency, ac- 
knowledged that “our network is so Blue we 
look like an inkwell” — Johnson said he chose 
the 6611 primarily for its management and con- 
figuration capabilities, his top internetworking 
priorities. 

“You just shoot router updates directly from 
the RS/6000,” Johnson said. “It’s very under- 
standable and straightforward. We have only 
been doing TCP/IP for 18 months on a limited 
seale, and I was worried about the learning 
curve. IBM stood out as a configuration tool 
compared to other router vendors.” 


Simple as 1,2,3 

The simplicity derives from the 6611's founda- 
tion on IBM’s RISC System/6000 platform. The 
agency is converting its geographic informa- 
tion systems and drafting software, now run- 
ning on a 9370 midrange computer, to about 200 RS/6000s 
and some high-end PCs running the X Window System pro- 
tocol, Johnson explained. The RS/6000, which is Unix- 
based, handles router configuration through X. 

In addition, the router is manageable by the systems in 
use at the agency: LAN Network Manager, NetView/6000 and 
NetView. 

“As this network grows, I want to keep management as 
centralized as possible and focus my staff on servicing us- 
ers rather than having them spend a lot of time monitoring 
network management software,” Johnson said. 

A $200,000 budget for LAN integration at the department 


AS$200,000 
budget for LAN 
integration at 

the department 

— awarded 

largely because 
of pressure from 
non-!IS groups 

— sofarhas 

included the 

purchase of 
eight 6611s and 
the upgrade of 
an IBM front-end 

processor. 


nks Missouri sites 


— awarded largely because of pressure from a non-infor- 
mation systems group of materials and research testing 
personnel—has so far included the purchase of eight 6611s, 
the upgrade of the agency’s IBM front-end processor from a 
3720 to a 3745 and NetView/6000 and NetView management 
software, Johnson said. 

In addition, Johnson said, the department is likely to pur- 
chase two RouteXpander/2s, a $795 software-based remote 
router compatible with any Micro Channel Architecture PC 
that runs the IBM OS/2 operating system. The department 
will use the RouteXpander/2 for routing Transmission Con- 
trol Protocol/Internet Protocol (TCP/IP) traffic from smaller 
sites over frame-relay lines. 

The RouteXpander/2 usurped IBM source-route bridges 
for certain links because the bridges do not handle TCP/IP 
traffic generated by the RS/6000, Johnson said. Bridging can 
often be faster and cheaper than routing in simple internet- 
work configurations. 

The department did a three-month router 
evaluation that included vendors Cisco Sys- 
tems, Inc., CrossComm Corp., Proteon, Inc. and 
Wellfleet Communications, Inc., as well as the 
option of routing through a front-end proces- 
sor. 

With the last option, “we weren’t happy with 
performance, and there were too many points 
of management and lots you had to do with 
VTAM,” Johnson said 

“In terms of performance, we found Proteon, 
Wellfleet and IBM all acceptable; Wellfleet and 
Cisco were more Ethernet-oriented, and there 
is no Ethernet in my house,” he said. “At the 
time, Proteon’s configuration scheme was 
more difficult, though prices were compara- 
ble’’ to IBM’s, he added. 

While the 6611 is seen as a strong choice for IBM shops 
because of its proprietary Data Link Switching feature — 
which lets nonstandard SNA be routed — the Missouri de- 
partment is not using the capability yet. 

“There are problems with 9370s with that mechanism,” 
Johnson explained. “We were advised by IBM to look at it,” 
but not to use it right away, he said. 

CrossComm has a similar mechanism, which is called 
Protocol-Independent Routing, in its router, but Johnson 
said he was attracted to the 6611's reduced instruction set 
computing platform over CrossComm’s Intel Corp.-based 
architecture. 








E-mail users turn to Beyond Mail for Vines 


By Lynda Radosevich 





win an_ electronic-mail world 
dominated by Lotus Develop- 
ment Corp.’s CC:Mail and Micro- 
soft Corp.’s Mail, several targe 
firms recently picked BeyondMail 
from Beyond, Inc. as their stan- 
dard E-mail package running on 
Banyan Systems, Inc.’s Vines 
networks. 


The companies already use 
Vines’ native mail program, but 
they plan to move some users to 


BeyondMail to access its “‘friendli- 
er” interface and advanced E-mail 
features such as spell checking. In 
addition, they cited BeyondMail’s 
tight integration with the Vines op- 
erating system and its rules-based 
technology that lets them create 
personal and workgroup work- 
flow applications. 

At The Equitable Life Assurance 
Society in New York, a life insur- 
ance company with $245 billion 
worth of individual insurance in 
force, Vice President Bill Lewis is 
beginning a 500-user rollout of 


BeyondMail. Lewis said the firm’s 
1,500 E-mail users have been using 
Banyan mail since 1988. 

“Beyond has a spell checker, 
which users have been asking for 
for years, and it’s easier to attach 
documents to messages using Be- 
yond. Vines does it, but it is a bit 
kludgy,” Lewis said. 

While those features, which are 
available in some other packages, 
are helpful, the deciding factor in 
Equitable’s purchase of Beyond- 
Mail was BeyondMail’s tight inte- 
gration with Vines’ transport tech- 


nology and its ability to use the 
Banyan StreetTalk directory, ac- 
cording to Lewis. 

“Because Beyond is fully inte- 
grated with StreetTalk, we don’t 
have to build a separate [E-mail] 
directory,” Lewis said. 

Both CC:Mail and Microsoft Mail 
provide their own transport sys- 
tems and require separate admin- 
istration of user names. 

NEC Technologies, Inc. in Box- 
boro, Mass., is starting to move 500 
of its more advanced 1,800 E-mail 
users to BeyondMail, according to 
technical support manager Tim 
Baranowsky. 

BeyondMail, page 68 


BeyondMail has a 
10th-place market 
share based on 
estimated number of 
electronic mailboxes, 
the Electronic Mail and 
Micro Association said. 
But that “is somewhat 
deceptive because 
their flagship product 
has only been shipping 
for about six months or 
so,” said David 
Whitten, a program 
director at Gartner 
Group, Inc. 
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From the bottom up, the PS/2 family of 
servers offers a diverse range of choices and an 
extensive array of features and options. 











meas 


Not every 
server can be a PS/2. 


ur newest PS/2° servers will stay alive and 

kicking. Even when others are dead and 
gone. The PS/2 line of servers delivers industry- 
leading performance and reliability that’s 
hard to beat. So when you turn up the heat, they 
really cook. 

For growing file and print server environ- 
ments, the affordable new PS/2 Server 85 gives 
you a lot to look forward to. Its powerful 486 SX 
33 MHz processor is upgradable to 66 MHz, 
and hardfiles can grow to 3.2GB under the covers. 
For advanced file/database server needs, the 


‘Server 295 does not presently support NetWare. **The three-year on-site warranty applies only to all newly 
announced IBM PS/2 machine types. Available Monday-Friday, 8 a.m. to 5 p.m. in your time zone. tin Canada 
call 1 800 465-7999. IBM, PS/2. Micro Channel and OS/2 are registered tragemarks and HeipWare and 
HeipCenter are trademarks of international Business Machines Corporation. Windows is a trademark of 
Microsoft Corporation. Novell and NetWare are registerec trademarks of Novell Corp. ©1992 IBM Corp. 





Server 95 XP 486 series offers two high-perfor- 
mance models. One cranks out 486DX2 50/25 
MHz power.The other is a high-availability 486 DX 
50 MHz server with 40MB data streaming for 
great performance and ECC memory for superior 
reliability. It provides fast response with a PS/2 
3915 High Performance Disk Subsystem. Our 
3914 High Availability Disk Array brings the 
reliability of RAID5 technology to any new 
PS/2 server. 

At the very top of our line sits the new Server 
295. This mission-critical, 486 DX/33 or 50 MHz 
multiprocessing powerhouse is hard to find fault 
with. It combines advanced fault tolerance and 
sophisticated system management for enterprise 
computing with personal system flexibility. 
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Though many 
have died trying. 


All new PS/2 servers feature advanced Micro 
Channel” architecture and will support OS/2‘ 
Windows,” Novell® NetWare® and other operating 





Type 
Processor 
Memory 


Upgradability 


Performance 
Features 


Reliability 
Features 





Server 295 


Fault Tolerant 


"486 DX 50 MHz MP. 
486 DX 33 MHz MP 


32MB-128MB 


UP to MP 
Future 
Processor Cards 


64 Bit 200MB 
IP Bus/Dual 
Micro Channels 


ECC Memory 
Orthogonal RAIDS 
MASS Remote 
Maintenance 


Server 95 


Advanced 
Availability 


486 DX 50 MHz" 


486DX2 50 MHz 


16MB-64MB 


Current/Future 
Processor 
Complex 


40MB Data 
Streaming’ /Dual 
Path Memory’ 


ECC Memory’ 
Data Bus 
Parity Check’ 


Server 85 
Entry 


486 SX 33 MHz 


8MB-32MB 


" 486DX2 66 MHz 


Overdrive 


40MB Data 
Streaming 


ECC-P Memory 








tOn 486 DX/50 OMx model only 





systems.” And theyre all backed by HelpWare? a 
range of service and support that crushes the 
competition with a three- -year on- site warranty, 
24-hour-a- snes aaie meal day- -a-week assistance 
and more** 

We know you expect a lot out of a server. 
That's why we put so much in ours. After all, the 
last thing you need is for your network to not 
work. For more information or an IBM authorized 
dealer near you, call our Personal Systems 


HelpCenter” at 1 800 772-2227 it 
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X servers on the rise 


By Lynda Radosevich 


Unit shipments of terminals with 
built-in X Window System server 
capability grew by 62%, while ship- 
ments of X-enabled PCs grew by a 
182% during the last 
uccording to two recently 


whopping 
veal 
completed studies. 

Introduced in 1989, X technol- 
ogy Unix and other 
major operating systems and lets 


runs under 


users run applications on other 
computers in the network 
the output on their 


and 
view own 
sereen 

“Anything so new is going to 
grow, but this growth is consider- 
said International Data 
Corp. (IDC) analyst Eileen O'Brien. 
X technology is run by a consor- 
tium of vendors and is gaining pop- 
ularity rapidly, she said, because 
“itruns on anybody’s anything.” 


able,” 


According to the separate re- 
ports from IDC and The X Business 


3Com sh 


Group, Network Computing De- 
vices led the X terminal market, 
with a 28.4% share of the 193,000 
units shipped in 1992 
Hewlett-Packard Co. led in reve- 
nue growth with a 22.1% share of 


PC X server shipment growth of 182% 

outpaced that of X terminals, which | 
| 
| 
| 


grew 62% in 1992 
Worldwide shipments in units 
X terminals 
1992 
BEAR 153.000 
1991 
119,000 








the $564 million market, according 
to IDC. 

The PC X server market grew to 
189,000, led by Canada-based 
Hummingbird Communications 
Ltd., and it has “a good chance of 
overtaking the terminal market by 
1993,” O’Brien said. This is be- 
cause PC X servers can run PC ap- 
plications as well as X applica- 
tions, she said. 

At Heidtman Steel Products, Inc. 
in Toledo, Ohio, an X system is 
helping the company deploy a 
quality tracking system that is too 
large and complex for a jocal-area 
network, according to director of 
information systems Jim Hill. 

Using HP minicomputers and X 
terminal servers with touch- 
sereen operations on the plant 
floors, the steel service center is 
replacing a cumbersome paper 
tracking system with X because 
“it’s a highly integrated system,” 
Hill said. 








family 


of terminal servers 


By Lynda Radosevich 


In a market that the most optimis- 
tic predictions say will be flat, 
3Com Corp. is shipping a new fam- 
ily of terminal servers that can 
support four protocols and con- 
nect up to 48 terminals in one box. 

Aimed at companies with large 
mainframe and minicomputer in- 
the 
can be used to link serial terminals 


vestments, terminal servers 
to jocal-area networks, giving the 
terminals access to resources 
such as network servers and print 
ers. Also, the servers let informa- 
tion systems managers connect 
terminals toa host computer using 
one network cable from the server. 

“One reason the market is not 
growing is downsizing,” said Chip 
Pettirossi, an analyst at Interna- 
tional Data Corp. in Framingham, 
Mass. “Companies are replacing 
terminals with PC LANs, and appli- 
cations that traditionally ran on 
mainframes are moving down to 
LAN environments.” 


A good investment 
Despite this trend, companies with 
many desktop terminals are using 
terminal servers to help preserve 
their investment, he said 

In its new lines of terminal serv- 
CS/3000 and CS/3100, 
increased the standard 
number of ports from 16 to 48. Ac- 


companying 


ers, the 
3Com 
software supports 
four protocols: Transmission Con- 
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trol Protocol/Internet Protocol 
(TCP/IP), Digital Equipment 
Corp.'s Local-Area Transport, In- 
ternational Standards Organiza- 
tion’s Open Systems Interconnect 
(OSI) and IBM’s TN3270 terminal 
emulation protocol 

For Texas Children’s Hospital in 
Houston, the additional ports and 
multiprotocol support fall right in- 
to its networking plans. 

The hospital uses 3Com termi- 
nal servers to allow dumb termi- 
nals on nursing station desks, for 
example, to communicate with the 
Ethernet LAN— using the network 
resources such as the modem pool 
service — and to get information 
from databases on the mainframe, 
according to David Schiller, direc- 
tor of network service and techni- 
cal support. Schiller said he chose 


3Com’s terminal server because of | 


its support for TCP/IP’s Simple 
Mail Transport Protocol, which he 
uses as the transport protocol for 
his network management system. 

“Hospitals are very concerned 
with space, as most of it is slated 
for inpatient care,” Schiller said. 
“When we have a need to connect 
3,000 users to the network back- 
bone, it’s nice to have a slim de- 
sign 

The diskiess CS/3000 in a 48- 
port configuration is priced at 
$6,500. The CS/3100 with internal 
drive is priced at $6,900. 3Com’s 
terminal server software is priced 
at $800 for a site license, including 
TCP/IP, TN3270 and OSI support 
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“There will never be a total 


| phaseout” of Banyan Mail, Bara- 
| nowsky said, “but BeyondMail oi- 
| fers some extras.” 


For example, NEC plans to use 
Beyond’s rules-based technology 


| to build form-routing applications 


to guide the processing of pur- 
facilities requests, 
orders and “any- 
thing that starts with a form, re- 
quires a signature and goes from 
one person to another,” he said. 


Late with Windows 


| While Beyond is making inroads 
| into some corporate markets, it 


still has a “‘very small share of the 
LAN-based market,” in part be- 


cause the company didn't come 
| out with a 


Microsoft Windows- 
based product until last June, said 
David Whitten, program director 
at Gartner Group, Inc., a market 
research company in Stamford, 
However, “as electronic- 
mail users become more sophisti- 
cated, some of BeyondMail’s add- 
ed capabilities 
rules-based 


its 
technology will 
show their value” in the market. 
That fits right into the compa- 
ny’s plans, said Chuck Digate, Be- 
yond’s president. He said the com- 
pany’s primary focus is large 
accounts such as Fortune 2,000 
companies and the government. 


such as 


To appeal to these larger custom- 
ers, Beyond is working on joint 
marketing agreements with No- 
vell, Inc. and Banyan “in the work- 
group arena,” Digate said. 





Reporter’s Notebook 


AT&T “shot itself in the foot” when it indicated during 
its Asynchronous Transfer Mode (ATM) service 
announcement that it does not intend to offer SMDS, 
according to one analyst who attended the event. The 
reason: AT&T Network Systems is still saddled with the 
task of selling its BNS-2000, an 

SMDS-capabieswitch thataTer COMNET 
carrier services elected not to use 

for its fast-packet services. “This has a bad effect” on 
AT&T Network Systems, not to mention that it could 
possibly stunt users’ SMDS deployment when the 
industry discovers that the SMDS capability, largely 
being sold today to regional telephone companies, will 
not be offered in the long-distance arena by the market 
leader. 


Acomment from Jon Fjeld, who oversees development 
of IBM's 6611 multiprotocol router: “We don’t anticipate 
taking over Cisco this year, but we do expect to catch up 
to the other router vendors in terms of shipments.” 


Router giant Cisco Systems estimated that 30% of its 
new accounts each month are pure IBM SNA shops — 
an odd statistic, given that routers’ strengths lie first 
and foremost in interconnecting LANs. 


Arepresentative from Microsoft, which supports some 
28,000 workstations in-house, was overheard 
estimating that just 5% of its corporate desktops would 
be on ATM LANs by 1997. Of course, Microsoft 

recently became a pioneer in widescale deployment of 
100M bit/sec. FDDI over copper wiring, which should 
stall the company’s need for ATM bandwidth for a 
while. 


Networking industry pundit John McQuillan was full of 
analogies at a breakfast sponsored by Netrix. “Your 
network is like a car; it loses about 20% of its value every 
year. You have to make a choice when it quits becoming 
cost-effective to maintain it” or replace it, he said. He 
also encouraged public choices for ATM networking, 
likening ATM to a “jet engine for your network. You can 
go faster and carry more stuff. But jets haven't obsoleted 
all propellors. And most of us don’t own our own jets; we 
rent time on 747s.” 


Ninety percent of leased lines run less than 1,500 miles, 
and 1,500-mile distances are where frame relay 
becomes more economical, according to Paul 
Weichselbaum, MCI’s vice president of data marketing. 








Routers make progress 
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is a problem when data is traversing several LANs. 

The local acknowledgment scheme means that the inter- 
networking device forwarding the data to the next LAN pro- 
vides the source with the receipt. 

Retailer Carter Hawley Hale will reportedly use the LWX 
version to consolidate its front-end processor traffic across 
89 locations and 31 applications. 

Market leader Cisco Systems, Inc. said it shipped the first 
two production units of its recently announced Cisco 7000 
high-end router [CW, Jan. 18] to Unitel Communications, 
Inc., acarrier based in Toronto. 

Cisco also said its products have passed Government 
Open Systems Interconnect Profile (GOSIP) Version 2 test- 
ing. 

GOSIP compliance is required of federal agencies in new 
procurements, and Cisco estimated that government users 
account for 15% to 17% of its customer base. 
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Cubix offers auto 
reboot feature 


Cubix Corp. has announced the PA3030 
Processor Alert System, which can auto- 
matically reset Cubix’s BC Series CPU 
cards in the event of a software crash. 
Cubix’s BC Series is a “computer on a 


card” that is typically rack-mounted and | 


used for remote communications, appli- 
cation servers, gateways, batch process- 
ing and other network functions. The 
cards can be connected by wire to the Cu- 
bix PA3030, which monitors their status; 
if a card does not respond, the PA3030’s 
watchdog timer will automatically initi- 
ate a hardware reset to that unit. 

Automatic rebooting can be useful in 
remote communications. If a user dials 
in and does something that “hangs” the 
host, he must often wait until a local ad- 
ministrator can be called to reset the PC. 
The PA3030 will allow a user to hang up, 
call back and start working again. 

The PA3030 is now available for $995 
from authorized Cubix dealers. 

> Cubix 

2800 Lockheed Way 

Carson City, Nev. 89706 

(702) 883-7611 


X Window System 





Digital Equipment Corp. has enhanced 
its VXT 2000 multiwindow terminal fam- 
ily with new software productivity fea- 
tures for network resources access. The 
VXT 2000 17-in., monochrome, single- 
box, multiview terminal includes DECnet 
protocol support, Simple Network Man- 
agement Protocol support and PC-style 
keyboard support for DEC’s LK443 and 
LK444 PC keyboards. 

Product benefits include low emis- 
sions standards compliance, resolution 
of 1,280 by 1,024 pixels, 100 dot/in. dis- 
play and 4M-byte memory standard, ex- 
pandable to 16M bytes in 2/4M-byte, in- 
dustry-standard single in-line memory 
module increments. 

The product costs $2,095. 

> DEC 

146 Main St. 

Maynard, Mass. 01754 

(508) 493-5111 





Cayman Systems, Inc. has updated XGa- 
tor. Release 2.0 changes an Apple Com- 
puter, Inc. Macintosh into an X Window 


System client for standard X server 
users, 

Faster than Version 1.1.1 by 20%, Re- 
lease 2.0 has added a number of diagnos- 
tic and functionality improvements, in- 
cluding color support for black-and- 
white and color Macintosh monitors, re- 
mote restart and the ability to launch an 
application when an X user establishes 
aconnection to the Macintosh. 

A single-user license costs $295; a 10- 
user license costs $2,495. 


>» Cayman Systems 

26 Landsdowne St. 
University Park at MIT 
Cambridge, Mass. 02139 
(617) 494-1999 


Wide-area networking 
hardware 





AT&T Paradyne has introduced the 
V.32terbo, a modem enhancement. 
According to the company, the product 


offers 19.2K bit/sec. speed, a 25% data 
transmission speed increase over the 
present highest modem standard of 
14.4K bit/sec. 

The V.32terbo will be incorporated into 
the company’s Comsphere 3800 modems 
as aregular feature. 

Astandard pack costs $795. 

» AT&T Paradyne 

8545 126th Ave. 

Largo, Fla. 34649 

(813) 530-2000 
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While other mainframe disk companies 
have been slow to deliver high data avail- 
ability, the new Symmetrix 5500 ICDA™ 
from EMC now brings the unbeatable 


combination of superior performance and 


tenance features, a full mirroring option 
and the ability to repair or upgrade the 
system with no loss of uptime, the 
Symmetrix 5500 offers the highest level 


of data availability you can find in the 








Never before has 
a disk storage system this 
fast been so available. 





continuous operation to 
high-end mainframe comput- 
ing. What’s more, EMC is 
shipping this product today. 
The Symmetrix 5500 is 
the latest evolution of the high 
performance Symmetrix Series of Inte- 
grated Cached Disk Arrays (ICDA"™), and was 


designed for IBM and compatible mainframe 








sites that 
need con- 


tinuoUs Op- 











eration — 








24 hours 
a day, seven days a week. With redun- 


dant hardware components, proactive main- 








market today. 
And, the Symmetrix 


5500 incorporates the high 


Symmetrix 5500/I1IBM Mainframe Compatible Storage 


performance, small footprint 

and low cost of ownership 

that has become the hallmark 

of the Symmetrix Series. Over 

1,000 Symmetrix installations worldwide 

are proof of the widespread acceptance of 
Symmetrix ICDA"™ technology. 

To inquire about Symmetrix 5500 

availability, please call 1-800-424-EMC2, 


extension LMG4C. 
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NT for the midrange: Mixed thoughts 


Enthusiasm among multiuser computer vendors ranges from hot to wait-and-see 


By Melinda-Carol Ballou and Mark Halper 





While many PC companies have indicated their 
intention to support Microsoft Corp.’s Windows 
NT and a number of vendors of departmental 
and enterprise systems have also done so, oth- 
ers are treading with more caution, in part be- 
cause of their commitment to using Unix to 
help users downsize. 

Vocal NT supporters include Digital Equip- 
ment Corp., Sequent Computer Systems, Inc., 
NCR Corp. and Intergraph Corp. NT hardware 
boosters applaud the operating system for its 
multitasking and support for symmetrical mul- 
tiprocessing, ease of use and relatively seam- 
less integration qualities with Windows and 
DOS desktop applications. 

Hewlett-Packard Co. is moving more careful- 
ly, along with Pyramid Technology Corp. in San 
Jose, Calif. Rich Sevcik, general manager of 
HP’s systems and server group, noted, “NT as 
a viable server in comparison with Unix is go- 
ing to be several years away.” HP has an NT de- 
velopment teamn in Fort Collins, Colo., where ac- 
tivity is focused primarily on desktop use. 

NT’s initial impact will be as a desktop sys- 
tem this year, and it will catch on as a file server 
in the second half of 1994, Sevcik said. As a com- 
mercial business server, he said, NT will not 
take hold until 1996. 

Even ardent NT enthusiasts agree that no 
new operating system, NT or otherwise, will 
work its way into the mainstream overnight. 


Improvements necessary 

To reach that level, Microsoft must hone the op- 
erating system to overcome both real and per- 
ceived shortcomings in areas including data- 
base support, terminal support, on-line backup 
and networking, according to HP and Pyramid 
officials. They said they are fighting a long- 
term battle to gain acceptance for their Unix 
wares as secure, reliable equipment and that 
they expect corporate users to scrutinize NT’s 





Around the corner 





DEC wiil soon ship a range of Intel-based 
and Alpha AXP-based NT platforms from 
the desktop to high-end servers and is 
likely to someday promote NT as the com- 
pany’s strategic operating system, ac- 
cording to industry analysts. 

Sequent last month said it will offer a 
line of Intel-based NT servers. 

Intergraph will offer NT as an alterna- 
tive to Unix as an operating system for 
its new workstations. 

NCR showcased an eight-CPU, 486- 
based server last spring and is shipping 
some of its servers with beta-test copies 
of NT for users who want to check out the 
systems, company officials said. 











make-up just as closely. 

Industry analysts agreed. “NT is not going to 
capture the high-end server market quickly,” 
said Michael Goulde, a senior analyst at Patri- 
cia Seybold’s Office Computing Group, a con- 
sulting firm in Boston. ‘Once you get out of the 
interactive environment or 
strictly client/server, you run in- 
to a whole different set of re- 
quirements such as availability, 
clustering, job scheduling [and] 
systems management, and NT 
is along way from proving itself 
capable in those areas.” 

Even Microsoft said it does 
not expect instantaneous enter- 
prise success. Early enterprise- 
wide uses are likely to include 
decision support and financial 
programs, according to Dwayne 
Walker, director of Windows NT l— 
and networking products at Mi- 
crosoft. These are the same functions, he not- 
ed, that corporate users are more likely to move 
from mainframes onto Unix platforms. 

Sequent Chief Executive Officer Casey Pow- 
ell predicted that early sales of his company’s 
WinServer series of NT machines will go to 
workgroup and smaller departmental environ- 
ments. 

DEC will target NT as one of three operating 
systems running on the company’s new Alpha 
AXP reduced instruction set computing proces- 
sors, as well as on Intel Corp. microprecessor- 
based systems. 

While DEC intends to run NT on a wide range 
of machines, from “the desktop to the data cen- 
ter,” the first to ship will be an Alpha PC, per- 
haps as soon as this month, with a beta-test ver- 
sion of NT and Microsoft’s Software 
Developer’s Kit, according to DEC sources. 

Microsoft has developed a Hardware Ab- 
straction Library layer that isolates NT from 
hardware dependencies and makes it fairly 
straightforward for arange of systems vendors 
to support and run multiple processors on, 
Goulde said. 

But as an enterprisewide operating system, 
NT has some deficiencies, such as weak backup 
capabilities and nonexistent support for termi- 
nals, according to Sevcik. 

Walker noted that DEC and other third par- 
ties are developing their own products to tie NT 
into terminals. While basic backup capabilities 
will be offered with NT, more complex backup 
features will be offered by third parties. 

Walker addressed another common concern 
expressed by hardware vendors and users — 
that NT is short on networking protocols. He 
said NT will offer Transmission Control Proto- 
col/Internet Protocol (TCP/IP), including a 
range of TCP/IP such as File Transfer Protocol, 
Telnet, Microsoft's NetBEUI LAN Protocol and 
remote procedure calls. 

Some sources have said that Microsoft may 
first issue a client-only version of NT, which 
would be short of networking features. Micro- 





“NT is not | 
going to 
capture the 
high-end 
server market 
quickly.” 
—Michael Goulde 


Patricia Seybold Group 


soft has denied those assertions [CW, Jan. 25]. 

NetWare client support for NT has been of- 
fered by Novell, Inc. in a prerelease version on 
CompuServe, and Microsoft will offer IBM’s 
Systems Network Architecture support as a 
layered product for NT, according to David Sol- 
omon, president of Solomon 
Software Technologies, a con- 
sulting firm in Nashua, N.H. 

Network File System sup- 
port will be made available by 
SunSelect, the software divi- 
sion of Sun Microsystems, Inc., 
Solomon added. 

Several hardware compa- 
nies, such as Sequent and 
DEC, are working hand in 
glove with database vendors 
to tailor NT database offerings 
to their multiuser platforms. 

ree One of the vendors least en- 
thusiastic about NT is Pyra- 

mid. ‘We have plans to run NT, but I don’t see it 
as that strategic to us at this point,” said John 
Chen, executive vice president at Pyramid. 
“Any new operating system on the server side 








will have to establish its reliability.” 








Jean S. Bozman 


Hands are 
full 


Who can blame 
Oracle for want- 
ing to become a 
$2 billion firm by 
1996? Oracle 
wants to grow 
its $1.18 billion 
database business through re-en- 
gineering partnerships with some 
ofits largest customers — the Boe- 
ings, AT&Ts and Kelloggs of the 
world. 

It was Oracle’s largest accounts 
that kept on placing orders right 
through Oracle’s financial trou- 
bles in the early 1990s. So it is nat- 
ural that Oracle would once again 
turn to sites such as McDonald’s 
and Nippon Telegraph and Tele- 
phone for future revenue. But user 
sites must hope Oracle can merge 
its responsibilities to provide both 
products and services. 

That’s because the vendor is in 
the middle of a complex rollout of 
products, starting with the ship- 
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ment of its Oracle 7 relational da- 
tabase last month and continuing 
into June with a new graphical tool 
set and communications software 
that will make distributed cli- 
ent/server applications possible 
[CW, Feb. 1]. 

Raymond J. Lane, Oracle USA 
president and leader of Oracle’s 
services strategy, says he believes 
the time is right to capitalize on IS’ 
shift to client/server technology 
and open systems — two of Ora- 
cle’s best calling cards. “Informa- 
tion technology [departments] no 
longer have the luxury of asking 
for large budgets, and they must 
deliver results in one year instead 
of three,” Lane told analysts re- 
cently. “We want long-term rela- 
tionships that will deliver us into 
project after project after project.” 


One-stop shopping 
Oracle’s new strategy extends its 
traditional role of product vendor. 
It wants to be a one-stop shopping 
project manager, selling its own 
products and consulting services 
and asking systems integrators 
such as Perot Systems to help out. 
The strategy was also designed to 
boost sales of Oracle’s $49 million 
applications business by selling 
preprogrammed templates to 
some industries, such as the phar- 
maceutical and oil industries. 
Bozman, page 72 
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eal battles 


NCR users ery foul over I series glitch 


By Thomas Hoffman 





& A war of words over an alleged glitch 
in the ITX operating system used to run 
NCR Corp.’s proprietary | series ma- 
chines continues to drag on. 


Several disgruntled NCR users claim 
the operating 
caused a phenomenon 
death” to occur where, 


software has 

called “silent 
for no apparent 
reason, the system comes to a halt, caus- 
ing data corruption and file loss 

Several users who experienced prob- 
lems in the late 1980s have since settled 
their legal cases with NCR. However, 
sources said at least four user compa- 


system 


nies still using the I series systems say 
they are experiencing problems and pre- 
paring legal action against NCR. They 
are Tractor Trailer Supply Co. in St. Lou- 
is, Felmor Corp. in Baltimore, Saxton, 
Inc. in Phoenix and Hopper Specialty Co. 
in Albuquerque, N.M 

Meanwhile, NCR contends that only a 
handful of its remaining 5,000-plus I se- 
ries customers have experienced these 
problems, which NCR officials said are 
tied to an applications program original- 
ly provided by Taylor Management Sys- 
tems, Inc. in Amarillo, Texas, but no long- 
er offered to Il series users. 

However, some former I series users 
said the problems appeared even when 
they did not have the Taylor package on 
their machines. For example, Scott Pe- 
troleum Corp. in Ittabena, Miss., a fuel oil 
wholesaler, installed an NCR 9500 mini- 
computer running the ITX operating sys- 
tem in 1988. According to Richard Fulg- 


ham, Scott Petroleum’s data processing 
manager, the company suffered “silent 
death” when the system ran Taylor's Dis- 
tribution Management System. 


Problem remains 

Thinking the “silent death” resulted 
from an incompatibility between the Tay- 
lor package and the NCR hardware, Scott 
Petroleum removed the application 
software from the ITX environ- 

ment in 1990. However, even 

after the Taylor package 

was removed, Scott Petro- 

leum continued to suffer 

from operational glitches. 

“At first, | thought it was 
incompatibility between the 
Taylor software and the hard- 
ware,” Fulgham said. “But after 
further research, we realized that the 
ITX operating system was at fault.” 

Because of a nondisclosure agree- 
ment, Fulgham said he could not discuss 
the out-of-court settlement Scott Petro- 
leum reached with NCR in October 1992. 
Since then, his firm has replaced the NCR 
system with a Digital Equipment Corp. 
MicroVAX 3100 Model 90 machine, which 
Fulgham said has “worked great so far.” 

Because the NCR system would crash 
approximately every 30 minutes, Scott 
Petroleum lost files and had data cor- 
rupted on those files that remained, 
Fulgham said. 

Seott Petroleum was not alone. An 
auto parts distributor in San Diego had 
used an NCR 9400 system to handle in- 
ventory control, accounts payable and 
receivable and customer records. A com- 


pany executive, who requested anonym- 
ity because his firm also signed a settle- 
ment with NCR, used the system for a 
month, in late 1989, with catastrophic re- 
sults. 

“The system cost us $250,000 in out-of- 
pocket expenses in one month and just 
about buried our company,” he said. 

The auto parts executive also said the 
NCR 9400 system crashed every 30 min- 

rs utes and lost customer records 
every time it went down. That 
system suffered from a phe- 
nomenon called “deadly em- 
brace,” which caused the 
system to crash whenever 
two or more on-line termi- 
nal users tried to access simi- 
lar data. 
“Customer satisfaction with 
our company dropped so low that we 
still haven’t recovered,” the executive 
said. 

NCR has contended that the problems 
have been incurred by a small percent- 
age of its 5,000-plus I series customers 
and were caused by the Taylor manage- 
ment package. 

“The [Taylor] software was poorly 
written, and NCR was able to resolve that 
problem for many of its customers,” said 
Norton Cutler, NCR’s general counsel. 


Noting the exception of problems ex- 
perienced by Fulton Provision Co. in 
Portland, Ore., Cutler said NCR is not 
aware of any system problems experi- 
enced by non-Taylor users. Fulton is cur- 
rently migrating to an NCR System 3000. 

In an affidavit, Jerry Hood, data pro- 
cessing manager at Fulton, said the firm 
never used the Taylor system but that al- 
most immediately after Fulton began us- 
ing the ITX system in 1989, “we experi- 
enced terminal lockups when accessing 
our inventory files.” 


Doors now closed 

Taylor Management Systems went out of 
business in 1990, but its founders have 
two lawsuits pending against NCR. One 
is an arbitration matter between Taylor 
and NCR that was held in Dayton, Ohio, 
last month. Both sides are preparing 
briefs and the arbitrator will make a de- 
cision in 60 to 90 days. 

Taylor claims that defects in the NCR 
hardware and software caused the ter- 
minal lockups, silent death and deadly 
embrace, and subsequently forced Tay- 
lor out of business. 

Taylor's founders claim their software 
ran smoothly on Burroughs Corp. hard- 
ware but not on the NCR equipment. Tay- 
lor also contends that NCR was aware 
these problems existed but did not alert 
Taylor to the situation. 

Taylor has a similar action pending in 
Dallas. Executives at Taylor could not be 
reached. 
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| That could jump-start new applications 
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, development by providing up to 40% of 


| the base code, Oracle executives said. 


It’s a good plan for Oracle’s next 
growth phase, although industry ana- 
lysts who attended a recent Oracle brief- 


ing in San Francisco noted a few pitfalls. 


First, large companies will get more 


| handholding and atiention from Oracle’s 


direct sales force than medium-size Ora- 
cle sites. That is a matter of economics, 
says Charles Phillips, vice president of 
research at SoundView Financial/Gart- 
ner Group, Inc. in Stamford, Conn. High- 
end customers often spend millions of 
dollars for their Oracle databases. “The 
bottom line is, if you want the handhold- 
ing, you've got to pay for it,” Phillips says. 

In boosting the use of third-party dis- 
tribution for its software, Oracle is fol- 
lowing a broader industry trend. “Rely- 
ing on alternate channels at the low end 
of the business is the only profitable way 
to distribute the products,” Phillips says, 
adding that Oracle’s free consulting may 
also go by the wayside. “They don’t want 
to be the application development arm of 
the customer; they want to pull the tech- 
nology pieces together.” 

Second, though one-stop shopping ap- 
peals to large users, it may also blur the 


| line between Oracle and systems inte- 


grators. “Customers want one firm to 


| come in and fix everything, just like IBM 


did,” explains Gary Dvorchak, an analyst 


at Hambrecht & Quist, aSan Francisco 
investment firm. Even so, Oracie must be 
careful not to offend potential partners 
such as systems integrators, which man- 
age their own global accounts. 

Third, the new “service” message 
could overshadow Oracle’s role as a 
products vendor. Longtime customers, 
whose support built Oracle’s business 
from $55 million in the mid-1980s to more 
than $1 billion today, are hoping Oracle 
will keep timely delivery of products a 
top priority. Without the new graphical 
tools and communications software, us- 
ers may delay plans to build distributed 
client/server applications with the Ora- 
cle 7 relational database. 

To avoid these pitfalls, Oracle execu- 
tives are trying to stay in syne with their 
user base. Lane, a former Booz Alien & 
Hamilton consulting executive, recently 
set up a Client Advisory Board with CIOs 
from 15 of Oracle’s largest user compa- 
nies. The board includes Car! Dill, Me- 
Donald’s Corp. information services vice 
president, and Texaco’s information 
technology department general manag- 
er, James Metzger, Lane said. 

Can Oracle truly change its stripes 
from product vendor to product and ser- 
vice provider? Users at thousands of IS 
shops around the world hope the answer 
is yes. They should know how well Oracle 
is balancing its twin duties to deliver 
products and services by the time they 
attend the International Oracle Users 
Group meeting in Orlando, Fla., this fall. 





Bozman is Computerworld’s senior West 
Coast editor. 
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Pyramid builds partnerships with ICL units 


By Mark Halper 


SANJOSE, CALIF 





Pyramid Technology Corp. recently ex- 
panded its efforts to draw in new strate- 
gic partners through deals with units of 
Fujitsu Ltd., giving businesses such as 
Fujitsu’s ICL PLC in the UK rights to Pyr- 
amid’s multiprocessor bus technology 
and calling for ICL to resell Pyramid ma- 
chines. 

Pyramid also signed a marketing part- 
nership with Fujitsu/ICL Australia, un- 
der which Fujitsu/ICL will offer Pyramid 
servers and will provide integration ser- 
vices in Australia. 

The agreements are the latest in a se- 
ries of partnerships for Pyramid, which 
expects to sign other accords through 
the efforts of a newly formed strategic al- 
liance unit, according to John Chen, Pyr- 
amid’s executive vice president. 

Last fall, Pyramid entered alliances 
with Comdisco, Inc. and Integris Co., tap- 
ping them for technology for Pyramid’s 
MiISserver ES series of servers. 

ICL’s Peter Stuart, vice president of 
business development for midrange sys- 
tems, said London-based ICL will offer 
Pyramid-brand boxes until the British 
company — which is 80% owned by Ja- 
pan’s Fujitsu — implements the design 
sometime in 1994. 

The reselling arrangement means ICL, 
which bases its present Unix line on Sun 
Microsystems, Inc. Scalable Processor 


Utilities 














FutureWare Technologies, Inc. has intro- 
duced Signoff Sentry, an Application Sys- 
tem/400 software application. 

The product was designed for unat- 
tended timeout control on asystem. 

Signoff Sentry offers an operating en- 
vironment that can be configured, en- 
abling users to put in their own opera- 
tional values. Separate timeout times or 
global timeout times can be entered for 
either individual users or devices. 

Signoff Sentry costs $1,099. 

»FutureWare Technologies 

Suite 135 

6265 Greenwich Dr., 

San Diego, Calif. 92122 

(619) 558-5444 


Architecture (SPARC) technology, wili 
add rival Silicon Graphics, Inc.’s Mips 
technology to its product mix because 
the Pyramid machines are built around 
Mips microprocessors. However, the ICL 
machines incorporating the Pyramid bus 
will use SPARC chips, Stuart said. 

The interim reselling plans present 


ICL with the chance to immediately pro- 
vide higher end Unix systems than it can 
offer with its SPARC line. Pyramid’s ma- 
chines scale up to 24 processors. Stuart 
said ICL “needs to get up to about eight 
processors” for certain customers. 
Although Pyramid is focusing its mar- 
keting efforts on selling its multiproces- 


sor machines into data centers to offload 
mainframes, Stuart said ICL is focusing 
its Unix efforts on ‘“‘a new class of appli- 
cations in the midrange,” such as cus- 
tomer services and sales management. 

ICL, which had roughly $4 billion in 
sales in 1992, garnered its revenue in 
equal proportions from proprietary 
mainframe, Unix and PC sales. Mean- 
while, the deal with Fujitsu/ICL Australia 
adds Unix boxes to complement Fujit- 
su/ICL’s mainframe offerings. 
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Free Seminar on 
CD-ROM and 
Multimedia Publishing 





Call 1-800-229-2222 to attend a remarkable half-day 
seminar that gives you a closer look at real world 
applications, benefits, costs and shows you how to 
evaluate and get started in this exciting technology. 





Now you can get an inside look at the 
latest in CD-ROM and multimedia 
publishing. 

The seminar is sponsored by 
Daiaware Technologies, the world 
leader in CD-ROM software and 
services, and Emerging Technology 
Applications, the CD-ROM publish- 
ing unit of IDG, the world leader in 
providing information on information 
technology. 

Together, they'll show you how 
your company can save money, make 
money, and give you a complete 
understanding of the benefits of 
CD-ROM and multimedia publishing. 


Look at real world applications 
You'll see exactly how leading com- 
panies are using these technologies 
today. And gain a better understand- 
ing of how your company can profit 
from them. 

You'll learn how to get started; the 
title development process; how to 
choose software and hardware, and 
benefit from the experience of other 
companies who are already using 


CD-ROM and multimedia as a com- 
petitive advantage. 

Look at new technologies 

You'll discover new ways to work with 
CD-ROM. Like cross-platform pub- 
lishing which allows you to distribute 
one disc that runs on DOS, Windows, 
Macintosh and UNIX; CD-Recordable 
which enables you to create a CD-ROM 
disc at your desk; portable multimedia 
players, and more. 


Look at interactive demonstrations 
You'll see a detailed demo of the new 
EnterpriseComputing Database 
which features full text and graphics 
from Computerworld, Network World, 
and InfoWorld, the industry’s leading 
information technology publications, 
as well as demonstrations of other 
popular applications. 


Look at all you get 
You'll take home a free copy of the 
EnterpriseComputing Database 
demonstration disc. 

And The Guide to Optical Publishing, 
a 39-page industry report which 





Location Date 
O) Boston March 2 
C) Detroit March 2 
() Hartford March 3 
1 Cleveland March 3 
C) Rochester March 4 
(Philadelphia March 9 
{) Washington, D.C March 9 
1 New York March 10 
CO) Raleigh/Durham, NC March 10 
C) Princeton, NJ March 11 
O Miami March 11 
{ Phoenix March 16 
[) St. Louis March 16 
1) Los Angeles March 17 
© Austin, TX March 17 
©) San Diego March 18 
0 Chicago March 18 
©) San Jose March 29 
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Z Emerging Technology Applications 


shows you how CD-ROM can benefit 
your company, how to estimate costs, 
application development, hardware 
selection and much more. 


Look at your schedule 

The seminars are absolutely free. 
Just check the seminar you wish to 
attend, and then call Dataware 
Technologies at 1-800-229-2222. 
Or fax it to 1-617-621-0307. 





FREE! The Enterprise 
Computing Database 


Now get a chance to 
sample the power of 
§ CD-ROM with unlimited 
/ access to the most recent 
~—" _ six months of information. 
The EnterpriseComputing 
Database is a comprehensive source 
of news, product reviews, industry 
summaries and more, with fully 
indexed text of over 35,000 articles 
from Computerworld, Network 
World and InfoWorld plus over 2500 
research summaries from leading 
IDG research companies. 
Six months of information is 
yours free when you attend any 
of the CD-ROM and Multimedia 
seminars. 


xX 
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‘m getting a lot of pressure to look at client/server. 
But, frankly, I’m not about to sacnifice either application 
quality or data integrity just to put a PC on everyone's desk. 
There’s got to be a better way.” 

There is. PowerBuilder lets you build a fully scal- 
able client/server 
platform, mixing ; 
For Anyone Still 

¢ 
ioe 


About 
Client/Server. 


and matching 
workstations, PCs, 
and mainframe, 
mini, and LAN- 
based servers to 
put the power 
where vou need it 
— whether for big 
mission-critical 
applications or 
small, single-user 
programs. It sup- 
ports DB2 ona 
mainframe, XDB 
on a PC and any- 
thing in between. 
Although dis- 
tributed computing 
gives users greater 
data access, Power- 
Builder lets IS keep 


control of the client, 


Features like shared 

object libraries for team development and standard 
and custom objects ensure that applications through- 
out your organization look the same, run the same, 


and meet your standards for quality. 


A NEW KIND OF POWER. 


yn GSA schedule with Government Micro Res« es. GSA 4G S0O0K92AGS$545 1 
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server environment. till 
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14 
i m already excited about the possibilities of client/serv- 


er. But there are so many competing solutions, and the last 
thing I want is to get dead-ended by someone's proprietary 
framework.” 


PowerBuilder is the only client/server tool that pro- 
vides a truly open 
framework. Our 
Client/server Open 
Development 
Environment 
(CODE) delivers 
everything you want 
and need from this 
platform: interoper- 
ability, scalability, 
adaptability and 
affordability. 
PowerBuilder 


lets you choose your 


For Everyone 
Already 
Convinced About 
Client/Server. 


database manage- 
ment and network 
operating systems as 
well as CASE tools, 
version-control 
tools, spreadsheets, 
and much more. 





You can even 
change your systems 
as your business 
grows — without the 
cost and headache 


of rewriting your applications. It’s perfect for any size 
project, small to enterprise-wide. 

Find out why more than 10,000 developers are 
getting the most out of PowerBuilder. Call today. 


Powersoft. 


Call 1-800-395-3525 x505 to order your 
PowerBuilder demo kit now. 


For A NEW KIND OF COMPUTING. | 


Powersoft Corporation, 70 Blanchard Road, Burlington, MA 01803 





CASE 
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Object-oriented programming 


Borland’s PAL shift proves manageable 


By Jean S. Bozman 





® Early users of Borland Interna- 
tional, Inc.’s Paradox for Win- 
dows said the transition from the 
DOS-based Paradox procedural 
language to Paradox for Win- 
dows’ ObjectPAL language re- 
quires a change in programming 
Style. But the jump to object-ori- 
ented programming is a hurdle 
that can be overcome in a few 
weeks, some users said. 


ObjectPAL is the object-oriented 
application development lan- 
guage in Paradox for Windows, 
which was formally introduced 
last week after a six-month delay 
[CW, Feb. 1]. It is a superset of the 
C++ object-oriented language, 
Borland said. Its “object inspec- 
tors,” “aliases” and “clip objects” 
can be deployed through point- 
and-click methods, rather than by 
writing lines of sequential code. 

But what some early users 
called the ‘‘fun”’ of object-oriented 
programming did not kick in until 
old programming habits were ad- 
justed. “We programmers typical- 
ly have a mind-set that we're going 


to write a program from beginning 
to end,” explained Mike Peters, an 
MIS manager at TRW Corp.’s 
Space & Electronics Group in Re- 
dondo Beach, Calif. 

“Now, we have a visual way to 
program by attaching objects to 
other objects,” said Peters, who 
has been using a beta-test version 
of Paradox for Win- 
dows for eight 
months. He said some 
TRW ss programmers 
learned to use it in a 
week. 


Some holdouts 
Others may have 
more difficulty doing 
so, according to in- 
dustry analysts. 

“There is a hurdle as you shift 
into a new paradigm,” said Donald 
DePaima, an analyst at Forrester 
Research, Ine. in Cambridge, 
Mass., who suggested that it could 
pose a fairly substantial leap for 
some. “In any programmer base, 
you'll find some people who just 
can’t move.” 

However, users can decide to 
have both kinds of applications. 


Some PAL 
programmers 
are angry that 

they are 

expected to 
move to anew 

Paradox 

language. 


Paradox 4.0 and Paradox for Win- 
dows databases can coexist on a 
network, along with dBase data- 
bases, Borland Chief Executive Of- 
ficer Philippe Kahn said. 

Users can “join” data from Para- 
dox 4.0 and dBase databases with 
data stored in Paradox for Win- 
dows. Paradox 4.0 applications 
can also be viewed in 
a Paradox for Win- 
dows pop-up window, 
Borland said. 

One style of Object- 
PAL programming is 
designing user 
sereens by dragging 
and dropping icons 
for colors and shapes 
from Paradox work 
palettes. ““You can get 
into the underlying [ObjectPAL} 
code if you want to, or you can stay 
on top of it,” said Ted Miglautsch, 
vice president at Miglautsch Mar- 
keting, Inc. in Milwaukee, a beta- 
test site since December. He plans 
to use Paradox for Windows for 
icon-based applications that will 
retrieve data from a 1G-byte Bor- 
land InterBase database server. 

Users said ObjectPAL provides 


speedy development, ease of use 
and pretested objects that can be 
used over again. 

But users also noted a few miss- 








ing pieces in Paradox for Windows: 
Borland SQL Link programs to tie 
applications with remote data- 
base servers; aruntime version for 
use with finished Paradox applica- 
tions; and support for 32-bit oper- 
ating systems. 

These features will be in future 
releases, said David Watkins, Bor- 
land’s vice president of product 
marketing. 


Teaching new tricks 

Some longtime PAL programmers 
are mad that they are expected to 
move to a new Paradox program- 
ming language. 

“If it's not upward-compatible, 
['malittle bit angry,” said one long- 
time Paradox developer at a West 
Coast aerospace firm. 

“What do they expect you to do? 
Throw out all your work? I've got 
20,000 lines of code in a Paradox 
PAL application, and there’s no 
way I’m going to jump on the Para- 
dox for Windows bandwagon for 
my current project.” 








Utility powers up with client/server 


Florida Power uses Andersen Consulting tool for development project 


Florida Power 
St. Petersburg, Fla. 





client/server-based 
customer service 


| Challenge: To create a 


| application for Windows 
NT PCs and servers. 





| 
Technology: Andersen's 
Foundation for 
Cooperative Processing 
Version 1.2, |IBMOS/2 
developer workstations. 





Goals: Provide sub- 
second response time 
for client inquiries, 
reduce field service staff 
and data redundancy. 











By Kim S. Nash 


ST.PETERSBURG, FLA 





Florida Power Corp. is smack dab in the middle 
of a three-year, $48 million overhaul of a mis- 
sion-critical customer service application. And 
you guessed it: The utility is going client/server. 
That is, if the development staff does not go 
nuts before then. 

Florida Power, not to be confused with Miami- 
based Florida Power and Light, serves 1.2 mil- 
lion electricity users in the central and north- 
ern regions of the state. However, the company 
said it can serve Floridians better by trans- 
forming a 20-year-old, mainframe-based cus- 
tomer service system into a more efficient cli- 
ent/server application geared for Windows NT 
from Microsoft Corp. 

The system, which handles tasks such as 
customer billing and troubleshooting power 
failures during Florida’s hurricane months, “is 
really the cornerstone of how we do business,” 
said Mitch Hull, manager of information sys- 
tems. 

The company plans to move 60% or more of 
its business processing off an IBM mainframe 
by enabling PC users to hunt down data on the 


mainframe and collect and work with it on the 
desktop. 

So important is this scheme that Hull's fu- 
ture, to a certain extent, rides on its success. 
“Where I go from here depends on where this 
[project] goes,” he said. 

The linchpin of the undertaking is Andersen 
Consulting’s recentiy announced Windows ver- 
sion of Foundation for Cooperative Processing 
(FCP), a computer-aided software engineering 
(CASE) workbench. 


Building blocks 

With analysis and design completed, the cus- 
tomer service application is now in the con- 
struction phase, with more than 680 windows 
painted to date by Hull and a 90-member crew. 
They have also constructed about 50 dialogs, 
which are macros that automatically provide 
options and solutions to the most common cus- 
tomer calls received by Florida Power's service 
desk. 

But do not think the going has been glitch- 
free. At $48 million, the switch is not cheap. 
Plus, network security is an unresolved issue. 
FCP provides a certain level of security, as will 
Windows NT if Microsoft comes through on its 


promises. “But we don’t want our users having 
to log on to five different nodes or four different 
systems levels to get their work done,” Hull 
said. “We've still got that floating over our 
heads.” 

Andersen claimed that FCP 1.2 is better suit- 
ed to client/server development than previous 
versions because of the following enhance- 
ments: 

*Improved communication between CICS 
mainframes and OS/2 or Windows clients. 
*Stronger security features that developers 
can include in FCP-built programs 

Better application programming interfaces 
for moving between OS/2 and Windows. 

These “powerful” additions, which are in- 
voked automatically, shield developers from 
tricky communications maneuvers required by 
systems that share data across servers and cli- 
ents, said Don Dall, managing director of An- 
dersen’s Foundation unit. 

Also important to Florida Power’s plans is 
the fact that with FCP 1.2, developers do not 
have to target a specific operating system for 
the finished application right from the begin- 
ning. That means programmers can analyze, 
design and create prototypes of applications 
without regard for platform. Then, at construc- 
tion, they click a box to choose the operating 
system: Windows, Windows NT or OS/2. 

Few full life-cycle CASE tools offer similar 
flexibility, but some do, such as a recently an- 

Utility, page 77 


COMPUTERWORLD FEBRUARY 15,1993 75 








Application Development 








Deere’s faraway IS solution 


By Mark Halper 





were & Co.'s approach to software de- 
velopment defies logic: To save time, it 
pushed its mainframe-linked develop- 
ment PCs halfway around the world to In- 
dia 

For more than two years, the tractor 
manufacturer has contracted out a por- 
tion of its mainframe work to Satyam 
Computer Services Ltd. in 
Madras, India 

Using some 50 386 and 
186 PCs in Madras, phone 
lines and a satellite link, 
Satyam ties into Deere’s 
3090 mainframes in Moline 
to convert programs from 
IMS database formats into 
DB2 with the aid of Knowl- 
edgeWare, Inc.’s Applica- 
tion Development Workbench computer- 
aided software engineering tools. 

And according to Satyam senior tech- 
nical manager Ramesh Shastri, commu- 
nications between the mainframe and 
the Madras PCs are much faster than 
they are between the mainframe and 
Deere’s Moline-based development PCs, 


Deere’s decision 
iCometigcteliiga-y 
software 
development to 

india was As 
literally a case of 
the difference 
between night 
and day. 


for reasons as simple as the difference 
between night and day. 

Because Madras is 10'/2 hours ahead of 
Moline, Satyam’s daytime development 
erew accesses Moline’s mainframes in 
the dead of the night, when the comput- 
ers are relatively untaxed and far more 
accessible than they are during business 
hours in Moline, said Shastri, who is 
based in Philadelphia. 

Of course, Deere had other reasons for 
tapping Satyam because the 
time savings alone would 
probably not have merited 
its choice to move software 
development overseas. 
Shastri noted, the 
switch to Madras saves 
Deere money chiefly be- 
cause labor costs are lower 
in India. He declined to elab- 
orate but said that some four 
Satyam conversion projects since Sep- 
tember 1990 have cost Deere about 
$800,000 

Satyam’s maiden voyage with Deere 
was actually an on-site conversion in Mo- 
line of 33 of some 250 dealer-support pro- 
grams. Deere wanted first to appraise 
Satyam’s fundamental capabilities be- 


fore embarking on an unproven satellite- 
linked transcontinental arrangement, 
Shastri said. 

The four-month completion of the deal- 
er system by a four-person Satyam team 
led to an ongoing series of off-site assign- 
ments. Even Satyam was uncertain 
about the satellite link. 

“At first, we had some doubts about 
whether it would work,” Shastri said. 

It did work, and Satyam is currently in 
the midst of converting a program that 
tracks goods from Deere’s suppliers and 
has completed conversion of a parts in- 
ventory prograni and a communications 
management program. It has also con- 
verted some of Deere’s Cobol into differ- 
ent Cobol, Shastri said. 

Satyam is also discussing client/ 
server development possibilities with 
Deere, he said. 

One of the key ingredients in the fast 
hook into the Moline mainframes is the 
high-speed data communications links 
that Satyam buys from India’s national 
telephone carrier, Videsh Sancher Nig- 
am Ltd. (VSNL), and from AT&T state- 
side. Both companies use 64K-bit links, 
Shastri said. 

The Moline-to-Madras data route also 


includes a 486 PC in Madras that serves 
as the mainframe gateway for the 50- 
node Token Ring network of PCs running 
OS/2, calling down terminal emulation 
software from Moline. 

A 486 bridge PC in Madras ties data 
from the gateway into the VSNL network, 
which is routed by microwave transmis- 
sion to an earth station in Bombay for an 
uplink to an Intellsat satellite. From 
there, information is bounced to an earth 
station near London and routed via 
AT&T phone lines to Deere’s Moline data 
center. 


Journey from 
Madras 


Developing and delivering code 
from India to John Deere in Mo- 
line, Ill., entails the following: 


*50 development PCs. 

*486 gateway PC. 

°486 bridge PC. 

¢VSNL phone link to earth station. 
«Intellsat satellite. 

«London earth station. 

AT&T cable routing to Moline 
data center. 





What can you do after making 
the world’s best performing 
workstations? Do it again. 


When you're hot, you're hot. And our 
new generation of HP Apollo 9000 
Series 700 workstations sizzles. With 
performance far ahead of anything 
else on this or any other known 
planet. But at extremely down-to- 
earth prices. 


Our new generation PA-RISC is the 
catalyst for the latest advances. 
Providing a color entry-level system 
with phenomenal performance for 
just $5,695. 3D graphics available 
across the entire product line, even 
the low end. And a breathtaking 147 
SPECmarks at the high end. 





Think for a moment what all this 
could do for you. Then don’t waste 
another moment before calling 
1-800-637-7740, Ext. 7170. We'll 
give you an encore dramatically 
better than the original performance. 
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Utility powers up with client/server 


CONTINUED FROM PAGE 75 


nounced version of Pacbase from CGI 
Systems, Inc. in Pear! River, N.Y., and Sys- 
tem Architect from Popkin Software and 
Systems, Inc. in New York. 

Florida Power bagged the idea of sim- 
ply rewriting the existing mainframe- 
based application because it was too 
much work with too little payback, ac- 
cording to Hull. 

For example, he originally tried to get 
away with tacking graphical user inter- 
faces (GUI) on existing mainframe pro- 
grams using Easel Corp.’s GUIBuilder 
but soon abandoned that plan when he 
realized that the shells were pretty but 


Client/server concerns: 


© Reprogramming programmers to work 
in teams and do more planning and anal- 
ysis up front. 

* Figuring out how to maintain decentral- 
ized, distributed applications. 

© Formulating a pian for distributing soft- 
ware updates to remote servers and cli- 
ents. 

© Rewriting network strategies to send 
the least amount of data between server 
and client to keep network traffic down. 


dumb. “The Easel windows had no intel- 
ligence or processing power,” Hull said. 
Mainframe programmers had to rewrite 
CICS transactions to coax legacy sys- 
tems to work with Easel GUIs, he added. 


Past history 

Florida Power's relationship with Ander- 
sen goes back to 1991, when the utility's 
staff did not quite believe Andersen’s cli- 
ent/server claims. So it put the vendor’s 
feet to the fire with a rigorous test of FCP 
that yielded impressive results. 

“We did a prototype of a large sales ap- 
plication in only two months with Cobol 
people who had never used the tool be- 
fore, never mind programmed in C,” Hull 
explained. 

The company liked what it saw in beta 
tests of FCP 1.2 late last year. 

Noting the relative lack of develop- 
ment tools for building distributed appli- 
cations and the mixed success of IS pio- 
neers, Hull likened client/server to 
“planning in the dark. But the light will 
go on eventually.” For Florida Power, 
mid-1994 is the planned dawn, when the 
customer service program will be fully 
deployed to more than 1,000 Windows NT 
users. 





Cobol workbench 
aids downsizing 


Migration away from the mainframe was 
again confirmed last week with the an- 
nouncement of Intersoly, Inc.’s Intersolv 
Maintenance Workbench. 

The set of maintenance and develop- 
ment tools, which run on OS/2 or local- 
area networks equipped with Microsoft 
Corp.’s Windows, allows Cobol applica- 
tions running under IBM’s MVS environ- 
ments to be transferred to a local Main- 
tenance database, according to 
company officials. 

Tools in the Maintenance Workbench 
can then be used to search through the 
source-code database and make modifi- 
cations. The tools also perform cross-ref- 
erencing of source code and aid in pro- 
gram documentation. 

Priced at $5,000 per seat, the Intersolv 
Maintenance Workbench supports Cobol 
64, 74 and 85; Cobol II; IBM’s VSAM, IMS 
DB and DB2 databases; and teleprocess- 
ing monitors such as CICS BMS and IMS 
MFS, company officials said. 

» Intersolv 

3200 Tower Oaks Blvd. 

Rockville, Md. 20852 

(301) 230-3200 


Utility offers access 
to SQL databases 


Pioneer Software, Inc. announced a tool 
for connecting programs built with Mi- 
crosoft Corp.’s Visual Basic to several 
SQL databases. 

Q+E Mu!tiLink/VB, due out next 
month, was designed to let Visual Basic 
programs use SQL to access data stored 
in 20 relational databases. Also, develop- 
ers can design database tables with spe- 
cific field names and data types and then 
link the tables to an application, accord- 
ing to a Pioneer spokesman. 

With its database access, the $399 tool 
could help users create programs to run 
in client/server mode, the company said. 
Users do not have to learn interfaces for 
different databases because Q+E Multi- 
Link/VB was designed to display all data 
in the same format. 

The toolincludes a feature that lets us- 
ers edit, insert or delete database 
records from within the Visual Basic ap- 
plication. 

Seven-year-old Pioneer makes other 
database access utilities, including Q+E 
Database Library for OS/2 and Q+E Da- 
tabase Editor for Windows. 

» Pioneer Software 

5540 Centerview Drive 

Raleigh, N.C. 27606 

(919) 859-2220 





Model 725/50 « 69 SPECmark89 «+ 36.5 SPECint 
72.1 SPECfp + 19" grayscale + 32MB, 525MB 


4 EISA slots « $17,895 








Model 735 + 147 SPECmark89 + 80 SPECint 
150.6 SPECfp + 19" color « 32MB, 525MB 
1 EISA slot + $37,395 





Model 755 « 147 SPECmark89 « 80 SPECint 
150.6 SPECfp + 19" color + 64MB, 2.0GB 
4 EISA slots « $58,995 
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Trusting your AS/400 storage to any- 
one but IBM is a big step. After all, there 
are more critical issues at stake than the 
lowest price — like reliability, performance, 
protection and service. More and more 
AS/400 users are moving to IPL every day. 
Here's why: 

Leadership. Our 20 years of IBM 
experience consistently bring to AS/400 

users the highest levels 
of data protection 
and system per- 
formance. Just 
look at our string 
of industry firsts for 
the AS/400 
first to introduce rack-mount 
reel-to-reel tapes 


¢ first to introduce 8mm products 
© first to introduce add-in memory 
first to mix multiple tape media on 
a single controller 
first to offer a two-year warranty 
on 8mm products 
first to introduce disk array technology 
® first to introduce 3.5" disk technology 
° first to offer a SCSI-IPI DASD 
controller 
° first to offer 100% 
9336-compatible DASD 
e first to introduce dual logical 
mapping technology 
© first to introduce affordable 


mirroring 


SYSTEMS 


° first to offer 9404-compatible DASD 


° first to offer a three-year warranty 
on DASD products 


¢ first to introduce controller-level 
cache memory and dynarnic sparing 

Product Choices. As proud as we 
are of our industry firsts, we're just as 
proud of our unmatched breadth of stor- 
age solutions. No other company offers as 
many AS/400 disk and tape products to 
meet your application needs. All designed 
with the latest technology, and all engi- 
neered to accommodate future growth. 

Compatibility. IPL is the only third- 
party storage company to consistently 
demonstrate 100% IBM compatibility, 
right down to the code — with outstand- 
ing price performance advantages. 

Reliability. Reliability is the corner- 
stone of IPLs business. Time and time 
again, in independent tests, IPL products 
exceed their IBM equivalents. 

Service and Support. IPL pro- 
vides service and support directly to you, 
with instant access to a worldwide cus- 
tomer support network and over 160 
IPL ServiceONE™ locations in North 
America alone. 

And we don’t stop there. For more 
good reasons why you should make the 
move to IPL, including information about 
our new fault-tolerant storage 
solutions, call 1-800-338-8475; 
617-890-6620 in Massachusetts. 
In Canada, call 800-565-5606. 
in Europe, call Oll-32-2-725.40.87 














3M AND AS/400 ARE TRADEMARKS 








See us at UniForum 


San Francisco, CA Booth #5015 


Client/server: 


Ready when you are. 


When you're searching for solutions to business-critical problems, 
you can feel every second slip away. That’s why it’s time you learned 
that SAP has the client/server solution you need. And it's ready today, 
not someday. In fact, the R/3 System is already hard at work in 
businesses around the world. 

Like our proven R/2 mainframe software, client/server-based 
R/3 is a fully integrated package. Its applications manage manufac- 
turing, financial, sales, and human resources functions across 
your enterprise. And across hardware platforms from BULL, DEC, 
Hewlett-Packard, IBM, and Siemens-Nixdorf. 

So when you're ready to start taking advantage of client/server 


computing, or if you want to learn about our 
full range of software solutions, call SAP at 
1-800-USA-ISAP. But do it today. Beforeany \¥.¥s 


more time slips away. Integrated software. Worldwide 
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Changing 


No longer can big corporations simply kick back and buy 


everything from the local sales rep. A look at the many new 


ways of acquiring technology in the 1990s. 


By Carol Hildebrand 





or Bill Lodge, the way 
to stop tardy equip- 
ment purchases from 
crippling mission-criti- 
cal applications was 
simple: “Eliminate the 
middleman.” 
Tired of delays in PC 
shipments and_ service, 
Lodge, project manager at 
Turner Corp., a New York- 
based construction company, 
dumped Compaq Computer 
Corp. in favor of direct response 
rival Dell Computer Corp. Compaq 
officials hope to win back such cus- 
tomers with a new direct response 
program to be unveiled by March 
15, sources say (see story page 1). 
The bottom line, says Lodge, 
whois responsible for maintaining 
Turner’s client/server-based net- 
work covering 35 offices nation- 
wide, was that the company simply 
could not afford downtime caused 
by dealer-related delays, so he 
switched to Dell. The Austin, Tex- 
as, firm was so eager to please, 
Lodge says, that they assigned him 
his own account representative. 
“It’s much more cost-effective to 
deal directly with the company,” 
Lodge concludes. 







Decisions, decisions 

Lodge’s experience illustrates a 
quiet but potentially profound 
shift in the way large corporations 
acquire technology these days — 
especially the hottest products, in- 
cluding PCs, software, notebooks 
and local-area networks. 

Information systems organiza- 
tions and business units are in- 
creasingly exploring buying hard- 
ware, software and communica- 
tions products from a widening 
range of channels in numbers that 
would have been unimaginable 
five years ago. 

“Large companies are clearly 
expanding their channel use,” 
says Brian Sharples, president of 
Intelliquest, Inc. in Austin, Texas. 








Aon’s Wayne Sandusky: Solid knowledge of many channels a key IS job 


Until recently, buying a truck- 
load of PCs, for example, was rela- 
tively easy: You called your dealer 
and, sooner or later, your order ap- 
peared. 

But today, because of rapid 
growth in the number and types of 
channels, a purchaser can buy the 
same product from a reseller, com- 
puter superstore, consultant or 
systems integrator or can buy di- 
rectly from the maker, among sev- 
eral other options. (For a listing of 
channels, see page 83.) 

A recent survey by Intelliquest 


and International Data Group 
(IDG), the Boston-based parent of 
Computerworld, shows that 
some 35% of 947 corporate tech- 
nology buyers polled were dissat- 
isfied with traditional dealer chan- 
nels. 

The survey found that large 
companies are more likely to buy 
desktop devices and application 
software from two or three sourc- 
es than from one. For some buyers, 
the appeal is cost; for others, good 
deals on specific brands or top- 

Changing channels, page 83 
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YOU CAN'T KEEP THE COMPETITION IN CHECK 
UNLESS YOU ANTICIPATE ALL THEIR WOVES 














FOCUS FROM INFORMATION BUILDERS: Nothing Else Lets You Analyze And Utilize 


Mission Critical Information From Any Database On Any Platform. 


UNMANAGEABLE DATA Ltt BE INFORMATION 


ditt TPT 


> WaS a WaV wretek’ vit 
atforms, with a single set « 


velop applications using all \ 


THERE IS A me WAY 


led FOCUS from Informati: 
listributed information 
more than one million users in eve 
ine 100, FOCUS is the number one 4GL 


REGISTER FOR FUSE '93 


for end user omputing and application development. 


00 ANYTHING WITH INFORMATION 


FOCUS is powerful enough to provide decision 
support features like business graphics, spreadsheets 
and the - st by « ft writer in the business. With an 

bility to control and integrate critical 
information systems within your enterprise, FOCUS 
lets departmental users maintain applications that 
meet their quirements. 


You WANT IT, FOCUS CAN CREATE IT 


With comprehensive built-in ‘ails you get the 
flexibility widehalip anything from highly structured 


data management applications and decision support 
systems, to simple ad hoc queries and reports. 

With FOCUS, data becomes information, and isn’t 
that exactly what you've always wanted? 

So let your competition make the wrong moves 
while you make the winning one. 

For more information on FOCUS and how it can 
fulfill all your data management needs or to attend a 
FREE Seminar... 

Call 1-800-969-INFO 


In Canada call 1-416-364-2760 


Information Builders, Inc. 


THE USERS MEETING FOR INFORMATION BUILDERS PRODUCTS. MAY 23-28. CALL 908-308-9275 
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notch service and support are big attrac- 
tions. 

“Software publishers are realizing the 
way they’re going to get my attention is 
not to have software with one more fea- 
ture but rather to make life easier for 
those of us that have to support the in- 
frastructure,” says Wayne Sadin, chief 
technology officer at a large Midwestern 
bank. 

Sadin is moving away from buying 
software through a value-added resell- 
er (VAR) and is 
instead negotiat- 
ing agreements 
directly with man- 
ufacturers. He re- 
cently signed a 
master license 
agreement with 
Novell, Inc., for ex- 
ample. “We get the 
master disk from 
Novell, and we 
distribute from 
there,” he says. 

At Turner, 
Lodge has cut a 





about shifting channels. They note that | Channels defined 


A guide to choices 


early predictions about a massive shift 
away from direct sales, for example, 
have been overstated. Ultimately, which 
channel a corporation chooses is based 
on individual need, analysts say. 

But no one argues that more compa- 
nies are playing the field when it comes 
to getting the best deal on hardware, soft- 
ware and communications products. 


Single-source fear 
One inevitable result of the desire to buy 
technology through different channels is 
already evident: IS is having to expand 
and alter — perhaps profoundly — the 
role it plays in the purchasing process. 
Many IS groups, 
fearing that cling- 
ing to the past 
could be disas- 
trous, are already 
taking steps to 
modernize their 
purchasing pro- 
cess and = ap- 
proaches. Some 
organizations are 
educating them- 
selves on new op- 
tions, such as di- 
rect response and 
superstores in the 


PERCENT CHANGE, 
BASED ON 947 TOTAL RESPONDENTS 


























similar deal with Computer superstores +25% © hardware arena. 
Microsoft Corp. Direct response 421% Others are negoti- 
that allows him to . _ ating direct site li- 
update his license Software specialty stores +12% © censes with soft- 
count quarterly. Value-added resellers +11% ware vendors, an 
Indeed, computer | Direct sales +6% increasingly pop- 
peerage i Traditional retail stores +4% § a s 
and cultivate new | Office supply/ -2% © years ago and 
marketshavebeen | Warehouse clubs © look at IBM,” says 
eager to explore + Consumer electronics/ & Eric Singleton, IS 
new ways of sell- Department stores ~4% ) director at the Or- 
ing products. P PERCENTAGES HAVE BEEN ROUNDED 3 _ County Ap 

Earlier this '_ praiser’s Office in 
month, for exam- Source Intelliquest, Inc. / International Data Group Florida. “You 


ple, Microsoft an- 

nounced a new series of programs that 
give corporate buyers 60% to 70% dis- 
counts on enterprisewide licenses [CW, 
Feb. 8]. Borland International, Inc., Lotus 
Development Corp. and WordPerfect 
Corp. have similar programs in place or 
on the way. 


Shift will continue 

“The largest corporations are making 
deals with vendors directly and bypass- 
ing the middleman,” says David Coursey, 
editor of “PC Letter,” an industry news- 
letter in San Mateo, Calif. 

Analysts say mainframe and minicom- 
puter sales are less dramatically impact- 
ed by changing channels than smaller 
platforms. But even so, IBM and others 
are drastically rethinking pricing, li- 
censing and other sales issues. 

And the shift toward new outiets 
seems likely to continue: The Intelli- 
quest/IDG survey found that purchases 
by large, medium and smal! companies 
at computer superstores are expected to 
leap 25% this year. Direct response sales 
are expected to rise 21% (see chart 
above). 

Observers and IS managers caution, 
however, that it is difficult to generalize 


don’t want to get 
lazy and fall into a single point of contact 
because it’s easy. It would be a tragedy if 
that situation re-evolved. ” 

Like many of his colleagues, Singleton 
says he believes IS managers must be 
careful to avoid the trap of convenience. 
“It’s a challenge,” he says, “but that chal- 
lenge is not up to the vendor; it’s up to 
the client.” 

In the past, Singleton says, his group 
used to review products that had been 
preselected by a VAR. But today, he says, 
“we rely on ourselves to evaluate prod- 
ucts a lot more than we used to.” 

To this end, the county has built a sep- 
arate network entirely devoted to testing 
products that the staff is considering 
purchasing. The list of possible pur- 
chases has also been lengthened greatly, 
Singleton says, from about four products 
toas many as 50. 

Wayne Sandusky, vice president and 
chief information officer at Aon Specialty 
Group, a Chicago holding company, 
agrees that IS can ill afford to stay myo- 
pic about a purchasing landscape. 

“For an IS manager to do his job effec- 
tively, he has to focus a lot more external 
to the organization — on the vendors and 

Changing channels, page 84 


Direct sales 


Asales force that works directly through 
the manufacturer. IBM’s famed Blue 
Suits are the best-known example. Di- 
rect sales can sometimes be disguised, 
as the sales rep will usually route orders 
through one of his traditional dealers. 


Traditional dealer 


This channel, while not the oldest, is pos- 
sibly the most mature, having undergone 
a consolidation in the past couple of 
years. It’s where corporate America first 
bought its PCs, encompassing dealers 
such as InaCom Corp., Businessland, Inc. 
and Computerland Corp. These firms’ 
main goal is straight volume sales, al- 
though lately there has been a movement 
to “add value” through service and sup- 
port. 


Direct response 


PCs are taken over the phone, backed by 
service and support (the quality of 
which, of course, varies from company to 
company). The best example is Dell Com- 


puter Corp., which has built itself into a 
first-tier vendor on the strength of its 
sales. 


Value-added resellers 


Value-added resellers buy products from 
a manufacturer or distributor, add third- 
party hardware and/or software, then re- 
sell the entire package as customized, 
turnkey systems. For example, an add-in 
fax board and software would turn a PC 
into a fax system. Real Time Consultants 
and Laptop Computer Centre, Inc. are 
representative examples. 


The retail channel 


This is a sometimes confusing, many- 
headed beast. Computer superstores, 
such as CompUSA, concentrate on tech- 
nology products. 

Office supply stores, such as Office De- 
pot, sell computers along with the ink 
blotters and pencil sharpeners. Whole- 
sale clubs, such as Price Club, offer rock- 
bottom prices, while mass merchandis- 
ers, such as Lechmere Sales, offer 
convenience along with a good price. 














Quick Think of 
acompany with 
a much broader 
Ime of business 
UNLX computers 
than IBM. 
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the retailers,” he says. 

Sandusky concedes that need is com- 
plicated by the natural IS tendency to- 
ward conservatism and minimizing risk. 
But he also admits that it’s no longer fea- 
sible to keep “focusing inward and think- 
ing that IS will take care of itself.” 


End-user control sticky 

Indeed, the proliferation of distribution 
channels raises a related — and much 
tougher — question for IS professionals: 
How do they manage technology acquisi- 
tion by end-user departments to prevent 
technological chaos and further erosion 
of their power? 

Unfortunately, according to IS manag- 
ers, the growth of alternate channels 
seems to be further snarling this already 
tangled issue. 

“There's always one whiz in a depart- 
ment who can find out that buying a Dell 
[PC] is cheap and a copy of LANtastic will 
give him a network,” Lodge says. 

Many companies, of course, already 
have corporatewide standards and lists 
of preferred products. But, Sandusky 
notes, “standards are only guidelines. 
We can’t sit here at headquarters and tell 
everybody how to run their business.” 


PERCENT OF RESPONDENTS 
USING CHANNEL (BASE: 378) 


Traditional retail stores 


29% 





Direct response 





Direct sales 


17% 





Value-added resellers 





Computer superstores 


10% 
6% 





Office supply/ 
Warehouse clubs 





Consumer electronics/ 
Department stores 


4% 


PERCENTAGES HAVE BEEN ROUNDED 


IS professionals shared most of the 
same buying patterns as senior man- 
agers and departmental influences. 
The latter group was more likely to 
use direct sales and less likely to use 
computer superstores. 

Large organizations prefer direct sales 
and are less likely to use direct re- 


sponse and office supply/warehouse 
clubs. 


. VALUE 
_ SERVICE 
. QUALITY BRANDS 


st, Inc. / International Data Group 


This dilemma places many IS groups 
in the difficult role of having neither var- 
rot nor stick to keep users in the corpo- 
rate technology mainstream. 

“The only way we can get [user depart- 
ments] to adhere to standards is if we 
give them good support and they believe 
us,” Lodge says. ““We don’t have a ham- 
mer. If they don’t believe us, they don’t 
adhere. They don’t have to doit.” 

At Aon, Sandusky gets users to work 
through his department in a similar way: 
by positioning IS as a service and sup- 
port department rather than “keeper of 
the assets.” He says, “If you are a con- 
trol-based organization, they will work 
around you. But if you do your job in 
terms of service and support, they will 
work through you.” 

But that kind of stance, Sadin notes, 
makes it even more important to always 
be on top of new products and outlets. 
“We keep up with technology and chan- 
nel methods so when a user has a ques- 
tion, we can answer them immediately,” 
he says. 

Eric Daly, vice president of informa- 
tion services at Royal LePage Ltd., a 
large residential and commercial reai es- 
tate firm in Toronto, has a little more bite 
to his bark: His group preloads all PCs 
purchased with the software the compa- 
ny uses, both custom and_ shrink- 
wrapped. Included in the setup is a secu- 
rity package that prevents users from 


adding their own software, thereby con- 
trolling outside purchases as well as the 
introduction of possible viruses and pi- 
rated software. 

“They complain,” he reports, “but 
that’s the way it is. I'm a bugbear about 
paying for software. If you’re not tough 
about that, it’s amazing how many copies 
get floated around.” 


Service: Big, big, big 

Attractive as better pricing and conve- 
nience can be, many corporate buyers 
say service and support more often drive 
their choice of channels. And as the price 
umbrella once hoisted by IBM and Com- 
paq snaps shut, delighted IS managers 
are finding themselves deluged not only 
by price bargains but aiso by good ser- 
vice and support options. 

For example, Daly puts hardware out 
for competitive bid but still keeps an IBM 
representative on-site to handle service. 

At Aon, Sandusky is considering call- 
ing in a dealer to help with PC support in 
his department. “There’s no doubt that 
when it comes to high-end servers and 
the networking technology involved,” he 
says, “you need specialized expertise to 
help you — not only from your retailer 
but from your manufacturer.” 

In contrast, Greg Chetel, director of 
systems planning at The Gillette Co. in 
Boston, finds traditional dealer channels 
most helpful at the low end, not the high. 








How they sell 





Dell Computer Corp. The nation’s foremost direct response company sells PCs 
by phone and also offers a catalog of popular software. Plus, the low-end Di- 
mension iine is available in the electronic superstore circuit. For its largest 
accounts, Dell offers a corporate sales force, with service and support options 
ranging from telephone to 24-hour on-site support. 


Quick. Think of 
a company with 
better business 
UNIX price/ 
performance 
than IBM. 


Compaq Computer Corp. Compaq has moved from its traditional dealer base 
into almost every distribution channel. Each of the firm’s three desktop lines 
— high-end DeskPro/M, corporate standard DeskPro/I and low-end ProLinea 
— can be sold through every channel. But products tend to self-segment, com- 
pany spokesman John Sweney said. So the higher end systems are seen in tra- 
ditional dealers and VARs, while the ProLineas appear in the retail channels. 





IBM. IBM has stratified its desktop offerings as it has given its PC company, IBM 
PC Co., independence. The unit carries the high-end Personal Systei/2 line, 
the mid-level ValuePoint and the PS/1. The latter is also available through chan- 
nels aimed at small business and home buyers. IBM also has a direct response 
line. Service and support options differ according to the PC families. 





Digital Equipment Corp. DEC offers its bexes through Desktop Direct, its di- 
rect response arm, as well as through the dealer channel, VARs and distribu- 
tors, such as Merisel. At present, DEC does not use mass retail channels. 





Microsoft Corp. The software top dog recently unveiled a licensing plan that 
lets companies license software in several ways, ranging from enterprisewide 
deals to license packs of 20 to 30 licenses. Discounts grow as the number of 
licenses increase (see story page 85). 


Borland International, Inc. Borland also offers a volume license agreement, 
which it says offers better pricing as a user’s cumulative purchases increase. 
Users can pay as they go — that is, a user can add licenses to his initial pur- 
chase as necessary. 


Lotus Development Corp. License packs of less then 50 users or more than 50 
users are available. Alternatively, buyers can negotiate the sales volume pro- 
gram, which lets them make software copies as needed in return for quarterly 
payments to Lotus. — Carol Hildebrand 
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“The value-add we try to get from deal- 
ers is more on the pre- and postsales 
hardware and software support — kind 
of office automation stuff,” Chetel ex- 
plains. “We’re not really looking to them 
to support the networks or the real busi- 
ness applications.’ So while he might use 
a dealer to preconfigure and set up a PC, 
managing the LAN is another story. 


Direct response drawbacks 
Chetel’s not alone in his preference: Out- 
side service and support remains an im- 
portant item on corporate checklists, ac- 
cording to asurvey by International Data 
Corp. (IDC) in Framingham, Mass. The 
firm’s 1992 study of 1,600 large corpora- 
tions found that $40 billion was targeted 
for those functions. 

Despite the outpouring of spending, 
many firms are still opting to take the di- 
rect response route and bypass a third 
party. “If you have good in-house support 
and the dealers are not providing service 
or some sort of value-add, what do you 
need them for?” Coursey asks. 

IS managers and analysts say that al- 
though on a good day direct response can 
put you in touch with your manufacturer, 
there can be drawbacks. Obtaining ser- 
vice and support via telephone is not al- 
ways successful, they note, and on-site 
support usually costs extra. 

Until recently, Jeff Newman, assistant 
vice president at Barclays Bank PLC in 
New York, says he liked direct response. 
His company uses PCs from Gateway 
2000 Ltd. in North Sioux Falls, S.D., but 
Newman says he has lately been dis- 
pleased with the vendor’s service. “I’ve 
suggested to our purchasing department 
that we not use Gateway until they get 
their act together,” he says. 
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Software specialty stores 17% 
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What will be the long-term impact of all 
this channel surfing? Too early to tell, an- 
alysts say. 

Some predict “channel polarization” 
will occur, in which resellers will gravi- 
tate toward the high and low ends. In this 
scenario, VARs and dealers will try to 
add service and support to their mix and 
in so doing, venture into systems integra- 
tors’ traditional territory. 


Superstores to grow 

On the low end, superstores and mass 
merchandisers are expected to play an 
increasingly larger role in providing 
commodity products such as desktop 
PCs. 

“People are not in the middle any- 
more,” notes Natalie Silvesti, research 
manager for the distribution group at 
IDC. “If you’re a reseller who is trying to 
be everything to everybody, you’re not 
going to succeed.” 

Microsoft is beginning to push its vi- 
sion of large-account resellers, or LARs, 
as an alternative approach (see story 
above). Direct sales, long thought to be 
on its last legs, remains “a very strong 
channel,” Intelliquest’s Sharples says. 
He attributes the surprise finding to the 
fact that many IS managers may order 
products from their sales rep, but the 
products are actually shipped from an 
authorized company dealer. Thus, the di- 
rect sales factor can remain hidden. 

That view is supported by the Intelli- 
quest/IDG survey in which 76% of respon- 


dents said they were satisfied using di- 


rect sales. (In contrast, only 61% were 
satisfied with direct response.) Direct 
sales, Sharples concludes, “is by no 
means dead.” ¢ 

Joseph Maglitta, senior editor, man- 


agement, contributed to this story. 


Ready for LARs? 


SO WHAT’S THE FUTURE of software intermediaries in the new, expanded world of 
purchasing? If you ask Microsoft, it’s LARs. 

The initials stand for large-account reseller. Some new Microsoft agreements, in- 
cluding the licensing pacts announced last week, call for a company to have a LAR as 
akey point of contact. 

Under Microsoft’s plan, LARs will be responsible for carrying inventory, shipping, 
tracking and receiving payment for products. They have to be big enough to carry 
the full Microsoft line, as well as have both a technical support and an outbound 
sales force. LARs would report shipments quarterly to Microsoft. 

The model exists today in Corporate Software, a reseller based in Canton, Mass. 
Officials there say they see a future in license housekeeping for large corporations. 

Jim Tedesco, senior vendor manager at Corporate Software, says that handling 
administrative and distribution chores, such as matching documentation and disks, 
represents a good new niche for resellers. 

“‘We can become a secondary publisher,” Tedesco says, meaning his company will 
act as a secondary arm of the software house in question. “The vendors only want to 
go so far, while the customer still needs what he needs.” 

But, according to one user, such an agreement would be unnecessary. “We'd have 
to track this stuff anyway, so it’s not that much harder,” says Wayne Sadin, chief 
technology officer at a large Midwestern bank. “We take over some ofthe distribution 
chores, but we get more flexibility in return.” 

At Gillette, Greg Chetel, director of systems planning, says that since his organiza- 
tion is decentralized and he buys from a variety of sources, he’s not looking for dis- 
tributors to manage administrative tasks. 

He said he would, however, like some sort of software to manage the distribution 
and the licensing bookkeeping. “I think the real breakthrough will be when somebody 
big comes out with a real software management system for the networks,” he says. 

Several companies, such as Novell, Inc., are working on such a package, but none 
has yet been able to deliver. Chetel says that although he hopes it’s not too far off, 
he’s not holding his breath. — Carol Hildebrand and Christopher Lindquist 
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joe Auer 


Take back 
the store 


At last, some good financial news: 
Market forces and pressures have 
created an unprecedented oppor- 
tunity for you to get a better deal 
from computer vendors. Today, 
suppliers are more vulnerable 
than ever. 

It’s time to take back the keys to 
the company store. 

You can negotiate more effec- 
tively with your vendor if you are 
willing to follow some simple ad- 
vice in the face of complex prob- 
lems. A little perspective will help 
get you warmed up. 

It's a testimony tosome vendor's 
marketing ability that many cus- 
tomers will swear that the supplier 
is “a team member” or boast ofa 
marketing rep who represents 
“their” concerns to vendor man- 
agement. 

The irony worsens when cus- 
tomers feel compelled to turn over 
large portions of their “secure” in- 
ternal office space to a vendor, 
alongwith critical information 
about themselves, their execu- 
tives and the very core of their pro- 





prietary operating procedures. 
This is a bad idea for two simple 
reasons: 

Fact: The vendor wants to maxi- 
mize its profits and minimize risks 
and responsibilities. Period. 

Fact: Your objective is to mini- 
mize your costs and maximize per- 
formance. Period. 

The most aggressive negotia- 
tors are challenging vendor's bar- 
gaining positions with tough con- 
tracts. But for many, the idea of 
confronting an important vendor 
such as IBM seems nerve-wrack- 
ing or downright scary. Will they 
still like us? Will they still want us? 
Will they still want to service us? 
Will they still be our friend? 

The mere thought of questioning 
IBM seems sacrilegious to many. 

Don’t be fooled. The sanctity of 
the customer-vendor relationship 
was choreographed (astonishing- 
ly well) by some of the best market- 
ing organizations in history. Ven- 
dors work hard to controla 
customer by establishing rapport, 
even a long-term “personal” rela- 
tionship with buyers. 

But guess what? These are not 
real friends. The marketing repre- 
sentative has incentives to control 
you, not to negotiate with you. In- 
sist on dealing with a much higher 
level of authority. 

Some other common vendor 
gambits 
*“Let us come closer.” The mar- 
keting rep says, “Why don’t you 
give us some office space so we can 


service you better? We can work 
with you, get to know your people, 
your plans, your dreams. We’il be 
ateam.” 

Hooey. Treat them like any other 
outsider that’s trying to maximize 
profits on your money. Don’t be- 
lieve the interpersonal trust fairy 
tale while being insulted with con- 
tracts and documents that show 
they don’t trust you at all. 

Moreover, you should have all 
vendors (yes, including IBM) sign 
in every time and sign confidenti- 
ality and nondisclosure agree- 
ments. Take steps to cut off uncon- 
trolled information flow. 
Remember: Whoever has the most 
information about the opponent 
wins! 
¢ “The all-Blue blues.” A special 
strategy encouraged by IBM. For 
some reason, perfectly sane exec- 
utives, encouraged by their IBM 
rep and “friend,” will still decide to 
become an all-IBM shop! In 1993! If 
this is your case, see the list at 
right — please! 

Customer team members and IS 
professionals must recognize that 
every step in the acquisition pro- 
cess involves an opportunity to 
strengthen or weaken your posi- 
tion with the vendor. 

Smart companies give away 
nothing, especially money. Vendor 
companies are smart. Are you? 





Auer is president of International Com- 
puter Negotiations, Inc., a Winter Park, 


Fla., consultancy 








How to make your best deal 





To ward off common vendor ploys, it is helpful to have 
a methodology that can guide technology acquisi- 
tions. Here are some field-tested tips: 


*Conduct a risk analysis of your transactions. This 
can provide management and team members with an 
insight into hidden problems. 
¢Help establish and train an interdisciplinary negoti- 
ations team. Include lawyers and businesspeople, 
then determine roles and responsibilities. 
* Assess specific negotiation requirements. This in- 
cludes any products and services to be acquired. 
«Identify people, products and services in the market- 
place to fulfill those requirements. 
*Collect acquisition objectives from each profession- 
al discipline in your organization. 
*Help prioritize objectives to determine your negoti- 
ating position. Prepare a negotiations position paper. 
Conduct a bidder's conference. Input your request 
for proposal. 
*Help evaluate vendor inducements and representa- 
tions. 
*Qualify two or more potential suppliers for “The 
Zone of Consideration.” 
*Negotiate with potential suppliers who fall into this 
zone. 
Assist in selection of vendors whose committed de- 
liverables meet your objectives. 
¢Work with your attorneys to develop a contract con- 
taining the specific results in your objectives. 
*Establish procedures to monitor, document, control 
and administer vendor performance. 
* Assist in developing remedies in the event of vendor 
nonperformance. 

—Joe Auer 














Calendar 


FEB. 28-MARCH6 


CompTel "93. Washington, D.C., Feb. 28 - 
Trade Associates 
Inc., Rockville, Md. (301) 468-3210 


March 2 — Contae 


Share "93. San Francisco, Feb. 28-March 
5» — Contact: Share headquarters, Chi- 
cago, Ill. (312) 822-0932 

1993 International Computer Storage Pro- 
gram. San Jose, Calif., March 1-3 —Con- 


tact: Joe Molina 


Technology Forums 
Ltd., Lino Lakes, Minn. (612) 784-2379 


Key Issues in Managing Information Sys- 


Contact: Digita! Consulting, Inc., Ando- 


ver. Mass. (508) 470-0526 


Mobile World. Boston, March 3-5 — Con- 
tact: Digital Consulting, Inc., Andover, 


Mass. (508) 470-0526 


MARCH 7 - MARCH 13 





Geographic Information Systems (GIS) in 
Buei "93 Conf 


7-10 — Contact: GIS World, Fort Collins, 





e. Boston, March 
Colo. (303) 223-4548 


First Workshop on Object-Oriented 
Design ’93. Snowbird, Utah, March 8-10 


Contact: Association for Computing Ma- 
chinery, New York, N.Y. (212) 869-7440. 


Dealmaking 





Want to learn ways to 


22-23 — Contact: PageMaker Confer- 
ence and Exhibition, Seattle, Wash. 


(206) 633-3431. 


MARCH 14-MARCH 20 





best your vendors? In- 
ternational Computer 
Negotiations, Inc. is 
running a series of 
seminars to help |S 
managers cut better 
deals with suppliers. 
Seminars range from 
one to three days and 
are offered in locations 
coast to coast. 





Coming up: 


Computer Negotia- 


National Automated Clearing House Asso- 
ciation Conference (NACHA). San Diego, 
March 14-17 — Contact: NACHA, Hern- 
don, Va. (703) 742-9190. 


UniForum Technology Managers’ Confer- 
ence. San Francisco, March 15-16 — 
Contact: UniForum 1993, Registration 
Dept., Carol Stream, Ill. (708) 260-0396. 


13th Annual Conference: “Clinical Infor- 
mation Systems.” 
March 15-17 — Contact: Judy Murphy, 
Society for Clinical Data Management 


Apollo Users Group International Confer- 
ence. Chicago, March 22-24 — Contact: 
Information Resources, Inc., Chicago, 
Ill. (312) 726-1221 


The Data Warehouse: Design and Im- 
plementation. San March 
22-24 — Contact: Barnett Data Sys- 
tems, Rockville, Md. (301) 762-1288 


Francisco, 


The Second International Conference on 
Software Methods. Orlando, Fla., March 
22-24 — Contact: Technology Transfer 
Institute, Santa Monica, Calif. (310) 394- 
8305. 


Park City, Utah, 


tems. | Il., Mareh 1-3 


act orthwestert 


vanston — Con- Contact: Object-Oriented Software 


University, Evans- Engineering, Brookfield, Wis. (414) 789- 


ton. Ill. (708) 467-1366 
Advanced Object-Oriented Analysis and XWorld. New York. March 5-11 
Design: The State of the Art. San Diego tact 


March 1 


Con- 


World, New York, N.Y. (212) 274- 
4 Contact: Barnett Data Sys- 


tems, Rockville 


Md. (301) 762-1288 
internetworking with NetWare. Boston 
Sensors Expo West ’93. San Jose, Calif March 9-10 Contact: Center for Ad- 


March 2-4 — Contact: Expocon Manage- anced Professional Development, San- 


ment Associates, Inc., Trumbull, Conn ta Ana. Calif. (714) 261-0240 


(203) 374-1411 
Technical Symposium on Computer Sci- 
Pen-Based Expo. Boston, March 3- ence Education. Phoenix, March 10-12 
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tions Workshop. March 
3-5, Dallas; April 19-21, 
San Francisco; May 19- 
21, Stamford, Conn. 


Software issues, Con- 
tracts and Negotia- 
tions. March 24, Den- 
ver; March 25, Seattle; 
April14, Chicago; April 
15, Kansas City, Mo.; 
May 5, St. Louis. Call 
(407) 740-0700 for 
more information. 


Systems, (414) 647-3244 


The Workgroup Computing Conference. 
Washington, D.C., March 18-19 — Con- 
tact: Digital Consulting, Inc., Andover, 
Mass. (508) 470-3870. 


The 1993 Long Island Conference of Artifi- 
cial Intelligence and Computer Graphics. 
New York, March 20 — Contact: New 
York Institute of Technology, Old West- 
bury, N.Y. (516) 686-7623 


MARCH 21-MARCH 27 





PageMaker Conference. Boston, March 


ED! 2000. Boston, March 23-24 — Con- 
tact: EDI 2000, Dallas, Texas (214) 475- 
1838 


Hands-On Unix Internetworking. San 
March 24-26 — Contact: 
American Research Group, Ine., Cary, 
N.C. (919) 380-0097. 


Francisco, 


Association for Corporate Growth 1993 
Conference. Orlando, Fla., March 24-27 
— Contact: The Association for Corpo- 
rate Growth, Inc., Glenview, Ill. (708) 699- 
1331. 
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Sales figures 


That's right: Hewlett-Packard. Nobody 
meets your business UNIX" needs better. 
With the widest range of compatible 
systems, from desktop to data center. 
The best price/performance. The best 
business solutions. The top-rated 
service and support. Now, with our new 
line of HP 9000 Series 800 business 
servers, we're even better. For proof, 
call 1-800-637-7740, Ext.7233. Quick. 


Think again. 
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Don’t miss the industry’s most respected 
forum on Information Technology 


International Data Corporation Announces 


DIRECTIONS *93 


Charting the Course of Information Technology 


0. thing is certain in this constantly changing, 
dynamic world of information technology. You'd better be well 
informed if you expect to remain competitive in the 1990s. 


As the economy cools off and the competition heats up, 
it’s imperative that you devise a strategic business plan that will 
position your company in the years ahead. It’s even more 
imperative that this plan be based on the most reliable, insight- 
ful, and conclusive market data available today. 


For the past 28 years, International Data Corporation, 
the world’s leading research firm on information technology, 
has been delivering strategic guidance to the leading players in 
the IT industry through its highly respected Computer Indus- 
try Briefing Sessions. 


Directions ’93, to be held in March, will be IDC’s biggest 
and most authoritative forum ever. In one information-packed 
day, you'll hear from the industry’s top analysts as they evaluate 
the state of the industry today and probe into the issues and 
trends of tomorrow. 


So register early and be assured of a seat at the forefront 
of the information technology industry. 


To register and for more information, call: 


1-800-343-4952 


Thursday, March 4, 1993 
Santa Clara, CA 
Santa Clara Convention Center 


Wednesday, March 10, 1993 
Boston, MA 
Hynes Convention Center 


Directions ’93 Agenda 


@ Industry Restructuring - The IDC Perspective 

@ IT Spending 

@ Computer Industry Wars 

Track 1 - Rightsizing the Enterprise 

@ Rightsizing in the Data Center: Choices and 
Opportunities 

@ Evolving Network Architecture 

@ The Services Industry Gold Rush 

@ Rightsizing War Stories: Lessons for Success 

Track 2 - Personal Systems 

@ Tomorrow's Trends in the PC Systems Market 

@ PC Software Confronts the Enterprise 

@ Messaging and Advanced Group Applications 

@ Channel Management in the 90s 

Track 3 - Winning the Midrange Wars 

@ Rightsizing for Technical Computing 

@ Are Midrange Systems Commodities?: A Survival 
Guide 

@ As the Unix Battles Rage, the War with NT Looms 

@ Midrange Contradictions 

Track 4 - Networking 

@ Customer Directions: Managing Networking 
Investments 

@ Network Applications: Mobile Data Networks Add 
Another Dimension 

@ Local Area Networks: The Platform for Distributed 
Processing 

@ The Access Boundary: Understanding the Edge of 
Network Intelligence 

Track 5 - Global Markets 

@ The New Europe: Opportunities and Obstacles for IT 

@ Latin America’s New IT Markets 

@ Opportunities in the Asia/Pacific Region 

@ Worldwide Market Evolution - A Perspective on Japan 


= IDC INTERNATIONALDATA CORPORATION ¥ 5Speen Street, Framingham, MA 01701 
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In Depth 
Performance 


When it comes to knowing 











what technology is doing 
for the business, some IS 


shops are in the dark. But 


By Dan Allen 





¢¢ 


ow good are our systems?” the 
business manager asks his 
technology officer, thinking 
this time he’ll get a meaningful 
answer. 

“About as good as those of our 
industry peers,” the technology 
chiefanswers. 

The manager tries again: “But are we get- 
ting what the business really needs?” 

“You bet. We’ve impiemented consistent 
architecture across the company and are 
planning....” 

The manager interrupts with obvious 
irritation. “What about that customer infor- 
mation database we need to implement our 
basic marketing strategy? Why is that two 
years behind schedule?” 

No response. 


This information systems chief is out of 
touch. His business manager doesn’t want to 
hear about pretty front ends or future plans. 
What he’s asking for — no, demanding — is 
some accounting of how systems are meeting 
business needs today. 

And this IS chief doesn’t deliver. 

But that’s not tosay you won't. There’s a one- 
two punch that savvy IS managers use toreveal 
the naked truth about IS performance: an inde- 
pendent review plus a comprehensive review, a 
study that concentrates on a particular prob- 
lem or question and recommends an action 
plan. Adding these two techniques to your per- 
formance review program will give you a com- 
plete picture of what IS is doing. 

Regular, independent review of IS perfor- 
mance — by internal electronic data process- 
ing auditors, outside consultants or internal IS 
managers with no conflict of interest — acts as 





Allen is a quality manager at a large insurance compa- 
ny in Hartford, Conn., where a significant part of his 
work entails establishing effective work practices be- 
tween business and technical staffs. He is a former 
technology consultant at Andersen Consulting and 
Price Waterhouse. 





you don’t have to be. 


a check and balance to any internal perfor- 
mance evaluation in your company (see story 
page 90). An independent set of eyes has an 
easier time seeing the contradictions that often 
riddle bureaucratic thinking. 

External review keeps everyone honest. 
When people are scrutinized, they want to look 
good and may bend numbers and findings so 
they come out favorably. Independent review 
gets around the problem of doctoring results. 

Take a typical system uptime report that 
claims host systems are available 98% of the 
time. “Lies, lies, all lies!” is how one system op- 
erator I talked to referred to his company’s up- 
time reports. After ali, uptime can mean differ- 
ent things, depending on how you look at it: 














¢ All systems available per customer request. 

¢ All systems available per IS schedule. 

* All systems available per IS schedule, with no 
last-minute changes to the schedule. 

*All systems available with no last-minute 
schedule changes and all features working. 
Overnight batch jobs run without error re- 
ports reaching management. 

Such a broad range of definitions leaves a lot 
of room for interpretation. Interpretation en- 
ables the previously mentioned shop to claim 
98% uptime even while it experiences, three 
times a week on average, overnight batch prob- 
lems requiring programmer intervention and 
24-hour job delays. 

Performance anxiety, page 90 
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In Depth: Performance anxiety 








IS performance 
CONTINUED FROM PAGE 89 


Independent reviews can help clarify 
this semantic confusion. That's critical 
poor communication is one 
cause of the poor quality of IS engineer- 
ing. Imagine a bunch of people who are 
unable to communicate on the simple 
concept of “uptime” trying to communi- 
cate (Le., “program’’) precise and astro- 
nomically complex messages to a com- 
puter. It's no wonder so many systems 
are lousy, it’s a wonder they work at ail. 

Independent review can clear up other 
fuzzy areas, such as completing projects 
within budget. A team might complete 
projects within budget 100% of the time 
but might do so by postponing develop- 
ment of essential functions until after the 
cutover to production. The team looks 
great on performance reports, but post- 
poning essential functions decreases 
productivity in the longrun. 

The critical and discerning indepen- 


because 


dent review unearths this type of activity. 
When digging, reviewers have to think in 
broad terms. Dubious practices often 
point to complex problems. 

For example, postponing essential de- 
velopment may be part of a general lack 
of coordination between users and pro- 
grammers. It could be that neither group 
understands its role. The programming 
team could feel that “those darn users 
can’t explain what they want” and that 
the postponed requirements are outside 
the scope of the original work plan. For 
their part, the users could believe that IS 
provides inadequate leadership in re- 
quirements definition. 

In such messy circumstances, inde- 
pendent reviewers do well to untangle 
and describe the problem and avoid the 
trap of pointing fingers at one side or the 
other. 


Nowhere to hide 

A regular independent review is key to 
supplying an organization with fresh 
perspectives on IS performance. It helps 
prevent the “go with the flow” thinking 


that dominates bureaucracies. 

While independent reviews get a com- 
pany thinking, however, they rarely offer 
operational or management suggestions 
for improvement. That’s why compre- 
hensive reviews are a powerful comple- 
ment to regular independent reviews. A 
comprehensive review, handled by a 
team of insiders and outsiders, isn’t fin- 
ished until there is an improvement pian. 

The people who make up the compre- 
hensive review task force can include in- 
ternal middle and upper business and IS 
managers, other key members of the or- 
ganization and consultants. There 
should be at least one “heavy hitter” on 
the team, an expert with good judgment 
and vast technical knowledge. In addi- 
tion, the team needs an influential spon- 
sor to make sure its suggestions get car- 
ried out. 

The group’s first act is to determine, 
with the sponsor, a mission for the re- 
view. Then it gathers and analyzes infor- 
mation and presents a formal report at 
the end of its work. 

Think of the comprehensive review 


group as the National Guard of IS perfor- 
mance: It comes together to tackle a spe- 
cific problem and then disperses, leaving 
an action plan behind to improve the sit- 
uation and keep it stable. 

The scope of the review can include 
any or all parts of IS. Typical subjects the 
team scrutinizes are strategic planning, 
organizational structure, productivity 
and application development methods 
and tools. A good team is marked by its 
ability to take a subject and consider all 
the angles: technical, operational, eco- 
nomic and political. 

For instance, a comprehensive review 
team might come into play after a routine 
performance review discovers that pro- 
grammer productivity has been dismal. 
The team’s mission is to determine how 
to make programmers more productive. 

While on the surface it appears that 
the problem has to do with inadequate 
programming tools, upon further exami- 
nation, the team learns that coders 
aren't using disciplined engineering 
techniques such as structured program 
design, coding and testing. After discuss- 








How to make IS performance self-examination more thorough 


3y Dan Allen 





he “me” decade of the 
°70s — in which self- 
analysis and self-ab- 
sorption reigned — 
might be over for the 
general public. But 
for information sys- 
tems departments, self-exami- 
nation is still going strong. We 
are more interested than ever in 
finding out how well we're do- 
ing, how well we are performing 

That's because our jobs de- 
pend on whether we're giving 
our businesses what they want 
in terms of technology and staff 
performance. 

Monitoring IS performance 
internally begins with a mission 
statement, which defines what 
IS does. That definition high- 
lights the areas of utmost im- 
portance to the IS staff and the 
business, areas you will focus 
performance measurement on. 

Unfortunately, good mission 
statements are about as rare as 
intellectually stimulating televi- 
sion sitcoms 

A mission statement should 
be the following: 

* Specific in scope. 

* Consistent with senior man- 
agement’s view. 

* Coordinated with the mis- 
sions of other business units. 

¢ Specific about what standards 
it expects for performance 

¢ Well-publicized. 

Here’s an example of a solid 
mission statement: 

IS operates the organiza- 
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tion’s centralized computing 
resources, including certain 
computers, data storage 
devices and telecommunica- 
tions resources. The precise 
definition of what resources 
are “centralized” and our spe- 
cific standards for perfor- 
mance are given in another 
document entitled “Resources 
IS Operates,” the details of 
which we continually review 


with the business. We have 


organization’s success. 

A good mission statement will 
reveal the key areas to concen- 
trate your performance mea- 
surement on. If your mission 
statement says something like: 
“To facilitate competitive ad- 
vantage in all forms of informa- 
tion processing,” you'll likely 
want performance information 
on strategic management, re- 
source allocation and applica- 
tion support. 


to gauge user satisfaction. You 
gather data in this area by put- 
ting a staff member in charge of 
doinga user satisfaction survey. 
It is important to have perfor- 
mance standards in place so 
you know whether performance 
is above or below where it 
should be. If your shop uses its 
CPUs aggressively, the stan- 
dard for CPU use might be 85%. 
Anything below that number 
signifies poor performance. 


; Performance measurement hierarchy 


A hierarchy of measurements can be used to monitor IS performance. The organization’s performance measures 
can be integrated with employee job objectives. 





IS mission 


j 
| 
| 
} 
| 
| 


Example: To facilitate competitive advantage in 


all forms of information processing 
= 
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Resource 
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Application 
support 
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operations 
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Project 
management 
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sole responsibility for allow- 
ing changes to hardware and 
software configurations so 
that changes do 
unexpected results. 
We strive for excellence in 
every aspect, with “excel- 
lence” defined by our contri- 
bution to our 


not cause 


sponsoring 
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These more general areas 
can be broken down into small- 
er measures until you get to 
items so specific it takes only 
one person or a small team to 
gather that data (see chart 
above). For example, one way to 
measure IS performance in the 
area of “application support” is 


aera — Se ! 
| Measures | | 
Example: 


Measure 6 
Example: 
Human 
resources 
| Management 


System 


Da 
Example: 


Cost 


Each measure is subdivided until the bottom measurements can be made directly 


| effectiveness 


| 
| 
| 
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CW Chart: Janell Genovese 


Linking IS performance stan- 
dards to people’s job objectives 
is a powerful way to make sure 
you achieve those standards. 

Everyone should be aware of 
how the shop is doing in terms 
of meeting its goals, so regular 
performance reporis and re- 
views from IS managers are Key. 


Such feedback might consist of 
system availability reports, de- 
velopment backlog status re- 
ports and staff evaluations. 

Informal and _ continuous 
feedback is an effective and in- 
expensive way to ensure that 
performance is up to par. For ex- 
ample, if the members of a pro- 
gramming team and a payment 
processing team are all respon- 
sible for fast, accurate posting 
of payments, the most economi- 
cal way toreport on how the sys- 
tem is performing is in casual 
conversation, say, at lunch. 

Such informal reporting often 
leads programmers to address 
problems even before managers 
know anything is amiss. 

You will likely not see imme- 
diate improvement right after a 
performance measurement 
program is put in place. But just 
sit tight. Give your formal and 
informal reports and monitor- 
ing time to work. You'll notice a 
gradual improvement in perfor- 
mance as staff members find out 
about problem areas and try to 
fix them. 

Measurements spur people to 
action because they show, in 
black and white, what they 
should be achieving. 

Typically, you'll see improve- 
ment in about two or three re- 
porting cycles. After that grace 
period, if you notice things 
aren't getting any better and 
staff members aren’t talking to 
management about problems, 
then take action to get perfor- 
mance to where you want it. « 





In Depth: Performance anxiety 











ing the situation with the programmers, 
the team members uncover skepticism 
toward structured programming. 

What started as a technical problem 
turns out to be a cultural one. Now that 
they have discovered the root of the prob- 
lem, the team can recommend a plan of 
attack for poor productivity. 

In fact, more often than not “soft” fac- 
tors such as culture or politics cause bad 
performance. For instance, in order to 
please potential customers, one vendor's 
sales group opted for some political ma- 
neuvering. It forced so many technically 
awkward customizations into the ven- 
dor’s manufacturing resource planning 


system that the product was full of bugs. 
The system, in use at several of the larg- 
est companies in the U.S., was so unsta- 
ble that certain of the user companies’ 
top executives complained directly to the 
vendor’s chief executive officer. 

Currently, more than 100 program- 
mers and analysts, each of whom has 
been pulled from his regular job for the 
multiyear project, are working on fixing 
the system. 


Two-headed coin 

A good comprehensive review can work 
wonders, but one done poorly can have 
serious repercussions. Bad reviews — 





The test of a good shop 





Deciding what to measure is like de- 
ciding which features to put in a sys- 
tem; every organization has 
different needs. 

However, certain areas — strategic 
management, resource allocation, 
application support, system opera- 
tions and human resources manage- 
ment —tend to be high on many mea- 
surement hit lists. Getting answers to 
the following questions can help you 
go from mediocre to stellar IS and sys- 
tems performance: 


Resource allocation 

Effective resource allocation 
amounts to design work: IS managers 
analyze requirements and trade-offs 
and come up with a solution. Just as 
other design work suffers from poorly 
structured approaches, undisci- 
plined resource allocation yields me- 
diocre systems and service. 

To evaluate resource allocation, 
management can look first to see how 
well IS has defined a structured ap- 
proach, then to see how well the ap- 
proach is implemented. 

* Issenior management involved in 
resource allocation? 

¢ Is there centralized backlog man- 
agement? 

¢ Are there written agreements in 
place between IS and user depart- 
ments, specifying their respective 
responsibilities? 

¢ Are there guidelines for evaluating 
the merit of projects? Do these guide- 
lines describe how IS projects should 
tie to corporate strategy? 


Application software development 
and maintenance 

Software support depends on a chain 
of functions: methodology, personnel 
management, tools, training and 
leadership. At a higher level, it de- 
pends on methodical resource alloca- 
tion. Weakness in any of these areas 
diminishes overall effectiveness. 

¢ Are users satisfied? 

¢ Dowe have astandard, rigorous and 
robust development/maintenance 
methodology? Do we use it? 

¢ Are projects completed within 
schedule and budget? 





¢ Are programmers using disciplined 
techniques? 

¢ Are our computer-aided software 
engineering (CASE) tools integrated 
with our methodology? 

¢ Is our training attuned to our meth- 
odology and CASE? 


System operations 

Good operations are characterized by 
stable environments, decreasing hu- 
man involvement and a consolidated 
data center. Any measurement of sys- 
tem operations performance should 
indicate where a shop is in relation to 
these characteristics. 

¢ How frequent are production prob- 
lems? 

¢ Are there mechanisms for software 
change management? 

* Do operations comply with produc- 
tion schedules? 

« Are operations cost-effective? 

* Do we use automated system opera- 
tions software? 

* How much or how well do we utilize 
resources? 

¢ Is network management in place? 


Human resources 

Keeping tabs on staff helps with re- 
cruiting, training, career planning 
and turnover. 

« Arejob responsibilities integrated 
with the group’s explicit objectives? 
+ Dowe track productivity and perfor- 
mance evaluation? 

* How well does our recruiting pro- 
gram work? 

* What is the turnover level? 

* Do we enable career progres- 
sion/planning? 

* Do we have a training strategy? 


management 
* Is ISintegrated into corporate strat- 
egy from a customer’s perspective? 
* How clear is the communication be- 
tween IS and the organization? 
* Is IS cost-effective? Is it productive? 
¢ is IS structure and staffing appro- 
priate? Why? 
* How well and how quickly does the 
company assimilate new technology? 
* Does IS performance meet stan- 
dards? 








ones that don’t delve deep enough into 
the problem or that don’t explore all the 
angles — can riddle the company with 
half-baked policies that can waste a lot 
of time and cost a lot of money. 

One company I know of conducted a 
two-month comprehensive review to find 
the right organizational structure for its 
IS group. The review group included a 
team of consultants brought on board at 
acost of more than $100,000. The compa- 
ny also added a part-time administrative 
assistant to the payroll to support the ef- 
fort. 

Unfortunately, the recommendation 
for the new structure was not based on 
deep review but on what the IS chief 
wanted, which amounted to a 1970s or- 
ganizational structure. In the setup, the 
data center, application development, 
planning and IS security departments re- 
ported directly to the IS executive. 

Under this reporting structure, IS’ cus- 
tomer respensibility was vague. For ex- 
ample, when a production problem oc- 
curred, customers did not know whether 
to call the data center or applications de- 
veiopment group. 

The comprehensive review dodged all 
of the sensitive political issues involved 
in rethinking the IS setup and took the 
safe course. 


Can’t be afraid of change 

Nothing is sacred when the comprehen- 
sive review staff is trying to rectify a 
problem. But one of the most common 
mistakes comprehensive review teams 
make is thinking the mission statement 
is sacrosanct. No matter how much IS 
management might kick and 
scream, the comprehensive 
review team can’t be , 
shy about suggest- 
ing a change in the 
mission statement if 
it is important to the 
business’ well-being. 

For example, if a 
company is having 
problems with develop- 
ment delays, the comprehen- 
sive review might determine 
that poor developer/user com- 
munication is a _ contributing 
cause. The team suspects that the 
miscommunication is because of the fact 
that the IS department is a centralized 
shop in what is essentially a decentral- 
ized business. Transferring IS staff into 
business units will likely help require- 
ments gathering and clear up misunder- 
standing. 

However, if the IS department’s official 
mission states that it alone is responsi- 
ble for IS personnel, it may balk at losing 
that control 

An ineffective comprehensive review 
team will accept IS’ mission and dodge 
the politically charged issue of changing 
it. Thus hamstrung, the review team can 
only come up with weak recommenda- 
tions with little benefit. 

This company will be stuck in a vicious 
cycle, pursuing a flawed mission and 
pointing to the comprehensive review 
team’s finding for justification. Most dis- 
turbing is that their development delays 
won't get any better. 
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Benchmarking 


Some companies like to round out 
their core performance review pro- 
gram (internal review, indepen- 
dent review and comprehensive 
review) by including industry 
benchmark analysis. 

This approach consists of col- 
lecting data about a group of orga- 
nizations and seeing where yours 
ranks in comparison. 

Keep in mind, however, that col- 
lecting data for benchmark analy- 
sis is a tremendous effort. Normal- 
izing the data (i.e., adjustingit so 
that one compares “apples to ap- 
ples”) can be almost impossible. 

Consulting firm Gartner Group, 
Inc. in Stamford, Conn., advises us- 
ingindustry benchmarking only 
for analyzing broad trends. 
bic 














One part of the comprehensive review 
process IS shops usually underestimate 
is the development of a written report 
summarizing the team’s finding and oi- 
fering recommendations. The report 
crystalizes the team’s analysis. 

Reports contain the following: 

* The review’s mission (why it was com- 
missioned) and who participated. 

¢ Findings and conclusions, presented 
so they support the recommended plan 
of action. Financial analyses fit into this 

section. 

¢ A plan for improvement, in- 
cluding concrete delivera- 
bles, due dates and responsi- 
bilities. 

The report is not 
an addendum to the 
“real work” of infor- 

mation gathering and 
analysis. In fact, a lot of 
the thinking about the re- 
view occurs during the pro- 
cess of putting together a re- 
port. If the report has been 
= done right, it becomes a work- 
ing document — a reference 
manual — during implementation of the 
team’s suggestions. 


Timing is everything 

It’s easy to underestimate the time re- 
quired to perform a comprehensive re- 
view because it is a discovery exercise; 
the team is basically treading into the un- 
known. A well-managed review takes be- 
tween five and 40 person-months to be ef- 
fective. For best results, you should put 
people on the review full time. 

The report typically consumes about 
one-third to one-half of the time of the re- 
view, depending on the number of people 
suggesting changes and the controversy 
surrounding the results. 

Even if an organization is entirely sat- 
isfied with its performance, all functions, 
including management, can benefit from 
a comprehensive review every three 
years. Such frequent review is driven by 
the current pace of innovation in IS meth- 
ods and products. * 
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Who says programmers are dull? 


By Don Burleson 

OUTSIDERS OFTEN 

stereotype computer 

professionals, partic- 

ularly programmers, 

as cerebral whiz kids 
devoid of personality, who find solace 
and companionship in their terminals. 
(Remember the line in Doonesbury 
about the sunscreen that was “preferred 
by nine out of 10 programmers?”’) Only 
those who work with computer people on 
a daily basis can really appreciate their 
uniquely warped humor. 

When I first entered computing, I as- 
sumed this was a profession dominated 
by humorless people wearing white 
socks and speaking in acronyms. As | got 
to know the people better, however, | 
came to realize that this is a field with a 
passion for practical jokes, especially 
ones that involve planting unexpected 
bugs in programs. 


Cat and mouse 

The latest one making the rounds is a 
bug that can be attached to Windows. 
Whenever a Windows pop-up or check 
box appears, this software instructs the 
icon to run away from your mouse. This 
extremely annoying joke makes even the 


most trivial Windows chore an exciting 
video experience. 

But software practical jokes have been 
around for years. Remember the “Cookie 
Monster?” This legendary practical joke 
resided on a disk in an IBM 360 shop and 
would randomly interrupt a user’s ses- 
sion, demanding “Gimme cookie.” Star- 
tled users quickly discovered that when 
they typed “cookie,” the routine replied 
“thank you” and disappeared, relocat- 
ing itself to another disk to avoid detec- 
tion 


When I 

was in college, some- 

one placed a read-protected program 

in the community program pool (a 
shared library where programmers 
could share files), namingit “Runme.” Of 
course, curious programming students 
ran this program, only to discover that it 
would send indecent electronic-mail 


messages to professors with their sign- 
on names attached. 

In my first job, I was introduced to a 
malicious mainframer who hated end us- 
ers so much that he hung a sign on his 
wall that declared, “User is a four-letter 
word.” This guy developed a routine he 
ealled ‘“Flashfinger” that displayed 
Mickey Mouse making an obscene ges- 
ture for 50 milliseconds, which is about 
the minimum threshold of human per- 
ception. At this high speed, users were 
never really sure if they saw something, 
and to my knowledge, Flashfinger still 

resides inside the original application. 


Better call a plumber 
Almost all PC users are aware 
of “Drain,” a practical joke 
that’s been circulating for 
years. Programming prank- 
sters add it to the AUTOEXEC.BAT 
file, and when the PC is turned on, a “se- 
vere error” message is displayed. The 
user is notified that water has been de- 
tected in his disk drive. The routine then 
“spin dries” the disk drive, complete 
with sound effects. Countless calls to the 
company help desk for water problems 
are attributed to this “humor,” and I 
have witnessed programmers collapse 

from laughter after this prank. 

Another popular gag capitalizes on the 
predisposition of end users to enter pro- 
fane words into the relocate field of look- 
up lists. For instance, we’ve been known, 


when coding relocatable lookup screens, 
to add an exit that displays the message, 
“User Jones, I am not accustomed to 
such filthy ianguage,” whenever an ob- 
scene character stringis entered into the 
relocate field. This exit is only invoked 
when the user enters a naughty word, 
and you would be amazed how many end 
users discover this feature. 

As computers become more powerful, 
I’m sure the humor will become even 
more sophisticated and that we will find 
many more creative practical jokes. 

Personally, I still enjoy the old-fash- 
ioned kind. Have you ever taken the mi- 
crochips out of those musical greeting 
cards? Try dropping one into the bowels 
of a friend’s (or enemy’s) display screen. 
It will provide them with days of round- 
the-clock music, playing the same song, 
ad nauseam. It’s amazing how long the 
batteries last on those things. 





Burleson is a database administrator at Thom- 
son Professional Publishing Information Tech- 
nology in Webster, N.Y. 


What's it really like out 

there? Look around you. 
What are typical co-workers like? How are 
1S department meetings really run? Does 
THE GRASS LOOK GREENER FROM SOMEONE 
ELSE’S DESK? IS THERE MORE TOA JOB IN THE 
IS SHOP THAN MEETS THE EYE? SEND YOUR 
OBSERVATIONS — SERIOUS OR OFFBEAT, 
BUT ALWAYS CANDID — TO KELLYE. SEWELi, 
ASSISTANT EDITOR, FEATURES. 














important. 


But as a manager, you also need to con- 
sider the pressing issues of benefits, 
training, turnover and managing costs 


INFORMATION 
HAS ITS REWARDS 


When it comes to the overall picture of 
professional employment, salary data is 


today: 


through strategic staffing. 


The Guide also includes useful information 
on benefits programs, trends in hiring and 
employee retention. 


To obtain this FREE Salary Guide, call 
your local Robert Half office or call toll free 





In USA: 1-800-458-5700 Ext. 161 


You'll appreciate the 1993 SALARY 
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Accountemps® organization that 
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Job close-up 


Unix administrators: Masters of 
technology and communication 


By Leslie Goff 





Unix systems administration is 
one of those information systems 
areas where technical skills take 
a backseat to analytical and com- 
munication skills. 

That’s not to say you don’t need 
technical experience. Unix is a 
highly technical operating system. 
The nature of the beast — a multi- 
user, multitasking operating sys- 
tem — means it is nearly always 
implemented in a distributed envi- 
ronment. 

Unix systems administrators 
who oversee and maintain these 
Unix networks need a combina- 
tion of systems know-how, hands- 
on connectivity experience and a 
can-do attitude. 

Because Unix networks are 
starting to grow in the corporate 
arena — particularly in financial 
services — Unix systems adminis- 
tration is a well-kept secret. Peo- 
ple with this job often get into the 
limelight of high-level IS planning, 
and because their function is so 
critical to maintaining user net- 
works, the pay is handsome. 

Thejob’s appeal is the dual chal- 
lenge of mastering the technology 
and communicating its capabili- 
ties to users. Rob Kolstad, who has 
worked in a variety of Unix-related 
positions, including systems ad- 
ministration, and is currently pro- 
gram manager at Berkeley Soft- 
ware Design in Falls Church, Va., 


likens the job to “being the emer- 
gency room doctor — you have to 
keep the systems running, and you 
have to be prepared for anything.” 

‘Cook and boitle washer is a 
good term for the job,” says Wayne 
Schmidt, a systems administrator 
at Salomon Brothers, Inc. in New 
York. He says he has to make sure 
systems integration — getting dif- 
ferent applications to 
work together — goes 
smoothly. “It’s one of 
the most adaptable IS 
jobs you could have,” he 
says. 

Schmidt oversees a 
network of Sun Micro- 
systems, Inc. Scalable Processor 
Architecture workstations at Sal- 
omon Brothers. He is responsible 
for distributing data, providing re- 
sources to users, installing and up- 
dating software, system security, 
troubleshooting and  mainte- 
nance. 

Schmidt, who was a fine arts ma- 
jor in college, was introduced to IS 
when he accepted a student job in 
the computer sciences depart- 
ment to help him with his artwork, 
which involved computer graph- 
ies. 

“I felt that I didn’t have enough 
computer skills,” he says. “I was 
restricted to beinga user, andI had 
the biases that anyone who hasn’t 
worked with technology would 
have — some fear of what the tech- 
nology can do. So I took the job at 


the computer science department 
and picked [Unix] up as best as I 
could.” 

He received his first formal 
training in Unix at his firstjob as a 
Unix systems administrator at 
Salomon Brothers, where he took 
a course in Solaris. His analytical 
skills were key to landing his posi- 
tion. 

“You need to be famil- 
iar on some level with 
programming, hard- 
ware, aspects of how 
the network is con- 
structed, and if you 
can’t solve a particular 
problem, you have to 

gather enough information for 
someone whose specialty is to 
solve the problem.” 

This could be considered a 
drawback because “when every- 
thing works right, no one knows 
you exist,” notes Sam Aruti, a sys- 
tems administrator at EJV Part- 
ners LP, a financial services com- 
pany in New York. 


What's next? 
Although Aruti says experience as 
a Unix systems administrator 
could serve as a primer for assum- 
ing more responsibility for archi- 
tectural and infrastructure is- 
sues, there is no built-in career 
path from the post. 

“The way the job is structured, 
there’s really no place to go up 
from here,” notes Joe Kaplenk, a 


senior software programmer re- 
sponsible for Unix systems admin- 
istration at Loyola University in 
Chicago. “It’s harder to advance 
than from other positions, such as 
a systems analyst, probably be- 
cause Unix tends to be specialized 
and it demands a lot of attention.” 


Specialist in demand 

The trade-off is that the job pays 
well, especially in the financial 
services industry, where Unix spe- 
cialists are in high demand. Entry- 
level salaries hover around 
$40,000 and can go up to as much 
as $70,000. Salaries can go even 
higher for those in high-leverage 
positions where they are respon- 
sible for making sure a computer 
is never down, and they wear a 
beeper all the time, Kolstad says. 
Salaries on the West Coast aver- 
age about $65,000 a year. 

To earn their keep, Unix sys- 
tems administrators end up put- 
ting in 8- to 12-hour days as well as 
all-nighters and weekends when 
there is a major problem. 

Satisfaction on the job comes 
with overcoming challenges, such 
as when Kolstad successfully 
wired several different buildings 
together under a concrete parking 
lot. “It isn’t really a career goal 
that you wake up and aspire to,” 
Kolstad says. It’s still a vague post 
with no real curricula in colleges, 
noreal specific job description and 
an unclear career path. “But if you 
find that you have a knack for solv- 
ing problems, and management 
recognizes that you’re the person 
keeping people productive,” then 
it just might be for you. 





Goffis a New York-based free-lance 
writer. 





JOB DESCRIPTION: 
Responsible for 
integrating and 
maintaining Unix 
networks and 
applications. 





SALARY: 
$40,000 to $70,000 





EXPERIENCE: 

Three to four years of 
working with Unix; 
software testing and 
evaluation; light 
programming and 
systems development; 
understanding of 
connectivity issues; 
and ability to handle 
hands-on aspects of 
the network. 





EDUCATION: 
Bachelor's degree in 
computer sciences 
helpful but not 
required. Many people 
in this field have liberal 
arts background. 





SKILLS: 

Ability to diagnose and 
analyze problems; 
must be proactive and 
task-oriented; 
thorough knowledge 
of Unix operating 
system; some 
knowledge of Unix or 
C programming, 
networking and 
connectivity. 
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VAX Applications Programmers — 2+ years PASCAL, Assembler, — pg capt _. for corporate stability, technical challenge, and con- 


or C. Knowledge of telecommunications and data communications sign & ¢ ‘ tinual career growth, you can contribute to our 
_ negration ot hw. vw. ‘siw & d/ ; : : 
ORACLE/UNIX DBA —2+ years Orocle/UNIX and relational and came aoe nae companies. Bring us your talents and experience, and 
object-oriented DBMS. Experience with Premise-relaied operating system ey: a Soence, § god get ready for growth with CPU. 
software including UNIX (both SVR4 and AIX}, OS2, and VOS. as Sore 6 5 yr. 
, nen ystems AralysvCon SOFTWARE ENGINEERS 
ms canon DBC ps 3+ yeors IMS DB/DC we remy gg para a wiafbase design & MS WINDOWS DEVELOPMENT, 
ee Hee eee “ing UNIX, Oracle/VMS, TERADATA, goa ORS. AORBASY C, SUN, UNIX, GUI and SOFTWARE DIAGNOSTICS 
ybase, an esired. 
’ BOL siw. “Employer paid ad C, ASSEMBLER, Real Time on 8051 Embedded Processors 
Data Engineer — Dalc modeling, strategic Dala Planning, Sysiems E.O.E. Send resumes to: —_ VAX/VMX, RDB Expert © Senior PLC System Designer 


» : F : Woodward Ave., Rm. 415 
lanning, and Development Methodologies. 3+ years experience using troit, Mi 48202. Ref. No: 7693. BUSINESS SOFTWARE PROFESSIONALS 
Oracle/UNIX, and other RDBMS. Experience with Case Tools, Leverage, Gon. Cunt: Sageert Tap. - ADW ® ASSET © AS/400-RPG # FOCUS * LANSA 
eieeinegies <8 Seas Gs Golcmes guche. NATURAL 2 © NOVELL CNE'S and CNI'S « ORACLE ¢ PROGRESS 
We offer competitive compensation along with mony other plang mage Ag wing poet SYMIX ¢ SYNON @ SYSTEMATICS EXPERIENCE 
benefits. If interested ond quolified, please send your resume to: CMS, pty gg | WINDOWS DEVELOPERS 
American Airlines, Inc., MD 401, Dept. 3193-CW, P. O. Box O78. _wienooriile 
582809, Tulso,OK 74158-2809. ers, or eat. mp. 9 Call Bill Rudd, Joyce Mosetic or Julie Endlich at 
roach pes od pba 414-225-4000, or call 1-800-527-8462 for Mil- 


at must nl ADABAS, waukee, Madison, Appleton or Green Bay positions. 


AmericanAirlines caues ae Gee ee You may also send your resume in confidence to: 
or CPU, Dept. CW-0215, 732 N. Jackson St., Mil- 
An equal opportunity employer, © 1993, American Airlines, Inc. 203. Or ’ waukee, WI 53202. Fax: 414-225-4011. Sorry, no 


7 entry-level positions are available. We are an equal 





software consulting with a wide variety of successful 









































opportunity employer. 
DON'T DREAM THE LIFE, | 
LIVE THE DREAM!!! 


4 Flonda. with gentle winds bending the 
Hatching Talent y ES palms and an average temperature of 
To Technology... — f 72°. is one of the finest places to live and 
Coast To Coast work 
AMD Consulting Services is experiencing 
phenomenal growth. Our customers 
Florida's premier information processing centers, 
* ACMS, RDB, VAXSET have immediate needs for professionals with ex- 
© CICS, COBOL, HEALTHCARE OR INSURANCE perience in any of the following 
29s) nae é * COBOL, PLI, ALC, RPG3, °C”. CICS 
< RALLY RDB. SQL LO * FOCUS, ORACLE, INFORMIX see ' 
° VISUAL =. Pit < te * DB2/SQL. IDMS, M204, IMS Seeking Programmers, Designers, Administrators etc., with the following: 
; s ie. * TANDEM COBOL, TAL, PATHWAY en sanais ATUB: _ * 
a * DEC/VAX, UNIX, AIX, OS2. PICK HOGAN TPF NATURAL li XW INDOWS 
AS/4 * PAC BASE, MCCORMACK & DODGE SAP OS/2, PM UNIX SMALLTALK 
© HONEYWELL DPS 8, GCOS 8, COBOL it's your move, make it the RIGHT ONE DB2 MICROFOCUS INFORMIX VISUAL BASIC 
AMD csP TESSERACT STARSERVER PYRAMID 
X.400, X-500, PSI (X-25 eee ee ee CICS DIS/METAPHOR CH WALKER 
© UNIX DRIVERS IPC, TCP/IP, DQ (PAMS) 2 ag ale : SRS 
+ ORACLE DES DESIGN, U Uh, © C Sal —— Hr 7 rt pe PLI ADABAS SYBASE LAN/WAN 


°C OM EC TIONS Other positions are also available. Opportunities throughout the U.S. 1-800-537-1132 
X-WINDOWS, UNIX rs 
> ADA AKA UN OR ope RAS Structured Logic Company, Inc. 
© PC NFS, NOVELL, MS WIND UNI 330 Se 947. 9.947: 
wenth Avenue, 1\th Floor, New York, NY 10001; 212-947-7510; Fax: 212-947-9338 
parrot in | | Technology Consulting, Inc. is a dynamic and 39 East Honover Avenue, Morris Plains, NJ 07950; 201-829-0770; Fax: 201-829-0199 
Two Keewaydin Drive Salern, NH 03079-4875 Cope: growing Sof tware Development 210 Little Falls, Suite 204, Falls Church, VA 22046; 703-237-2107; Fox: 703-237-3563 


1800-998 CSI 1 (2741) * 603-893-6776 * Fax: 603-8934208 Com with challenging assignments. Our 95,5. 955. 
) x ae cbt conanumyy needs wae 2470 Windy Hill Rood, Suite 264, Atlonto, GA 30067; 404-955-1714; Fox: 404-955-1734 


|| C/UNIX/SYBASE/ORACLE 

SENIOR PROGRAMMER |——— || #3000 “oC /0e2 _—AS/400__ 
e r) / ° 

*ADABAS/NATURAL 2 eADW/IEW/IEF ee 

°MS WINDOWS *DEC/VAX/BASESTAR 

“CLENT SERVER/LAN/WAN «ES Ws or « fling, gutems tnngmier i ctemierer testy. | | | 

tay 7 etitive salaries, sipractive rosea nigh —— Bs — i 

pve lly path ae aa istance. Sree with experience in the following areas: te) 3) = L 204 


TSi= 2 erase” Semen 
cong "SomarentConract 

1800 Meidinger Tower, Louisville, KY 40202 pens Bogs gtiaaaepalieemnatieapaencsaraniinons E.S. RANDO ASSOC 

ence and qualifications. rep (502) 589-3110 FAX (502) 589-3107 CEDALIONSYSTEMS, INC. : 


1300 Charlotte Plaza Charlotte, NC 28244 Fax (704) 335-7300 
erworid, Box 9171, Manos Member NAACB sh io " 508-658-4650 FAX 
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<IBE€R coast toc 


OAST 


CIBER, Inc., one of the largest data tse professional services firms, has current 


openings available throughout the U.S 
ATLANTA: AS400/SYNON/COBOL 
————_ D&B SOFTWARE 

OS/2, PM 

AUSTIN: SMALLTALK, UNIX 

———"._ 06/2, PM, C++ 

CHARLOTTE: 


DALLAS: 


Os/2, PM 

ORACLE DBA'S 
C++, OOP: 

D&B HR PACKAGE 


DENVER: C, UNIX-RDB 
————_ DB2, IMS DB/DC 


HOUSTON: AS400/COBOL 
———————~__ POWERBUILDER/SYBASE 
KANSAS AS400/COBOL 

CITY: DB2/COBOL/CICS 


MICHIGAN: IMS DC/DB2 


ORACLE 6.0 


OHIO: 


ORLANDO: 


PHOENIX: 


PITTSBURGH: 


SACRAMENTO: 


TAMPA: 


TANDEM 
C, C++, OOPS 


C, UNIX 
CAD/CAM 
IDMS, IMS 


IMS DC/DB2 
DB2/CICS, HOGAN 
COBOL-BANKING 
aaa 


ORACLE 6.0/7.0 
COBOL-BANKING 
OB2/CICS 

IEF ANALYSTS 


SAN HP, IMAGE, POWERHOUSE 
FRANCISCO: 


ORACLE, SQL FORMS 


IMS DC/DB2 
COBOL 1I/DB2 


These are just a few of CIBER's current needs. Please CALL, FAX OR MAIL your resume 
to our headquarters or contact any of our 16 offices. Don’t hesitate! Relocation assistance 


is available 


4100 E. Mississippi Ave 


1-303-782-0820 
1-800-669-0401 
1-303-782-4782 Fax 


Suite 1410 
Denver, CO 80222 
ATTN: National Recruiting 


Equal Opportunity Employer 


‘Technic 








World-Class 


Opportunities 
Throughout the U.S. 


and England. 


programming of any of the following: 
* BAL 


¢ OS/2 Development 
* OS/2, C, PM 
¢ MVS Sys. Prgmr. 


AGS, a NYNEX® Company, is a recognized leader in the design and 
implementation of applications and systems software. We employ 
over 2,500 computer professionals in 50 offices in the U.S., Canada 


We currently have opportunities for computer professionals who are 
eager to begin a world-class career by joining a group of AGS's top 
performers. Immediate opportunities exist for professionals with at 
least one year of experience in the design, development and 


* IDMS/ADSO 

* IEF (BAA/BSD/Constr.) * UNIX*, C++, OOD, OOP 
* IMS DB/DC 

* AS/400, RPG III, COBOL 
* UNIX, Windows, GUI 


AGS offers competitive salaries, an excellent benefits package 
including medical and dental coverage, relocation assistance, 
training, tuition reimbursement, a 401K savings plan and more. 
Please respond and indicate geographical preference to: 





A NYNEX.Company 


An Equa! Opportunity Employer M/F/H/V 





National Resources Manager 
AGS Information Services, Inc. 
1139 Spruce Drive 
Mountainside, NJ 07092 
FAX: 908-654-9794 


*UNIX is atm of AT&T 


Anzona California Colorado Connecticut Delaware Florida Georgia Illinois Indiana Maryland Massachusetts 
Michigan New Jersey New York North Carolina Ohio Pennsylvania Texas Canada UK 














al Openings in § 


Saudi Arabia 


DISCOVER A 
NEW WORLD 
OF CHALLENGE 


Technology. Systems. Solutions. People. 
These words define the business and 
culture of BDM Federal, Inc., a premier 
professional and technical services firm. 
Experience the BDM opportunity now, as 
part of our growing team in Riyadh, Saudi 
Arabia. Immediate openings await the 
following degreed professionals: 

These positions 
require a Bachelor's 
degree or equiva- 
lent with 10+ years 
practical mainte- 
nance experience to include five years 
with an automated logistics system. Your 
background should demonstrate strong 
analytical and problem-solving abilities, 
excellent organizational and communi- 
cations skills, and familiarity with USAF 
procedures related to maintenance of 
automated logistics. USAF flight line or 
industrial aerospace manufacturing 
experience is strongly preferred. 


IBM DB/2 
Programmers 


Data Processing 
Systems 
Analysts 


We are seeking 
individuals with 10 
years experience 
programming for 
financial and busi- 
ness systems. Hands-on experience with 
DB2 in an MVS environment is essential. 
You must possess six years in program 
analysis and design with three of those 
years focused on managing application 


development tasks or projects. Knowledge 


of TSO ISPF/PDF, JCL, SQL, system 
design reviews, and feasibility studies is 
also sought. Oracle CASE Tool experi- 
ence is highly desirable. 

Fifteen years data 
Network Data communications 
EUS experience is 
Specialist required to include: 
10 years with HP 
equipment and software (MPE/XL) and 
five years in the design, planning, imple- 
mentation, and maintenance of X.25 
packet switching networks connected to 
multiple systems (HP/IBM/V AX) and 
protocols. In-depth knowledge of Local 
and Wide Area Networks utilizing an 
X.25 cloud, with special emphasis on 
operating system tuning, is also required. 


Oracle/COBOL 
Programmer 
Analysts 


We seek individuals 
with at least 10 
years experience 
programming for 
large-scale, data- 
base-oriented, business or military data 
processing applications and automated 
systems. Hands-on experience with HP 
MPE/XL, HP MPE/V, QUERY, IMAGE, 


VIEW, POWERHOUSE, CASE Tools, 
4GLs, Oracle, COBOL, JCL, PROTOS, 
ADAGER, QEDIT, and/or SUPERTOOL 
is a must. Thorough knowledge of sup- 
ply/maintenance policies and proce- 
dures (especially related to FMS 
programs) is desired. 


HP Quality 
Assurance 
Specialist 


This position 
requires at least 10 
years experience 
programming and 
analyzing logistics 
systems, particularly USAF systems, with 
five years experience using HP MPE/XL, 
QUERY, IMAGE, VIEW, POWERHOUSE, 
COBOL, JCL, PROTOS, ADAGER, QEDIT, 
and/or SUPERTOOL. Candidates must 
be familiar with automated accounting 
maintenance systems, supply mainte- 
nance policies and procedures with an 
emphasis on FMS programs, and U.S. 
quality assurance mil-standards. General 
knowledge of maintenance, procure- 
ment, and finance is also sought. 

At least seven years 
application develop- 
ment experience to 
include three years 
with C++ and Oracle 
programming and extensive knowledge 
of dBase III and IV programming in a 
network environment is required. Candi- 
dates must also be familiar with training/ 
user support on PC-based applications, 
Advanced Program to Program Commu- 
nications (APPC), and Local and Wide 
Area Networks (both hardware/software). 
Familiarity with spreadsheets, graphics, 
word processing, Windows 3.0, and 
other PC utilities is desired. 


Oracle 
Programmer/ 
Analyst 


These are accompanied assignments 
with housing, transportation, and liberal 
benefits provided. Plus you'll be part of a 
world-class team that offers exciting 
opportunities in many technical disci- 
plines. If you qualify and seek a reward- 
ing overseas challenge, please send vour 
resume to: BDM Federal, Inc., Dept. 
CW-293, 1501 BDM Way, McLean, VA 
22102. An equal opportunity employer. 
U.S. citizenship is required. Subsidiary 
of BDM International, Inc. 





4 
A BDM Internationa! Company 
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EXCELLENCE IN 
SOFTWARE CONSULTING 


We're the Registry, a dynamic, rapidly growing software consulting company dedicated to excellence 
Our solid reputation is built on our Commitment to understand and meet the needs of our clients and 
consultants, and to provide superior service to both on a day-to-day basis. 


oY 


Atlanta, GA oes, 








(800) 248-9119 FAX (617) 527-8805 
NERBUILDER © MUMPS # TELON/IMS/DB2 © 





_ (800) 255-91 19 FAX (404) 257-0566 
x * ORACLE DBA/UNIX ® SYBASE © 
SUICe++ « MS-WINDOWS/NT 
Contact Cave (0 248-91 19 FAX (617) 527-8805 
V2 MS WINDOWS, C++ * POWERBUILDER 
YBASE DBA ® X- X-WINDOWS. MOTIF 
f (800) ™ 9119 FAX (312) 558-1388 
AOTIF S/C * FLASHPOINT * OBJECTVIEW ® 








Saat Chak (216) 328-9900 FAX (216) 328-9338 
E SYNON ® EDI » INFORMIX * DUN & 





A... 338-9119 FAX (919) 544-9668 
DBAVUNIX © UNIX/C++/SMALLTALK © 
POWERBUILDER * OMNIS 7 ® UNIX/SAS 
om 747-1000 FAX (804) 346-0510 
PROG © X-WIN/MOTIF/VMS * DB2/APS © 


ay Ges 





itdallelaleMa Za Contact: Skip 


R/IMS « C+4/ORACLE ® SYBASE/AIX/C 


TSE Me hae contact: Sue 19149379119 FAX (914) 937-3314 
POWERBUILDER/SYBASE * GUPTA/SOL/PATHWORKS © ORACLE © 


NIX/C © IDMS/DB2/COBOL Ii * ED 
TUM aelaticemeaawy Contact: Mike 


Washington, lay | 





= 248-9119 FAX (617) 527-8805 
)RMS 2.3/APP. FOUNDATION * VAX/C/RDB 
A ASE INGRES * NETWORK MGR/PCSA 
_ (800) oe ” 19 FAX (703) 790-8467 
X/C++ # SY MUMPS © X-WINDOWS 








Find out what it’s like to consult with a company that’s building long-term 
relationships based on quality, strength, integrity and vision. 


The Registry y 
189 Wells Avenue, Newton, MA 02159 4 


(617) 527-9119 FAX: (617) 527-8805 


Member NACCB An Affirmative Action / Equal Opportunity Employer 


The Registry 











Elite Consulting 
Team at Eagles 
international. 


Eagles is a recognized leader in IE 
consulting, specializing in method- 
ology development and the IEF 
and ADW CASE Tools. 

Major corporations call on Eagles 
to provide IE life cycle consulting 
including ISP, BAA, BSD through 
Construction, Model Management 
and Encyclopedia Administration. 

With Eagles, you'll have one of 
the finest compensation plans in 
the industry: salary, bonus, com- 
mission and benefits. 

Domestic and international 
positions are available now. 

Mail or fax your resume to: 


EAGLES INTERNATIONAL, INC 
15851 Dallas Parkway, Ste. 501 
Dallas, TX 75248 
Voice:(214) 450-5900 (800) 800-6785 
Fax:(214) 450-5901 


























CAREERS IN THE 
FLORIDA METROPLEX 


Jacksonvilie 


TPH/ALCS 
SPECIALISTS 


Due to increased customer support 
requirements, the Amdahl Airline Sup- 
port Centre has openings for TPF/ALCS 

| specialists at locations in Europe, North 
America, and the Pacific Basin. Appli- 
cants must have a minimum of five years' 
experience in TPF/ALCS environments. 
Preference will be given to applicants 
who are multi-skilled. PC skills will be 
highly regarded. 





Oriando 


Ft Lauderdale 
% 
South Fionda 


Looking for a career move with growth potential? Enter one of the 
country's fastest growing job markets without sacrificing previous 
career accomplishments. Plus live, work, and play in one of the 
most enjoyable climates anywhere! 


DB2/SOL 
CICS/COBOL 
BATCH COBOL 
iMS/DB/OC 
ORACLE 
IOMS/ADS-O 
PACBASE 


C++ orc AS400, RPG400 
X-WINDOWS/GUI AS400, COBOL 
CLIENT SERVER AA FOUNDATION 
INTERFACE 
ARCHITECT 
CASE TOOLS 
\EF/ADW 


These positions may involve significant 
AADCS international travel. 
PATH/SCOBOL 

TANDEM/TAL 
TANDEM/MVS 


Initially, the terms of the positions will 
be on a contract basis. Full-time employ- 
= ment may be offered after the initial 
contract period 





Please mail your resume for consideration to: 
COMPUTERPEOPLE, Dept 528 
12225 28th St. N., St. Petersburg, FL 33716 “Serving the Tampa Bay area” 
813-573-2626 - 1-800-329-2626 - FAX 813-572-1153 
9116 Cypressgreen Dr. Jacksonville, FL 32256 Serving the Jacksonville area* 
904-738-3045 


For immediate consideration, please 
send resumes to: Tom Flynn, Manager 
Airline Support Centre, Royal Domain 
Centre, 380 St. Kilda Road, Melbourne, 
Victoria 3004, Australia. FAX 
011-61-3-2707878. Amdahl is proud to 
be an equal opportunity employer 
through affirmative action. 


amcahi 


3265 Meridien Pkwy., Ste.122, Ft. Lauderdale, FL 33331 “Serving South Florida” 
305-384-0098 + 1-600-777-8603 
20 NW. Orange Ave. , Sulte 1400 , Orlando, Fl. 32801 “Serving the Orlando area* 
407-236-9706 + 1-800-299-0953 - FAX 407-843-8153 
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C SYBASE ali ivis 

O NeXT all Ivis 
SMALLTALK V 

N —- 


Ss} VERTEX 


Y 00 OOPS/OODIC+4 

XWindows 

T UNXC 

A SUPRA/MANTIS 
C/C++/PASCAL 

N ORACLE Progrs 

T SQL Windows 
COBOL II 

S MSWindows 

COMSYS Is lookin 

}for the above computer 


professionals. Send 
your resume to: 











PACBASE Contracts 


We offer immediate 
PACBASE positions in 
Columbus and Texas. 
Experience in the following 
areas expected: 

* IBM Mainframe 

* MERISE Methodology 

* PACDESIGN CASE 

* PACBASE 4GL 

* Relational Databases 


Positions require a minimum of 
three years as a Programmer/ 
Analyst. Please feel welcome 
to forward your resume to: 
CWL- 0215, P.O. Box 2515, 
Columbus, Ohio 43216. Equal 
Opportunity Employer. 














SAUDI ARABIA 


ASI P/A 
IMMEDIATE NEEDS! 


OS/2 LAN, Database Support 
OB2 DBA 
MVS/ESA/XKA 
Systems Programmer 
RACF SUPPORT 
DB2/TELON P/A 


ROBERT SHIELDS & ASSOC 
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Programmer/A\ 
TX client sites) 
program, test, and imple- 
ment financial 
tems __usil 


st (Houston, “aatglony— ENGINEER - 
devel- , Bam-Spm, $43, 


u! 
R400 and gy op arg 
com 4 
puters. 40 hrs/wk, f 4 yes. expr. in job offered or 
expr. as Systems st 


[ag nen Commis- 
sion Building, Austin Tex- 
- rere. yt 6687867. Ad 
aid by an Equal Employment 
Opportunity Employer 





resumes \ 
Ave., Rm. iis, Dewalt, Mi 4820 
Ref. No: 3993 





COBOL, PATHWAY, TAL, 
SCOBOL,C, SQL,X.25 


STRATEM 


TEL (212)967-2910 

FAX (212)967-4205 
124 W. 30th St. Suite #302 | 

New York, N.Y.10001 
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Software 
Professionals 
sooth pata tte Som 
immediate needs for any of the 
following: 


Charlotte, NC 
(800) 521-8077 





_ Computer Careers 








Midwest | 








Dun & Bradstreet Software offers rewarding 
opportunities in an innovative client/server 
environment for technical professionals who are 
looking for new and exciting challenges. Explore 
the following positions and join the world’s 
leading software provider for financial, human 
resources, materials management, and 
manufacturing applications. 


Technical Support Analysts 


This is your opportunity to provide direct 
telephone support for our client/server, financial, 
human resources, logistics, or manufacturing 
customers. It is essential that you have the 
capacity to support multiple applications or 
technologies and be able to es se the 
underlying technical architecture of our 
software. Candidates must have a high level of 
understanding of client/server technology and 
experience with either Sybase or Powerbuilder 
development/support, networking applications 
support, or UNIX or OS/2 administration. 


Technical Software 
Engineers 

Develop client/server applications in Human 
Resources, Financial, or Logistics. Must have 

2 years of Windows programming experience. 
Powerbuilder, Sybase and/or relational database 
experience a plus. 

D & B Software offers a challenging work 
environment, recognition for achievement, and 


a comprehensive s. and benefits e. 
Send resume in confidence to Dun & Bradstreet 
So 3445 Peachtree Road, NE, Atlanta, 


GA 30326, Attn: 11th Floor Recruiting. 
Principals please. 


An equal opportunity employer M/F/D/V. 


DsB SORTW IAT) 
JUL 1 VYYAAL 





{ Because Your Future | 
is our Business 


M.S. International is one of Michigan's oldest 
and most respected consulting firms. For over 
21 years our data processing and engineering 
professionals have provided services to Fortune 
500 firms including the major automobile manu- 
facturers and suppliers. 


We are enjoying exceptional growth, in both our 
Michigan and Louisville, 


a permanent posi 
per a available opportunities include: 
* IMS DB/DC DB2, COBOL 
* IMS DB/DC, COBOL 
* DB2 COBOL, FINANCIAL INSTRUMENTS 
* DBA-IMS DB2 
* DATA ADMINISTRATION-DB2 
* IDMS-R, COBOL, CICS-ORDER ENTRY 
* FOCUS or RALLY 
¢ SYSTEM ADMIN - UNIX or OS/2 or DOS 
* Cor C++, GUI, Snatch gear 

* ORACLE, FORTRAN or C, VAX/VMS or UNIX 
* DBA-ORACLE 
. PROECT LEAD-ORDER ENTRY 
Call our Departrnent at 1-800-860-3377, 
or forward your resume to: MIS 
Corporate Headquarters, 445 Enterprise 

loomtield Hills, Mich ; 
Equal Opportunity Employer. 


nS 


\. - 











ORACLE 





HOGAN RPG 

















SYBASE 














IDEAL 


CICS 


























DB/2 SCOBOL 
































wk, 

8-5, ao saeatine & one 
figure tion are for 
machine control of document Financial Systems 
handling machines. implement | Dev Analyst 
new methodologies for | for major global bank, C’ 
prea RI gt work wi/traders, modelers, & 
tions. Write diagnostic tests to | ers thru full SW design 
isolate communication fail for trading & risk mgmt 
between external machine of ative instruments; assist 

& application in sales & marketing i 
User-interface development L 9, 700/ 














Vv 


rE. 
tough. 


DDA symbolizes 
X) Credibility 
X) integrity & 
X) Leadership 
not just in the 

secondary market, 

but everywhere in 
the DEC world. 


Join DDA Today! 
1-800-332-1130 


oo 
cr 


AO 
107 1/2 S. Main, Chelsea, Mi 48113 








si currency, equities & int rate 
past use of @ process control pron ays TO tte 
system. 6 credit hours in digital iKder on RT conguter in an- 
communication related Courses. | sisting & support of production 
Apply at the Texas Employment sales & marketing efforts. Send 
Commission, Arlington, Texas, resume to HR. 101 N. Wacker, 
J.0. #6843542 or send resume | Suite CM 403, Chicago, IL 
to the Texas E — 60606. Equal Oppty Employer 
a 78778, anes 
Ad Paid by an 
ment Opportunity Emioyer. 

















Southeast 


Computer Consulting Group, has 
immediate openings on its south- 
east consulting staff for talented 
Programmer/Analysts. We're es- 
pecially seeking 


* IMS or CICS or DB-2— 
* APS or CSP 
+ IMS (BANKING) 
° UNISYS 1100/2200 
2 ORACLE or INGRES 
” SPECIALIST 
* POWERBUILDER 
Computer 
Consulting 
Group 


Contract Professional Services 


ATLANTA 
SOUTHEAST 


BR: ANNON 
TU It LY 








4109 Wake Forest Rd. 
Suite 307 
Raleigh, NC 27609 
1-800-222-1273 
FAX (803) 738-9123 
Member NACCB 








ee Committed to 
sme Excellence 





SHL Systemhouse is one of the largest systems 
integrators and outsourcing organizations in the 
world. We are also the world leader in Client/ 
Server consulting and development (source: 
Gartner Group, inc.). We currently need dynamic 
professionals to work on projects using: 

C, C+ +, CLIPPER, COBOL, DYL280, FORTRAN, 


IDEAL, INFORMIX 4GL, NATURAL Ii, POWER- 
HOUSE, PROTEL 





AIX, HP-UX, ULTRIX, UNIX, MVS, OS/2, MS-DOS 





ALLBASE, DB2, DBASE, GEMSTONE, IDMS, 
INFORMIX, INGRES, ORACLE, POWERBUILDER, 
SYBASE, UNIFACE 





MSA, PEOPLESOFT, TESSERACT, CYBORG 
MM3000, PM3000, SPEEDWARE,PROTOS 
GUI, JYACC-JAM, OOD, WINDOWS 





DATAMODELING, SYSTEM ARCHITECTS, CNE 
Systemhouse is committed to excellence in its 
relationship with its employees and clients. We 
offer an outstanding benefits package, and the 
opportunity for rapid career growth. Send your 
resume today to (ref. CW293): 


Systemhouse, Inc. 
113 Edinburgh South, Suite 104 
Cary, North Carolina 27511 
PH: 800-525-2927 FAX: 919-467-7688 


We are currently seeking individuals 


competitive compensation packages. 
For an immediate response, please call us! 





with expertise in any of the above 
areas. Opportunities are both long 
and short term and include 


Pittsburgh Business 


Consultants, Inc. 
411 7th Avenue, Suite 1401A 


Pitt sburgh,,PA 15219 
phone: (412 391-0714 


fax ee ‘047 8 




















Pro*C Forms Unix 
TEAM Information =SS_S = == 
Services has = = 23 SE 


several immediate 
openings in Florida, 
the Carolinas and 


P.O. Box 952333 
Lake Mary, FL 32795 


800/676-TEAM 
407/324-8566 (fax) 











Atlanta. Menkes MACCE 











os 


(te 


data processing 


DATABASE 
ADMINISTRATOR 


Enjoy involvement in ail aspects of 
Database Administration in this high- 
profile role with Harris Bank. As one 
of Chicago’s preeminent financia! 
institutions, we maintain a non-stop 
commitment to leading-edge infor 
mation management systems. Our 
Database environments include IMS, 
DB2 and Sybase used to support 
IBM MVS mainframe and client- 
server applications 


To qualify, you must have a BSCS, 
or the equivalent, and at least 5 
years experience as an IMS DB/DC 
Database Administrator. An ability to 
perform all aspects of Database 
development and production support 
effectively and peg yomery iY is a 
must. We require at least ears 
with JCL and 3+ years with COBOL 
and ISPF proficiency, as well as 
strong communication and analyti- 
cal skills. At least 2 years of CICS 
experience is a plus as is some PC 
exposure. The dedication to work on- 
call and support disaster recovery 
testing is essential. 


In addition to a dynamic working 
environment, we offer you a profes- 
sional challenge, a competitive 
salary and benefits package. For 
consideration, please send your 
resume and salary history to: 
HARRIS BANK, Personnel 
Dept./BFT4325, 111 W. Monroe 
St., P.O. Box 755, Chicago, IL 
60690. An equal opportunity 
employer m/f/d. 


HARRIS 
BANK 


Move Up To The Banking Lion 


h 
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Computer Careers 


Regional Scope 


ATLANTA 
SOUTHEAST 





All of the usual challenges — 
None of the usual solutions. 
Consulting for KnowledgeWare 


When it comes to providing answers for today's complex busi- DB2 IMS DB/DC eine 
ness problems, here's a company that’s developing sophisticated ants oven imcsaee 
solutions with full force. KnowledgeWare, one of the country’s 
leading vendors of highly advanced application development tools, OS/2 PRES MGR lEF 
is reshaping itself to better support theindustry’s needs as well as EIS/LIGHTSHIP DIS/METAPHOR TESSERACT MILLENNIUM 

e ro —— customer — By ae in 4680 POS INSTALL/1 DBS (M&D) FOCUS 
sophistice roduets, methodologies consulting and training 
services, hae positioned better than ever to protect and enhance er ee staan _ 
v customer's CASE investment. If you have a technical back- as MACINTOSH 
nd, business savvy andha mind for creative thinking, you'll 
reciate KnowledgeWare’s entrepreneurial environment, which 


s anything but usual, 


In our growing ADSS (Application Development Solution UNIX 
Services) Division, you can enhamee your career and expand your 1. + ys. in UNIX Syst. Admin 
na] r > > > . } > 7 vp't 
personal horizons. Our business experts must have a minimum of J es a 2. 2+ yrs. in C+ 
OTE PER : ail . Genco (IR : CPi - PHOENIX CPi - FLORIDA CPi - CHARLOTTE 3 24 ys. n nk Protocol/Motit/ 
five years extensive practical application experience main 10040 N. 25th Ave., Ste 118 | 100. Sample Rd., Ste 310 | 129 W. Trade St., Ste 410 Fad. 
frame, AS/400, UNIX, client-server) and excellent oral and written Phoenix, AZ 85021 Pompano Beach, FL 33064 Charlotte, NC 28202 4. 5+ sn in Oracle ROBMS 
communication skills. Previous experience with PC/DOS, OS/2 Contact: Jason Singer Contact: Shirley Senecal Contact’ Ed Bales 
nd CASE is desirable. Approximately 80° 602/870-1496 305/785-7308 


704/334-8303 
602/870-1295 Fax 305/785-3315 Fax 704/334-8032 Fax 


COMPUTER PROFESSIONALS : 
BRANNON 


CPi, has recently been awarded iong-term project assignments with several of our Fortune GT ULLY 
500 clients. Excellent positions and immediate opportunities currently exist in muitiple 
locations. if you have experience in any of the following areas, we can offer the best 
hourly or salaried compensation and incentives in our industry. 

AS/400 JD EDWARDS 


ADABAS UNIX/SCO UNIX 


MOTIF 
NAVIGATOR 
PEOPLESOFT 





TEK 


TELECOMMUNICATIONS SERVICES 


Programmer/ 
Analysts 


Current positions also exist for DBAs, Systems Programmers and Technical Writers in 
support of our ongoing systems development and outsourcing contracts. If you would like 
to explore these immediate opportunities with one of the fastest growing software and 
consulting firms in the U.S. contact us at one of our locations. Call or send your resume to 
one of the offices listed below 





Prefer candidates w/following: 


travel is required 1. AT&T's Display Construction 


In retum, we offer a competitive salary, comprehensive benefits 


2. AT&T's Platforms: Rapid and/ 
and the opportunity for career advancement in a rapidly growing 


or AP and/or Base Worx 

3. AT&T's Total Network 
Surveillance (TNS) 

4. AT&T's Switching Control 
Center System (SCCS) 

5. Tandem Integrity S2 UNIX 


CPi - RTP CPi - ATLANTA 
2000 Regency Parkway, Ste 149 |11 
Cary, NC 27511 
Contact: Neil Aldridge 
919/467-9088 
704/334-8032 Fax 


CPi - NATIONAL 

00 Abernathy Rd., Ste 1105 | River Hills Conf 

Atlanta, GA 30328 54 Marina Rd 

Contact’ Sarah Draper Lake Wylie, SC 29710 
404/393-8100 Contact: Cindy Callahan 
404/393-8111 Fax 803/831-9111 
803/831-9221 Fax 


* 
| 


and exciting company. If you are an energetic and self-motivated 
profession: l, we're ready to leam more. Send your resume to 
KnowledgeWare, Inc., Attn: HR/ADSS, 3340 Peachtree Road, NE, 
Atlanta, GA 30326. An Equal Opportunity Employer, M/F/D/V 
No phone calls or agency inquiries 


& KnowledgeWare’ 


p. 
6. Fault Management exp. both 
XX7 and Switch 


Mail/Fax resumes to: 





8575 W. 110th St., Ste. 324, 
Overland Park, KS 66210 
913-469-5775 
Fax: 913-469-5512 






































Results. 





Dun & Bradstreet Software offers rewarding 
opportunities in an innovative client/server 








A ** * * OPPORTUNITY FOR 


environment for technical professionals who are 
looking for new and exciting challenges. Explore 
the following positions and join the world’s 
leading software provider for financial, human 
resources, materials management, and 
manufacturing applications. 


Technical Support Analysts 


This is your opportunity to provide direct 


telephone support for our client/server, financial, 


human resources, logistics, or manufacturing 
customers. It is essential that you have the 
Capacity to support multiple applications or 
technologies and be able to understand the 
underlying technical architecture of our 
ftware. Candidates must have a high level of 
understanding of client/server technology and 
experience with either Sybase or Powerbuilder 
development/support, networking applications 
support, or UNIX or OS/2 administration. 


Technical Software 

Engineers 

Develop client/server applications in Human 

Resources, Financial, or Logistics. Must have 

2 years of Windows programming experience. 

Powerbuilder, Sybase and/or relational! database 

experience a plus. 

D&B Software offers a challenging work 
rec for ac 

4 comprehensive salary and benefits packag 

Send resume in confidence to Dun & B: 

Software, 3445 Peachtree Road, NE, — 


GA 30326, Attn: 11th Floor Recruiting. 
Principals please. 


An equal opportunity employer M/F/D/V 


CL HT WA no 
Jur i WAI 
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PROGRAMMER/ANALYSTS 


*% Join this dynamic insurance company and 
enjoy good pay, excellent benefits, great work 
environment, on-site health club, ideal north 
Atlanta location 
We have immediate openings for qualified 
individuals with analytical and communication 
skills to design, develop, test and implement 
systems 
Candidates require at least 2 years of IBM 
mainframe experience in COBOL, CICS. 
VSAM and JCL. Experience in program 
development using Microfocus COBOL is 
a plus 
All inquiries confidential. Non smokers only 
Send resume, including salary history, to: 

Life of Georgia 
P.O. Box 105006 
5780 Powers Ferry Rd., N.W 
Atlanta, GA 30348-5006 
ATTN: Human Resources EOE 























PROGRAMMER/ ANALYST 
Banking Systems « Northeast Atlanta, GA 

Liberty Savings Bank has an opening in their Northeast Atlanta ucker, 
GA) Information sae Department for a Programmer/Analyst to sup- 
port real estate systems 
The environment is an IBM 4381 with VM/DOS/VSE, CICS, VTAM, 
VSAM, anc CMS. The primary application software is an integrated CO- 

banking software package from SYSTEMATICS, inc 

ears COBOL progr: 


assessment, project planning & tes' 9g. Bank: experience is preferred. 
SYSTEMATICS Inc. is a plus. = = 


Liberty offers a Chatenring ericcosanns, ai Moers; 
and competitive comper and benefits. if 


| cruiting (CW). g (CW) 201 2nd Be, UBERTY SAVINGS BAN EOE 


erect re- 





DIRECTOR OF 
INFORMATION SYSTEMS 


Kaiser Permanente, the nation’s largest 
HMO, continues to enjoy phenomenal 
success in the Atlanta area. We have 

this lead role by pro- 
viding outstanding quality service, and 
currently seek top-notch professionais 
who share this commitment to being 
the best. We —— seek a Director 
of Information S —— to manage the 
day-to-day Information Systems 
activities. 





Bachelor's degree with strong com- 
puter science, accounting and business 
coursework required. Experience 
should include: 10 years supervisory 
and management; writing and 
negotiating contracts and proposals; 
evaluating and purchasing computer 
hardware and software; knowledge in 
mini and micro computers, computer 
operations, systems administration, 
programming systems analysis and 
data c ations. Qualified can- 
didate will also have excellent interper- 
sonal and communication skills. 





We offer a competitive salary and ex- 
cellent benefits package (including 
FREE health benefits). Send resume to: 


KAISER PERMANENTE 
3355 Lenox Road, Suite 1000 
Atlanta, GA 30326 
Attn: Human Resources 


KAISER PERMANENTE 


Good People. Good Medicine... po 








Computer. 

world gives re- 
cruitment adver- 
tisers results. 
Weekly. Regional- 
ly. And Nationally. 


To place your ad, 
call Lisa McGrath 
at 800-343-6474 
(in MA, 508-879- 
0700). 


Weekly. Regional. 
National. 
And it works. 


An IDG 
Communications 
Publication 




















F C 
Computerworld 


FULTON COUNTY BOARD OF EDUCATION 


MIS 





Computer Careers 





Regional Scope 


B O ECE 





recruitment 


SYSTEMS ANALYST 
STUDENT INFORMATION SYSTEMS 





advertising 


PROGRAMMER ANALYST 
PAYROLL / PERSONNEL SYSTEMS 





works! 


That's because more computer 
professionals read more recruit- 
ment ads in Computerworld than 
in any other newspaper. 


aud teapaliea. 


BOL and EASYTRIEVE. 
For more information or to place 
your ad, call Lisa McGrath at 800- 
343-6474 (in MA, 508-879-0700). 


Interested ee aoe 
Jr., Assistan 
Atlanta, Georgia 30315. 


Weekly. Regional. National. 


And it works. pe meh ee ce 


An IDG Communications Publication 











PROGRAMMER ANALYST 
FINANCIAL SYSTEMS 


wean ae’ ey School System pene’ in 


Qualified applicants a be sous i 
Har purdagesngedlned 
FCBOE offers a very competitive salary and benefits package. 


Count Board of Eaucaton, 786 Cleveland Avenue Southwest, 
Application consists of: a letter of 
nay pe ered gape eh gard hy ont recommenda- 
must be oles or former em- 

), "a resume. and copies of 


i a a eieaeet na eeein 


seeking applicants 


SA, SQL/DS, Be. aCe VSAM, Gi 60. 


am to: Dr. — P. Lavender, 
Human Resources, Fulton 


ition with 


written by a 
all coliege tran- 





The Power Of People 


= “Se “Se “ee 
Howard Systems International is expanding in Atlanta, Raleigh and 
St. Louis and would like to talk with data processing professionals with di 
backgrounds. If you have extensive experience in any of the following 
specialties, Howard Systems is interested in hearing about your skills. 









*C, C++, OOP + CASE -DIS 

-GUI + UNIX, ADS + WALKER 

+ SMALLTALK V, 80 » MS WINDOWS + MSA, M&D 

+ INFORMIX 4GL *ADABAS/NATURAL  - EASEL 

+ ORACLE » DB2, CSP + SUN 

+ SYBASE + RPG/400 * NOVELL CNE 


Our competitiveness and professionalism will impress you. 
To find out more about our philosophies and opportunities, we can be 
contacted at: 


Pamela Hulecki Anne Rell 
400 Perimeter Center Terrace, NE 12647 Olive Bivd. 
Suite 900 St. Louis, MO 63141 
Atlanta, GA 30346 (800) 359-6080, 
(404) 452-8300, FAX: (404) 392-4233 FAX: (314) 275-7550 

| 
Cori Sheets HOWARD _@ } 
4601 Six Forks Road SYSTEMS 
Suite 500 INTERNATIONAL | 


Raleigh, NC 27609 
(800) 755-9695, FAX: (919) 571-2973 
“Se. “. “Ee. “Sie. 


| TILWPRET AT AI THAT TLTEAMETTHTUE 








Midwest 











ENTERTAIN YOUR 
OPTIONS AT VIACOM 


It’s exciting, it’s challenging , and it’s using AS/400 technology! And at 
Viacom, one of the biggest names in entertainment, we're sure you'll 
want to play an important role! 


Right now, we have the following opportunities available immediately at 
our midtown location (right in the heart of Broadway) for the following 
AS/400 professionals: 


PC/LAN Support Analysts 

* Minimum 3-4 years of PC/LAN experience 

* Ability to manage LAN(S) in network 

* Perform capacity evaluations 

* Troubleshoot & resolve software/hardware problems with IBM and 
Macintosh PC’s 

* PC based knowledge - Microsoft/Windows 
(Word, Excel, PowerPoint, E-Mail) 

* Lotus Notes a plus 

* Novell Netware 3.1 1/Token Ring 

¢ CNE a plus 


Manager PC/Network Communications 

* Minimum 4-5 years of PC/network communication experience 
* Ability to maintain & monitor large WAN & LAN networks 

* Intelligent HUBS 

* Network tools 

¢ CNE required 


Sr. Programming Analysts/Project Leaders 

* Minimum 3-4 years’ experience 

* Full Life-Cycle implementation - (System Specs., Analysis, Design, 
Test, Maintenance) 

* Strong AS/400 - RPG 111/400, CL required 

+ J.D. Edwards preferred 

* Client server technology - (SQL server, PowerBuilder, GUPTA) 


All positions offer excellent compensation and benefits as well as the 
chance to build a rewarding future with a recognized leader in the 
entertainment and mass communications industry. Please forward your 
resume, indicating position of interest, to: Viacom International Inc., 
Human Resources Department, 1515 Broadway, 2nd Floor, New York, 
NY 10036. An Equal Opportunity Employer. 


VIACOM 








Powersoft 
Corporation 


ft Takes An 
Extraordinary 
Group Of 
Individuals 
fo Make A 
Great 


Company 








MN. Powersoft, the strength of the individual 


is only surpassed by the strength of the team. 
We’ve seen our product, PowerBuilder™, become a 
leader in the client/server marketpiace through the 
efforts of a strong. energetic team of professionals, 
working in an environment that fosters creativity. 
quality and fun. Powersoft continues to seek 
individuals to join our focused team by offering 

the following opportunities: 


TECHNICAL CONSULTANTS 

Support all aspects of the PowerBuilder selling cycle, from pre-sales and demonstra- 
tions through account management. We require in-depth knowledge of PCs, relational 
databases and PC networks, along with outstanding communication skills and the abil- 
ity to travel extensively. Current locations: Atlanta, Chicago, Dallas, Houston, San 
Francisco and Toronto. Contact: Elizabeth Tepper. 


TECHNICAL TRAINERS 

In this position, you will train technical users of our PowerBuilder product and assist in 
course development. Extensive travel is required, along with a thorough background in 
teaching high-level courses to a technical audience. Knowledge of applications devel- 
opment, PCs, Windows and databases is essential. Current locations: Boston, Chicago, 
Dallas, Long Beach, New York and Washington, DC. Contact: Elizabeth Tepper. 


CONSULTANTS 

Powersoft is seeking experts to join our consulting organization. This group is dedi- 
cated to ensuring our clients’ success in developing PowerBuilder applications. 
Extensive experience with client/server design and development, GUI design, SQL 
databases and PowerBuilder is required. Applicants should enjoy working with a wide 
variety of clients, possess excellent communication skills and a willingness to travel 
extensively. Current locations: Boston, Chicago, Houston, Long Beach and San 
Francisco. Contact: Traci Weaver. 


Positions are also available for TECHNICAL SUPPORT ENGINEERS 
in our Boston office. 


In addition to an outstanding work environment, Powersoft provides excellent compensa- 
tion and comprehensive employee benefits. Please send resumes to the appropriate individ- 
ual at: Human Resources, Powersoft Corporation, 70 Blanchard Road, Burlington, 
MA 01803; fax (617) 221-4690. No phone calls please; all resumes will receive a written 
response within two weeks. Agencies please respond in writing after March 7. Powersoft is 
an equal opportunity employer actively seeking to diversify its workforce. 


For an update on current and 
future employment opportunities 
at Powersoft, call our Career 
Line at (617) 238-1162. 

Our 


Is People 
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Computer Careers 


~ Southeast High Tech Career Fair 





Although 21% of the 190 chemical companies surveyed by CorpTech increased their employment by 25%, collectively the firms decreased their combined total 


employment by 88 jobs 
































© Copyright 1993, Corporate Technology information Services, In 


























c., Woburn, Mass. 








Sen. int'l. Affiliate Support Rep 


- investigates, analyzes. & re- 
solves comp. software probs 
of int'l bus. users; and dev 
software tests & fixes in VM 
CMS, VSE and MVS i. 


TEK | 


TELECOMMUMICATIONS SERVICES 


Programmer / 
Analysts 
UNIX 


1. 5+ yrs. in UNIX Syst. Admin 
& devp't 
2+ yrs. inC++ 
2+ yrs. in K-Protocoi/Motif 
Open Look 

4. 5+ yrs. in Oracie RDBMS 
Prefer candidates w /foliowing: 

1. AT&T's Display Construction 
Set (DCS) 
AT&T's Platforms: Rapid and 
or AP and/or Base Worx 
AT&T's Total Netwo 
Surveillance (TNS) 
AT&T's Switching Control 
Center System (SCCS) 

5. Tandem integrity S2 UNIX 
H/W exp 
Fault Management exp. both 
XX7 and Switch 


Mail /F ax resumes to 


Fax 913-469-5 5512 
Hiring 
Managers 


| Recruit qualified com- 


puter and communico- 
tions professionals with 


| the IDG Communications 


| 
| 
| 
re 


100 CompuTEeRWoRLD FEBRUARY 15, 1993 


Computer Coreers Net- 
work of five leading com- 
puter newspopers. For 
more detoils. Cali Lisa 
McGrath at: 


(800) 343-6474 


lin MA, 508/879-0700) 





























California Eastern 
(25 of more Great 


New 
Engiand employees) Lakes 








* IMS DB /DC, DB2 *CICS 
*1EF * COBOL, * Dyi280, 
Syncsort 
These are just a few of the im- 
mediate positions we have 
available in Phoenix. We offer 
competitive benefits and pay. 
if you'd like to be a part of our 
dynamic consulting firm please 
reply IMMEDIATELY to 


Laurie Zinker 
4747 N.7th St. Ste 424 
Phoenix. AZ 85014 
602) 279-4498 or 
Fax (602) 279-1161 


PROFESSIONAL SOFTWARE 
CONSULTANTS. INC 











Credibility @ integrity @ Leadersinp 


Nol just for the secondary market 
bul everywhere in the DEC world 


1-886-332-1138 


OCcoz= 


02S Mme Contam, 0 68118 














Attention, IS Directors! 


Recruit computer professionals in the one 
newspaper that reaches more QUALIFIED pro- 
fessionals than any 

other newspaper: 

Computerworld. 


For more information 
or to place your ad, 
call Lisa McGrath at 
800-343-6474 (in 
MA, 508-879-0700). 


Weekly. Regional. 
National. 
And it works. 
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Southeast High Tech Fair 
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An Equal Opportunity Employer M/F/D/V 
% 


| ~ 
PROGRAMMER/ANALYSTS 


If you are looking for an opportunity to develop 
client/server applications and have the following 
skills, you may be the person we are looking for: 


© 2-4 years application development experience in 
OS/2 Presentation Manager or DOS/Windows 
environment 

© 3-6 years "C" or "C++" programming 


¢ Experience in IBM Data Base Manager and SQL 
required 


e KnowledgeWare or other CASE Tool experience 
a plus 


We are also running large IBM mainframes under 
OS/MVS XA and are looking for individuals with: 


© 2-6 years experience in IMS DB/DC Cobol 
Programming 


e Analysis and Design in MVS environment 


© Experience with JCL, CASE Tools and DB2 


In return, we offer competitive salaries and superb 
benefits including tuition reimbursement and 
relocation assistance. Send your resume with salary 
history, in confidence, to: 






FEDERAL RESERVE BANK 
OF ATLANTA UP 
Attn: Employment Specialist (CW293) 
104 Marietta St. 
Atlanta, GA 30303-2713 





A 











INFORMATION TECHNOLOGY 


Has Your Experience Prepared You For 
Performance Improvement Consulting? 


COOPERS & LYBRAND, a leading international pro- 
fessional services firm, has immediate opportunities for 
talented/innovative professionals to join our growing 
professional service practice. We are interested in pro- 
fessionals who possess strong analytical and communica- 
tion skills and resourcefulness to provide the highest 
quality service to our clients. 


Relevant qualifications for the available positions 
include: 


Large mainframe systems development 
Systems and technology planning 
Implementation experience 

IE-IEF experience both data and technical 
AS/400 expertise 

PC experience including paradox 


For consideration visit us at the SOUTHEAST HIGH 
TECH CAREER FAIR, Atlanta, February 22-23, 1993 
at the Embassy Suites Perimeter (1030 Crown Pointe 
Parkway) 
or 
MAIL YOUR RESUME TO: 
Mr. Greg Sanders 
Coopers & Lybrand 
Suite 1100 
1155 Peachtree Street 
Adianta, GA 30309 


Solutions 
for Business” 


ilybrand 


AN EQUAL OPPORTUNITY/AFFIRMATIVE ACTION EMPLOYER 




















Client/Server ¢ Open Systems ¢ VMS 





Software Services 


















: slso offer an excellent compensation package including 
benefits, training opportunities and excel- 
lent growth and advancement potential. We also have 
Pt in our St. Louis and Chicago offices. To 
a seg ty or suite, or mail or fax your resume to: 
ta Consultants, Inc., Attn: Tim Smith, 
Ptatinum Towers, 400 Interstate N. 
y Suite 500, Atanta, GA 30339; (404) 618-5859. 
: An Equal Opportunity Employer. 





































r software, various applications & 
leading. environments awaits 
successful candidates with at least 2 years 
systems or applications experience in any combination 
of the following: 
© 05/2 — Mgr. ® RDMS 


© 05/2 LA © SYBASE 

a — ® Powerbuilder 

* AIX ® VAX/VMS 

© RS 6000 * All in One 

* GUI © PL/I 

© DEVICE DRIVERS © AS/400 
BookMaster © RPG Il 

® ORACLE, SQL ® JD Edwards 

© Rexx/ISPF EF 

© DB2 © Tesseract 

® Synesort/Exec Il © Walker Interactive 


© Multi-Media 

® Metaphor/DIS 

In addition to an abiding commitment to our staff, AiC 
offers a complete benefits package, competitive salary and 
telocation 


assistance. We encourage top-notch 
to check out Analysts In Corporation. 
For tunities in For opportunities in 
Boca Raton, FL contact: Atlanta, GA contact: 
Technical Recruiter Julie Phelps 
621 N.W. S3rd St. Perimeter 400 Center 
Suite 140 (00 Johnson Rd.,NE. 
Boca Raton, FL 33487 Atlanta, GA 3034: 
(800) 597-5912 (800) 597-5996 
FAX# (407) 241-6705 FAX# (404) 843-1693 


Equal Opportunity Employer 

















TOP OF THE LINE 


TRECOM 








Business Systems Inc. 
As an experi d it pe ened 
needed to stay sharp. You need to build on 
be on top of new technology and find the c Challe sos which 
is as an 


keep you motivated. You can accomplish t 
the best of both 


while experienci 
worlds-a position with an established ont well-respected 
company, and the challenges of working on new projects. 
Senior Systems 
Analysts 
Database Design/DBA 
Programmer/Analysts 
rammers 
SME Landline/Cellular 


wihanyotthetiowngs 
with any of the following: 


<n =" 
S: aRINS) 


POWERBUILDER * 4GL + GUI or 
AFS « IMS DB/DC « DB2 « CICS nay, e)’ 
M&D * ORACLE * ORACLE CASE 
SYBASE * COBOL « BASIC 
SQL Base * SQL Windows 


These ings in Atlanta, Birmingham and North Carolina, 
are within the telecommunications and financial industries, 
oe. ——— from start to finish including analysis, 
maintenance and testing. Please visit us at 

Pal or ‘respond to: TRECOM Business Systems, 

ine., 2902 Perklohe Drive, Suite 340, Atlanta, GA30348" 
Phone 404/621-0300 or 800/821-0310; FAX 404/939-0310. 

We are a GUPTA-VAR. 

TRECOM consultants earn excellent compensation which 
includes medicai/dental insurance, a 401k plan, tuition 


reimbursement and relocation assistance. We are an 
EEO/AA Em 











couthe 





ATLANTA 


February 22 - 23, 1993 
Embassy Suites Perimeter 
1030 Crown Pointe Parkway 
11:30-2 & 4-7 Monday and 9 - 1 Tuesday e Free 


Free Career Trends and Tips Seminar 
“Finding a Job in Challenging Times” 
Monday - 10:30-11:30 


Participating Companies 


CAP GEMINI AMERICA 
CHRYSLER TECHNOLOGIES 
COOPERS & LYBRAND 
CSC PARTNERS 
DIGITAL SYSTEMS CONSULTANTS 
FEDERAL RESERVE BANK 
MAXIM GROUP 
THE REGISTRY, INC. 
TRECOM BUSINESS SYSTEMS, INC. 

TRIAD DATA 











Upcoming Fairs 
Austin @ Dallas ® Houston ® Tampa 


Supported by 
COMPUTERWORLD 


An Equal Opportunity Fair 
If unable to attend, please send your resume to: 


Niat-m @-r-lellale mm e-ceualalellole ha a-limi 
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ast High Tech Career Fai, 





Data Processing e Engineering eTelecommunications 


AIC - ANALYSTS INTERNATIONAL CORP. 


Career Fair Coordinators @ P O Box 1458 © Coppell TX 75019 





he South ! 
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Don’t bomb out when preparing RFPs 


By Murray Stein 


- a SAFE E 
Most information systems 
managers have completed a 
request for proposal (RFP) 


and know what can go wrong 
with the process — from poorly defined needs 
to broken vendor promises. As simple as some 
of the pitfalls are, many buyers fall prey, risk- 
ing entire projects. Indeed, the simpler the 
problem is, the easier it is to overlook. 
Following are the more common mistakes 
made while purchasing equipment through an 
open RFP process. 





respond to an RFP. This is one of the most 
common mistakes that people make. If 
you don’t give the vendor ample time, you run 
the risk of getting poorly developed responses 
or no responses at all. 
Give vendors a minimum of one month from 
the time the RFP is published to submit their 
proposed solutions. 


é Failing to give vendors enough time to 


don’t require vendors to respond to an RFP 

in a consistent manner, you're asking for 
trouble. Without a standardized format, it becomes 
difficult to evaluate all solutions equally, and the 
best one may be overlooked. 

One suggested approach is to ask the vendor 
to follow the outline you provide, breaking out 
solutions in terms of specific requirements: 
hardware, software and communications. 


6 Not requiring standardized responses. If you 


the RFP team. Adequate staffing of the 

RFP team is critical. The size of the 
team can be based on the cost of the project. 
For instance, if a company plans to spend $2 
million on a new system, it should involve at 
least four to five staff members and never less 
than two. For smalier projects with less compli- 
cated integration issues, it is a good rule of 
thumb to have at least one individual repre- 
senting each of the the key areas. Of course, 
multiple team members mean multiple opin- 
10ns. 


é Assigning too much or not enough staff to 


> Limiting the number of vendors who respond 

to the RFP. Of course, no one wants to ri- 

fle through 27 RFPs, but if you limit the 
number of vendors who respond, you run the 
risk of reducing your options. To get the best 
selection of vendors, request proposals from 
the major players supplying solutions in your 
market as well as vendors from related market 
segments. 


There is more than one solution to every 

problem based on individual vendors, 
their product offerings and strategy. Therefore, 
it’s important, particularly in complex RFPs, to 
keep your options open. 

The best approach for getting what you need 
is to be as detailed as possible in the RFP. State 
what the company does and its current comput- 
ing environment. Indicate future goals and 
needs. Finally, define the specific problem at 


é Being adamant about one specific solution. 


Making 
vendors 
stick to 
deadlines 
Vendors will almost 
always include their 
latest product ina 
solution, and more 
often than not, it’s a 
product that has just 
been announced. If 
you need the product 
by a certain date, ask 
for a performance 
bond. This is a written 
statement, either in the 
RFP or purchase 
contract, that locks a 
vendor into a delivery 
date. Ifthe vendor 
doesn’t make the 
cutoff, it pays a fee for 
as long as the product 
delivery is 
outstanding. 


hand. Also, include any solutions you have in 
mind so that vendors can understand your per- 
spective. 


environment and future needs. If you’re 
vague on details, the vendors are forced 
to make assumptions about how their solutions 
will fit into the current infrastructure. 
Structure the RFP to show the requirements 
of the solution with consideration given to con- 
nectivity to other systems, performance, 
file/data storage needs, user access and so on. 
These requirements should be spelled out in 
the beginning of the RFP document. 


é Not thoroughly explaining your computing 


lutions are to be limited in any way, 

such as physical characteristics (pow- 
er, temperature, size), availability time frame, 
upgrade path or support for standards, make 
certain these requirements are stated in the 
RFP. If not, you could run the risk of a system 
that’s too heavy for a particular floor, or will 
overheat in an un-air-conditioned room, or is 
too loud. 


& Poorly defining system requirements. If so- 


dors will solve only the problem you in- 

dicate, and few provide all the neces- 
sary pieces themselves. Vendors often 
recommend solutions that lack critical ele- 
ments that they do not provide. In requiring a 
total solution, the vendor commits to a systems 
integrator role that ensures the proposed solu- 
tion works as planned. 


é Neglecting to demand a total solution. Ven- 





Stein is a technology consultant at PointSource Com- 
munications in Prescott, Ariz. 








Buy / Sell / Lease 








| DEMP SE}. 


WHERE /EN QUALITY 1S 
SECOND NATURE. 


| 
| © SERIES/7 
° 9370 

* RS/6000 


BUY -LEASE-SElL 
°¢ PFOCESSOLS 
° Peripherals 


* INDUSTRIAL PC + Upgrades 


| 

| - £5/9000 
| * AS/400 

| * SYSTEM 36/38 
| * POINT OF SALE 


USIVESS S) 


ll 
a, 
an" 





18377 Beach Ba, Suite 323 + Hurt 
CA 92648 +(714) 847-8486 + FAX [714] 847-3149 


(BM 1s o registered 


for prerested equipmery, Hlexible financing, 
configuration planing, techica/ support 
ond overngh stupping Coll 


(800) 888-2000. 
Za tt Jermpsey 


STEIUS 





Orstrtxacr Product 


trademark of International Business Machines Corporation 


ton Beach, 
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BUY eSELLeRENTeLEASE 


Ba SPECTRA 


NEW/USED EQUIPMENT 
IBM 
AS/400, 
ES/9000, 
RS/6000, 
System/88, 
and more... 





fe : full line computer dealer 


(800) 745-1233 


Anaheim Corporate Center 5101 £.La Palma Ave.,Anaheim,CA 92807 


(714) 970-7000 
(714) 970 7095 Fax 











Bids / Proposals / Real Estate 


MS CENTRAL DATA 
PROCESSING AUTHORITY 


Sealed proposals will be received 
by CDPA, 301 N. Lamar St., 301 
Bl Suite 508, Jackson, MS 
39201 for the following: 
RFP No. 2352, due Fri, eras at 
3:30 p.m. for a turn ~~ i 
based system for HIND COM. 
MUNITY COLLEGE-UTICA CAM- 
PUS. Charge $10.00 
RFP No. mys due Wed, 3/10/93 
at 3:30 p.m. a high speed line 
printer for mMissise IPPI STATE 
UNIVERSITY-COMPUTING CEN- 
TER. No Charge. 
RFP No. 2354, due Wed, 3/10/93 
at 3:30 p.m. for a UNIX-based net- 


RESEARCH CENTER. No 
harge. 

RFP No. 2355; due Wed. 3/10/93 

at 3:30 p.m. for one high-perfor. 


tions, and as: led software 
for MISSISSIPPI STA STATE UNIVER- 
SITY-DEPARTMENT OF AERO- 
SPACE ENGINEERING No 
Charge. 


Specs for RFPs with a charge 


may be obtained oe pocvone Sy a 
written Beer ce wi 
ment 


8. For RFPs with no char: 
call Kelli Brown @ 601-359- 
2604. If you would wath to pick up 
RFPs at CDPA, do between 
1:00-3:00 p.m. onily. CDRA re- 
serves the right to reject any and 
all bids and proposals and to 
waive informalities 





REQUEST FOR 
QUALIFICATIONS 


Lewis County is on masa — 
ments of qualifications 
Sulting services Sanaa with 
the replacement of its current au- 
tomated financial system (hard- 
ware and software). 
All bids and proposals are to be 
submitted to the Lewis Coun’ 
Auditor no later than 11:00 
Pacific Standard Time on 
Thursday, February 18, 1993. 
Copies of the Request for Qualifi- 
cations are available from: 
Ms. Debbie Lennox 

Administrative Secretary 

Department of noe Services 


toes Buliding 
350 North Market Boulevard 


x 899 
Chehalis, a 98532 
(206) 748-9169 Ext. 370 
All inquiries relative to the Re- 
quest for Qualifications are to be 
addressed to 


Mr. Charles McCann, Director 
Lewi 


Chehalis, Washi 3 
(206) 748-9121 Ext. 311 


The Board of County Commis- 


: Classified 








NOTICE OF INTENDED SALE 
Please a notice that Alliant 
Computer ee Corporation 

py " INF, 


or’’), debtor. 
sion in Case No. 92-1 
U.S. Bankruptcy Court for the Dis- 
trict of Ma: usetts, intends to 
sell to — bien 3 Inc. free 
and clear of liens encum: 
brances, for the ak ce ot 
$112,200 (the “Purchase 
computer equipment consisting a 
an Alliant Model 400 Sys’ 
Building Block, and 1/O Module, 
and related components (the 
“Equipment’’) 

S Or Counteroffers must 
be filed with the U.S. Bank toy 
Court, 10 Causeway Street, 
aa oa 02222-1074, no later 

4:00 p.m. on February 22, 
1993. Any Sbjections or counter- 
Offers must be in writing, and any 
counteroffers must Arg the 
Purchase Price A copy 
of any objections or counteroffers 
must aiso be served upon counsel 
to the ae Frank w Getman 
Jr., Esq., and Dorr, 60 State 
Street besten aMA 02109, (617) 

526-6000. 
If any timely ices or counter- 
offers are aring will be 
at 9:30 a.m. “on nF 24, 

1993 before the U.S Bankruptcy 
Court at the above address. In the 


be held, and the sale of the Quip- 
ment shall proceed 





all 
qualifications, to negotiate with 
one or more of the responders, 
and to waive informalities. The 
Board of Lewis County Commis- 
sioners will have the final author- 
ity to name the successful re- 
repae: and ee into a contract 





with the ropecennert art oF the coun- 
ty's existing automated financial 
system 








Product Classified Pages 


Examines the issues while 


Buy / Sell / Lease 





HARDWARE 
MIGRATION 


AS/400 





Your RISC SYSTEM/6000 Source 





DATATREND— 


fia 
Lest 





ENGINEERING SERVICES 
ENTERPRISE SERVICES 


RISC SYSTEM/6000 
SERIES/1 (We're still the leader!) 
SYSTEM 36/38 


937X, 4300, 468X 
PS/2, INDUSTRIAL PC 


¢ Consolidation Services, Cable Systems, 


Systems, Processors, Peripherals, Upgrades, Parts 
Turnkey Conversion, Emulation, Data Transfer, 
AIX Support, Application Re-Engineering 


Fleld/Technical Services, Refurb/Packing Services 


Enterprise-wide Planning, Complex Systems 
Integration, DAE and RDBMS Incorporation 


BUY ¢ SELL « LEASE 


Call for a complete listing of 
products and services provided 


1-800-FOR-RISC 


612-942-9830 
10250 Valley View Ad., Suite 149, Eden Prairie, MN 55344 











computer p 
— your ——— Call 
for all the detai 
(800) 343-6474 
(In MA., 508/879-0700) 














all the details. 








—————e—————————— 


PRODUCT CLASSIFIED PAGES 


Examines the issues while computer professionals 
examine our message. Call for 


(800) 343-6474 


(In MA., 508/879-0700) 























Index of used computer prices 


Week —— piesa 5. » 1993 


$2 


INFORMATION PROVIDED BY BOSTON COMPUTER EXCHANGE, BOSTON, MASS., AND 
AMERICAN COMPUTER EXCHANGE, ATLANTA, GA 





























Buy/Sell/Trade 
Data General 
MV and AVIION 
Systems and 
All Peripherals 
RAID Disk Systems 
by HYPERSTORE 


(800) 522-4272 
Fax (612) 935-2580 














REFURBISHED USED 


© UPS SYSTEMS 

© STANDBY GEN SETS 
© LIEBERT A/C 

© ACCESS FLOORING 


Sa ie 
a Site Technologies, Inc 
=z Saas 


262 S. Military Trail 
Deerfield Beach, FL 33442 


1-800-226-0784 
305-425-0638 








LARGE INVENTORY INCLUDING: 
Me 9221/120 Ma 9221/150 


WHE 9221/130 MRD Extensive stock of features 
Call us for your 9370/9221 needs. 


Executive Infosource! 








Product 
Classified 
Pages 
Examine the issues 
while computer 


professionals 
examine your message. 


Call for all 
the details. 


(800) 343-6474 





(In MA., 508/879-0700) 


FOR SALE 


Deitec UPS - 18.75 KVA 
3 Phase w/PWF 
- 7 Min Battery 
- Model: 8186-1 
- Voltage Capacity: 120/208 VAC 
- Input - 55 Amps 60Hz 
Ow iat: 880,000; or, 
000; 
$12,000 or Best Offer 
Lolbert A/C Unit & 
Alr Cooled Condenser 
5 Ton - 59,000 STUH 
List: $9,500; Asking $5,000 
or Best Offer 


‘om 4214 Printer 
Best Offer 


For detalis call Tim 
Dentz at: 615 525-5977 


ing a full service technical support center. 


elt 


STRATUS MODEL 75 - (2) 781MB Drives, 
Many extra’s. 2.5 years old. Contact Bob 
Schwobel at 516-326-3073 for more details. 
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: Ti ne & Services 





Classified — 








Keeping your competitive 


edge was never easier. . . 





if you rely on CSC CompuSource for 
outsourcing support 


Other vendors sell large systems, plenty of 
MIPS and UPS systems and software. That's it. 

. offers important advantages like minimum 
risk with maximum cash flow. And the ability to 
provide total solutions that put you in control of 
your bottom line. 


| So if you're looking for someone to run your jobs 
| | - with a commitment to quality and client 
satisfaction - count on CSC CompuSource, 
dedicated to outsourcing since 1980. 


ese 


CSC CompuSource 
A Company of Computer Sciences Corporation 








| 

| 110 MacKenan Drive 

| Cary, North Carolina 27511 
| 919.481.9341 











#= ALICOMBP, INC. 


Boutique” of the Computer Services World 


VM, MVS, VSE 
Outsourcing/Timesharing/Consulting 
Remote and On Site 
Two State of the Art Locations 


20,000 sq. ft. Manhattan complex 
100,000 sq. ft. Secaucus, NJ complex 





“Our Platform is Excellence” 
Serving Clients Since 1980 
(212) 886-3600 © (800) 274-5556 














OUTSOURCING | 


TELEHOUSE CAN OFFER YOU... 


* Flexible IBM MVS Outsourcing solution 
cutomized to meet your needs 





OFFSHORE SOFTWARE 


EVELOPMENT IN paren HE 
Offshore software development today is 
ober aaesay, ring s.on qnnsel cane of 20° 





recognized world leader in software development. 2 
ee aan eae 
focused on offshore software resources. We've developed 
effective methodologies and programs to heip you tap the 
enormous cost benefits offered. We can help you knock 
30-60% off your current development costs-with much 
better results. 

Our success has come from our conservative approach in 
taking on projects that are true win-win situations. We 
specialize in downsizing, porting, converting or 
oan your computer Bow towards Open 


To receive a FREE comprehensive imformaton package on offshore 
software development or to arrange a meeting with your account 
manager, please call: 1-800-676-7374. 


THe 


Transtech, inc 
One Energy Center. Naperville, 1 60563 
Tel. (708) 717-6000 » FAX (708) 717-0909 


* Special pricing incentives 
* 20 years professional experience 


TELEHOUSE-Style Outsourcing 
keeps you in control while generating 


the savings and operation benefits you seek! 


TELEHOUSE 


International Corporation of America 
To learn more, please contact Mark Kaplan (212) 785-0001 





Education & Training 





ELECTRONIC PRIVACY 
THROUGH THE 90's 


May 13-14, 1993 


WATERGATE HOTEL 
WASHINGTON, D.C. 


GUEST SPEAKERS 


STANSFIELD TURNER 
Former Director of CIA 


OLIVER NORTH 
Former Member NSC 


Additional speakers with topics on 
eavesdropping, telephone toll fraud, computer 
hacking, data protection, computer criminal 
investigations and computer law 








FOR FREE BROCHURE & REGISTRATION 
INFORMATION, CALL 


1-800-845-7685 

















JAMES MARTIN 
WORLD SEMINAR 


Computer Industry's Most 
Valuable Seminar” (Days 1-3) 
Dr. Carma McClure's Software 

Engineering 
(Days 4-5} 
BOSTON SF 
May 3-7 May 10-14 
CHICAGO May 24 

















ATLANTA 
June 21-25 








EXTENDED INTELLIGENCE, INC. 
Phone: (312) 346-7090 
Pax: (312) 372-7762 























REMOTE COMPUTING 
OUTSOURCING 
TIMESHARING 


: Gain oun & Technical Literacy on 
: Reengineering 

: *Repository 
eReusability 

‘ Achieve strategic business goals through your CASE 


technology investment with video education 
courses from James Martin Insight. 


: Call 1-800-526-0452 
(Outside the US, call (708) 983-4808) 





® Dr. Carma McClure, course author ond a: 
leading outhority on CASE, is Vice =: 
President of Research for : 
Chicoge-besed Extended lteignce mc 


JAMES MARTIN 
he’ HT: 


A-CWCM-001 





COMPUTER RESERVES will 


e pres ee PN na 





REMOTE COMPUTING ® OUTSOURCING 


| @ MVS/ESA 
© MVS/KA 
© DB2 


© QMF 
© cics 
@ Tso 


© IMS/DBDC 
© VM/370 
© DOS/VSE 


OVER 150 SOFTWARE PRODUCTS 
© DEVELOPMENT © DEBUGGING 
© PRODUCTIVITY @ PERFORMANCE 





| 
| 
| 
| 


1200 placements in 25 years. 
Never a charge to the buyer because 
our fee is paid by the seller. 

f CALL DON SEIDEN 











1 800 882-0988 NJ 201 882-9700 











= 


Financial Services 








©@ TELENET © TYMNET 
© SEARSNET © IBM INFORMATION NETWORK 
IRDINARY CUSTOMER SERVICE 
MIGRATION MANAGEMENT 





GIS-= 


yay iL 60521 


TEMS 





CALL 2 > 4 TOLL FREE 








New England 
617-595-8000 


| 708-574-3636 
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1-800-241-CASH 


ADY ANTAGE FUDD ine 
| Giving your Business the ADVANT. 























THE INSTITUTE FOR SOFTWARE ADVANCEMENT 


ISA provides Technical Training in 
the following areas 





© X-Windows and Motif Programming 

© C++ and Object-Oriented Programming 
© DCE Application Programming 

® Microsoft Windows and Windows NT 

© OSF/1 

© C and Unix 


CALL TODAY FOR MORE INFORMATION: (617) 782-1840, Fax 
(617) 782-3910, on E-Man 71700.3442 @ Compusenve 














!! WANTED !! oes 
ED Product Classified Pages 
AS/400 Products —e 
for distribution oan 
Send inquires to: Eee sate 
c a 
C Time/Services ‘ 
21st Century Software he ea oy Drectory 
5722 So Flamingo Rd ds yr; Supplies 
Suite 110 B used i Listing 
Fort Lauderdale, FL 5 GrapncatBeattop Estate 
33330 (800) 343-6474 
lin MA., 508/879-0700) 





Business Opportunities 





Product 
Classified 
Pages 
showcase your ad 
by product category! 


Whether it's _—_— used 
equipment, _ software, 
time, services or just 
about any other cate- 
gory of computer prod- 
uct or service, Comput- 
erworld's Product Clas- 
sified Pages are orga- 
nized to make your ad 
visible and to make 
buying your product 
easy. 


Just look! 
Computerworld’s 
Product 
Classified Pages 
Product Categories 


software 
hardware 
conversions 
time/services 
buy/sell/lease 
communications 
training/education 
bids/proposals/rea! estate 
graphics/desktop publishing 
peripherals/supplies 
business opportunities 
solutions directory 
used equipment listings 
So if you're sellinkg 
computer products or 
services, advertise in 
the newspaper that 
showcases YOUR prod- 
uct or service. Adver- 
tise in Computerworld’s 
Product Classified 
Pages! 


For more 
information, 
call 


800/343-6474 
(in MA, 508/879-0700) 

















Classified 

















Rock solid solutions, rock bottom prices. 

For PCs and workstations ® 3480 Now With IDRC! 
Exchange data with minis & mainframes - Reliable, lightweight, 
compact, 1600 and 6250 bpi 9-track solutions manufactured by 
Overland Data - PC solutions include the latest Overland Data 
controliers and DOS software - Many workstation platforms are 
supported too. Cail today 


OVERLAND DATA. 800-729-8725 


San Diego, CA - Since 1980 619-571-5555 - Fax: 619-571-0982 
EUROPE: (+49) 6172-35027 - Fax: (+49) 6172-35028 











Complete Keyboard Customizing 
Featuring: Custom Key Imprinting 
Full Color Keyboard Templates 
Keytop Overlays » Language Keyboards 
P.O.S. Keys » Custom Keyboards 
Training, productivity & marketing solutions! 
Hooleon Corp. Free Catalog 
RO. Box 230, Dept. COMW 800 937-1337 
Cornville, AZ 86325 Fax: 602 634-4620 











Custom Keyboards .. 
. For Custom Applications 
* Custom Key Caps, aim, ¢ Sun Compatible Keyboards 


Colors and Housings * Engineering, Development 
* Custom Cables and Connectors and Production 


* Integrated Bar Code and * Low Volume, Quick Turnaround 
Mag Card Readers and Prototypes 


* Iso Point® Pointing Device ¢ 3 Year Limited Warranty 
SOLUTIONS FOR YOUR SYSTEM INTEGRATION NEEDS 


KeySource International me 
Division of United Plastics Corporation QUA 

2391 American Avenue 

Hayward, CA 94545 


oma? 


510-783-6066 
800-722-6066 FAX. 510-783-2993 














Network CD-ROM Drives 
with OPTI-NET” ! 
Bring CD-ROM networking to your existi nooe Area Network 
with OPTI-NET, a complete family of CD-RO eo 
ware products. Supporting NetBIOS® and Novel IPX® SPX® 
networks, there is an OPTI-NET version perfect for your LAN - 
OPTI-NET for MS-DOS, OPTI-NET NLM, or OPTI-NET VAP! 
Just released -- Version 2.1 for DOS! New features include 
Extended Memory (XMS) caching capability at the OPTI-NET 
networked user workstation! 





Be 
PC Administrator 


HARDWARE/SOFTWARE INVENTORY 


TROUBLE LOG 


Cost Effective Inventory and 
Help Desk Software 


The INVENTORY program is a comprehensive software pack: that 
manages computer assets and purchases. The DATA CAPTURE soft- 
ware automates the data collection task for the Inventory module. The 
TROUBLE LOG — allows users to track and resolve support 





calls and inquiries while logging common problems. Full reporting ca- 
pabilities and utilities are included. Multi-user Network version and 
source code are available 


FREE working demo’s available. New Version 4.0 





i834 ESOON CONVERTER 


INTERCOM COMPUTER SYSTEMS 


800-922-9204 onsulNet (416) 441-0363 S162 Gone 

Online — ae Fax Information omputing Inc. FAX (416) 449-198 Suite 102 (703) 680-6999 
Systems, Inc. Line: 301-601-2120 51 Paperbirch Dr., Toronto (416) 449-1985 Woodbridge.Va 22192 ‘ 

bm a Sens CARD. We aee oodbridge,Va 22 Fax: (703) 680-6555 























jusee s Meet Sellers in 
the Marketplace Pages 


Computerworld’s Marketplace pages are where Com- 
rworid’s audience of 629, | computer 
ers meet sellers every week. complete audi- 


ence, editorial, and rate eonmation, call John Corrig- 
an, Vice-President/Classified Advertising, today. 














OST na Se ae See aa | 


Red Cross IS “Tyshere.... well, almost 
preppedfor 
transfusion 

















Just ask Duane Aman, Vice President of Marketing 
for Pro/Sim. According to Duane, “... 50% of all 
leads generated by our Computerworld Product 
Showcase adv: are quickly converted into 








Back up All of Your PC’s 
With One Portable Tape System!! 


Save precious time Ee agp ede ar nn Se 
system. With the ONE FOR ALL, raed Napoca backup time. 

prep ten age open dagen beeen oe ae ee ta oF 
floppy S$ to manage. cards needed in 
go” over the Parallel printer port. 160/320, or 60011200 Meg cavecties 


- Easy to use “Windows-Like” menu driven interface software. 





portable and 
Computerworld For more information, please call: e © FAST! Backup at upto 12 ey e Peconer incur inquiries welcome. 
lace 
, . ’ Analog & Digital (513) 339-2241 
375 Cochituate Road 
Framingham, MA 01701 1-800 343-6474 800/343-6474 Peripherals, inc. (ADP!) FAX: (513) 339-0070 
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Solutions Directory 


® Value Added Resellers @ Marketing Partners © OEMs @ Systems Integrators @ Distributors @ Dealers 


A listing of professional services providers. 


To list your company so that Computerworld’s readers can contact you directly, 
dial 800/343-6474, x744. Your listing will appear 26 consecutive weeks for just $499. 


ACCTG SOFTWARE/SERVICES 
Beacon Application Services 
S. Natick, MA 

Arthur Ellingsen & Co 
Arlington Heights, IL (708) 506-0555 


BANKING/FINANCIAL 
Acess Banking Systems 
Springfield, Mi 

Automated Systems, inc 
Sioux Falls, SD 

Bankers Systems, Inc 

St. Cloud, MN 

Cecorp 

Irvine, CA 

Computer Assist 

West Hartford, CT 

Cytrol, inc 

Edina, MN 

DHI Computing Services, inc 
Provo, UT 

Diebold, Inc 

N Canton, OH 

Early, Cloud, & Co 

Newport, Ri 

EDS 

Belpre, OH 

ERI 

Hauppauge, NY 

Formation Technologies, inc 
Denver, CO 

Information Technology, inc 
Lincoln, NE (402) 421-4217 
integrated Decision Systems, inc 

Los Angeles, CA (310) 478-4015 
Logica North America, Inc 
Waltham, MA 

National sy op Systems, inc 
Eden Prairie, MN 

Selecterm, inc 

Danvers, MA 

SNAP Software, inc 
Manchester, NH 

Software Alliance Corp 
Berkeley, CA 

Systeme Corp 

Maitiand, FL 

Sunguard Trust Systems, inc 
Charlotte, NC 

The Casnet Group, inc 

Canton, OH (216) 438-2877 


BAR CODE/DATA COLLECT SYS 


Sentinel Business Systems, inc 
Milford, CT (203) 874-3199 


CLIENT SERVER DEVELOPERS 
Linc Systems Consulting & Traini 
Bloomfield, CT ( 
PowerCerv (PowerBuilder VAR) 
Tampa, FL 

SPECTRUM ASSOCIATES 
Woburn, MA (617) 932-0932 


CONSUMER PKG GOODS 


information Resources 
Waltham, MA 


Corp 
(508) 651-9923 


(417) 881-5057 
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(714) 583-0792 
(203) 521-3284 
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CUSTOMER SERVICE 
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(617) 482-2700 
ESTIMATE/METRICS 


Koch Productivity Consulting 
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FEBRUARY 15, 1993 
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First Data Corp. 

Charlotte, NC 

General Computer yard 
Twinsburg, OH ........ 
Healthcare Services 

Melville, NY . . ; 
InfoMed, Inc 

Princeton, NJ 94 
instrumentation Laboratories. 
Lexington, MA me 
Interieaf, Inc. 

Waltham, MA 
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Boston, MA . . (617) 241-9200 
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Waltham, MA ... (617) 893-5151 
Medaphis Physician Services Corp. 
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Serving Software, inc. 

Minneapolis, MN A 
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Cedar Rapids, IA 

Synetics Corp. 

Wakefield, MA 

Versyss, Inc 

Westwood, MA . 
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Thornwood, NY 


INSURANCE 
Agena Corp. 
Seattle, WA..... . (206) 525-0005 
Agency Management Services, - 

Norwell, MA 

Delphi Information Systems, In Inc. 
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Input Output Computer Services, Inc. 

Waltham, MA . (617) 890-2299 
Insurnet, Inc 

Emeryville, CA 

ISI Systems, Inc 

Andover, MA 

Sigma maging sss Inc 
New York, N 


IMAGING 

Burns Consulting Group 
Scituate, MA 

Laser Recording Systems, Inc 
Mountain Lakes, NJ . . . (201) 402-9500 
United Systems and Software, Inc. 

Maitland, FL (407) 875-2120 


LIBRARIES 
CLSI, inc 
Newtonville, MA 


MANUFACTURING 
Ask Computer S' — Inc 
Mountain View, (415) 969-4442 
Bell Atlantic soar Systems, Inc. 
Sudbury, M, , . . (508) 443-7311 
Data 3 sheet 

Santa Rosa, CA 
Diog-Remix 

Anaheim Hills, CA 
Expandable Software, Inc 
Santa Cruz, CA f 


. .(515) 225-6744 
(704) 549-7000 
. .(216) 425-3241 
(516) 293-4111 
. .(609) 987-8181 
. .(617) 861-0710 
. (617) 290-0710 


. (206) 622-9558 
. (503) 245-5555 


(612) 623-4038 
(319) 393-3343 
. .(617) 245-9090 
(617) 461-6400 
(914) 747-1800 


17) 982-9400 


(510) 652-3771 
. .(508) 682-5500 


(212) 476-3000 


(617) 982-1888 


(617) 965-6310 


(707) 528-6560 
(714) 282-6422 


(408) 261-7880 


GE Consulting Services, Inc. 
Rockville, MD 

Matra Datavision, Inc. 
Tewksbury, MA 

Micro-MRP 

Foster City, CA 
Racal-Redac, Inc. 

Westford, MA 

Software Horizons, Inc. 
Burlington, MA .... 
SPECTRUM ASSOCIATES 
Woburn, MA . . 

Symmetrix, inc. 

Lexington, MA ..... . (617) 862-3200 
The Peak Technologies Group, Inc. 
Columbia, M' (410) 992-9922 
Waters 

Marlboro, MA . .(508) 624-8450 


MANUFACTURING + Phage 


Effective _—— eae: 
Milwaukee, WI 


North Coast Automation, Inc. 
Cleveland, OH 


NETWORKING 


A-net 
Eugene, OR 


RETAIL 


Comtek Systems, Inc. 
San Antonio, TX 
Concept aaa. Inc. 
Philadelphia, P. . .(215) 563-1425 
Data Managemen Facility Co., Inc. 

Irwindale, CA . (818) 813-1620 


SALES FORCE AUTOMATION 


(415) 345-6000 
. (508) 692-4900 
. (617) 273-4711 


. (617) 932-0932 


(414) 359-9800 
_ .(216) 473-3800 


. .(800) 444-9796 


. (512) 340-8253 


ondenmmeararnme 
Summit Solutions, Inc. 
Chesterton, IN . 


SECURITY 
Z-Lock Mig. Co. 
Redondo Beach, CA......... (310) 372.4842 


SOFTWARE rian 


Cadre — 
Providence, Ri F 


Stepstone org 


(219) 929-4189 


(401) 351-5950 
(203) 426-1875 
. . (808) 562-7711 


Los Angeles, CA............ .(800) 347-6903 


TRANSPORTATION SOFTWARE 
KCVThe Traffic 
Ft. Lauderdale, FL... 


UTILITIES 
Kaye Instruments, Inc. 
Bedford, MA 


OASIS Techndlogy, ie . 
Oxnard, CA... - (805) 988-1020 


WHOLESALE DISTRIBUTION 
Daly & Walcott, Inc. 

W Warwick, Ri... . . 

Arthur Ellingsen & Co. 

Arlington Heights, IL. . . se 
National Distributor mperenes Inc 
Stratford, CT 


SI ng Systems, Inc. 
Easton, PA wee 


. (305) 587-2270 


.(617) 275-0300 


- (401) 823-8400 
(708) 506-0555 

. (203) 378-6010 

. (215) 252-7321 
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Gainers 


Percent 


4 


nTeEL Corp 
rour | SOFTWARE 
IMPRESSION LABS INC 
Nywex Core. 


AUVANCED Micro Devices 


Losers 


NeTRix Core 

System Sortrware Assoc. (L 
PROTEON Inc 

DaTaRam CorP 

Texesit Core 

Sapiens USA Inc 

Inrormix Corp 

Ease: Corp 


NeTrix Core 

CABLETRON SYSTEMS 
Syease inc. (H) 

SYNOPTICS COMMUNICATIONS 
BMC Sortware inc 

inFormix Core 

Microsort Core 

Procress Sorrware Corp 


[POs: Shade of 1983? 


The torrent of high-tech initial public offerings (IPO) con- 
tinued on the heels of wildly successful offerings by Power- 
soft Corp. (PWRS) and Gupta Corp. (GPTA). Superserver 
makers Parallan Computer, Inc. and TriCord Systems, 
Inc. announced IPO plans last week (see story page 109). 
rhe frantic pace is reminiscent of the IPO boom in 1982- 


1984, which left some investors picking up the pieces as 
share prices fell in the ensuing PC market shakeout. In ad- 
dition to success stories Lotus Development Corp. (LOTS) 
and Compag Computer Corp. (CMPQ), that time frame fea- 
tured public offerings such as Computer Memories, Inc., 
Trilogy, Hogan Systems, Inc., Kaypro Corp. and Fortune Sys- 
tems, according to New York-based Securities Data Co. 
However, market analysts said the current crop of new 
issues stands on safer ground, at least for the time being. 


One reason is that even the jumping stocks of Powersoft 
(up from 20 to more than 38 on its first trading day) and Gup- 
ta (up from 18 to more than 30) have healthier price-to- 
growth ratios than the boom stocks of the early ‘80s, said 
Kathy Smith, an analyst at Renaissance Capital in Green- 


wich, Conn 


Parallan and TriCord’s hardware systems sell into the 
same client/server market that Powersoft’s PowerBuilder 
tool set does. The slow growth of the superserver market to 


date is not necessarily an indicator that the hardware com- 
panies will be less successful, Smith said. Renaissance Cap- 
ital expects the superserver market to develop steadily as 
users gradually make the transition from legacy systems. 
Meanwhile, the relative dearth of client/server stocks 


means that companies such as Parallan and Powersoft have 
more elbow room in an emerging market, said Michele Pres- 
ton, first vice president at Merrill Lynch & Co 

1984 was the emergence of the PC market, and there 
were way too many PC companies, spreadsheet and word 
processor companies,” Preston said. The growth of these 
markets did not match up to wild growth projections. “All 
these companies said they just wanted their 10% of the mar- 
ket, and if you added up all the 10s, it came to several hun- 


dred percent,” she said. 


Wise investors will nonetheless look closely before leap- 
ing, analysts concurred. Charlotte Walker, chief executive 
at Martin & Simpson Co., said the quality of recent offerings 
has remained high. However, she also noted, “The market 


is pretty discerning right now. There are some high-growth 


markets, IPOs with solid fundamentals and a good dose of 
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Koma Inc 

Maxtor Corp 

Micropotis Corp 

3M Corp (H) 

PRINTRONIX INC 

QMS Inc 

Quantum Core 

Raoius INC 

RECOGNITION EQUIPMENT 
REXON INC 

SEAGATE TECHNOLOGY 
STORAGE TECHNOLOGY 
TexTRONix Inc. (H) 

Xerox Corp. (H) 


AMERICAN MGMT. SYSTEMS 
ANACOMP INC 

ANALYSTS INT'L 

AuTo DATA PROcessine (H) 
Ceripian Corp 
Comoisco Inc 

ComPuTER HORIZONS 
COMPUTER SCIENCES 
Computer TASK Group 
ComPUSA Inc 

CORPORATE SOFTWARE 
EGGHEAD Discount SOFTWARE 
Generar Motors E (EDS) 
inacom Corp. (H) 
INTELLIGENT ELECTRONICS 
MEeRISEL 

MicRroace INC 

PAYCHEX 

POLiCy MANAGEMENT Sys. (H) 
REYNOLDS AND REYNOLDS (H) 
SEI Corp 

SHARED MeDicat Systems (H) 
SHL SySTEMHOUSE 
SOFTWARE SPECTRUM INC 
SUNGARD DATA SYSTEMS 


Fes. 12 Wk Net Wk Pcr 


3PM 


10.25 

9.25 
11.00 
49.75 
24.25 


26.25 


0.75 
0.00 
0.50 
2.50 
0.25 
0.50 
0.38 
0.38 
0.63 
1.25 
4.38 
1.63 
1.88 
2.50 
0.13 
0.38 
4.25 
0.25 
1.50 
0.38 
1.63 
3.13 
0.00 


CHANGE CHANGE 
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skepticism, which | like to see Derek Slater 
NEW ANNUAL HIGH REACHED IN PERIOD (L) = NEW ANNUAL LOW REACHED IN PERIOD 
VORDBY INTERNATIONAL, INC. Loursviiie, CO 
ON IS BASED ON SOURCES BELIEVED TO BE RELIABLE, AND WHILE EXTENSIVE EFFORTS ARE MADE TO ASSURE ITS ACCURACY, NO GUARANTEES CAN BE MADE. NORODBY 
NAL AND COMPUTERWORLD ASSUME NO LIABILITY FOR ANY INACCURACIES. FOR PHONE NUMBERS, ADDRESSES, OR ANY ADDITIONAL FINANCIAL IN 
OMPANIES CALL NORDBY INTERNATIONAL AT (303) 666-5903 
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EDS juggernaut 

Citing expansion into com- 
mercial markets outside of 
parent General Motors 
Corp., Electronic Data Sys- 
tems Corp. last week posted 
net profits of $635.5 million 
in 1992 on revenue of $8.2 bil- 
lion — a 16% rise over the 
year-earlier period. For the 
year, non-GM revenue ac- 
counted for 59% of the total 
business. EDS earned $178 
million in the fourth quarter, 
an increase of 14% from the 
year-earlier period. Reve- 
nue in the quarter was $2.1 
billion, a 3% increase from 
1991 levels, the Dallas firm 
said. 


Record revenue 
Systems Center, Inc. re- 
corded fourth-quarter net 
earnings of $3.3 million, up 
81% from the same period 
last year. Revenue in the pe- 
riod was a record $37.1 mil- 
lion, an 8% increase from the 
comparable quarter in 1991. 
The Reston, Va., software de- 
veloper named John C. Daily 
as president. Daily joined 
the company last year as 
vice president of marketing. 
He succeeds founder Robert 
Cook, who remains chair- 
man. 


IPO fever rages 

Initial public offering (IPO) 
activity remains brisk as su- 
perserver makers Tricord 
Systems, Inc. in Plymouth, 
Minn., and Paralian Com- 
puter, Inc. in Mountain View, 
Calif., filed registration 
statements last week. Tri- 
cord is lookingto raise about 
$30 million by selling 3 mil- 
lion shares at an estimated 
price of between $10 and $12 
ashare, while Parallan 
would like to raise $20 mil- 
lion through the sale of 2 mil- 
lion shares at an estimated 
price of between $10 and $12 
ashare. Followingin the 
shadow of successful IPOs 
floated by Powersoft Corp. 
and PeopleSoft, Inc., Gupta 
Corp. in Menlo Park, Calif., 
closed its offering by raising 
$39.6 million. 


Microsoft leit dangling by FTC 


By Christopher Lindquist 





The computer industry’s ears 
perked up in anticipation last 
week after the Federal Trade Com- 
mission (FTC) said it would soon 
make an announcement concern- 
ing a “nonpublic investigation,” 
generally regarded as the Micro- 
soft Corp. antitrust case. 

But instead of clearing the 
smoke, the FTC managed to fogthe 
issue even more, after apparently 
deciding not to decide the case af- 
ter two years of investigation. Ina 
terse statement, the FTC indicated 
it would meet shortly to discuss 
the situation further. 

Reports had circulated that the 
FTC’s lawyers had recommended 
an injunction against Microsoft, 
possibly concerning its MS-DOS 
licensing practices. 

The FTC could have voted to ac- 
cept that recommendation, deny it 
or extend the investigation. Previ- 


ous speculation that the FTC 
might seek to split Microsoft into 
applications and operating sys- 
tems segments has generally been 
disregarded. 


Now what? 

What happens now is anyone’s 
guess. According to George Cum- 
ming Jr., a trial lawyer at Brobeck, 
Phleger & Harrison in San Fran- 
cisco, the lack of a decision simply 
indicates that the FTC feels it 
needs more time. 

That time could be spent gather- 
ing more information, discussing 
the lawyer’s recommendations 
more thoroughly or possibly work- 
ing out a settlement with Microsoft 
attorneys. 

“It’s kind of difficult to read into 
the thing,” Cumming said. 


Novell, Inc., which is widely ru- 


For its part, Microsoft said it is 
continuing to cooperate with the 
FTC but otherwise, business is go- 


ing on as usual. 


a2-2 tie. 


mored to be preparing a class-ac- Stock 
tion antitrust suit against Micro- gyrations 
soft, said it will have no comment Wall Street speculators 
on the FTC investigation until a de- pushed the price of 
cision is rendered. Microsoft stock down 
Wall Street watchers said it five points to $85 the 
seemed strange that the FTC day before the FTC’s 
would be unable to render a deci- anticipated Feb. 5 
sion after more than two years. announcement. after 
One possibility is that the FTC reports circulated that 
may be deadlocked. In theory, at the federal agency’s 
least three of the five members lawyers had 
would have to vote either in favor recommended an 
of or against any possible action. injunction against 
However, one of the five mem- Microsoft. But the 
bers of the investigating commit- stock rebounded to 
tee reportedly removed himself be- close that day at 89 as 
cause of _conflict-of-interest fears of a potentially 
reasons shortly before the deci- damaging decision 
sion was to be made public. That were quelled — atleast 
created a situation in which a tie temporarily. The stock 
was possible. was trading in the mid 
According to published reports to upper 8os late last 
last week, the FTC’s vote ended in week. 








Informix diversities 


Unix portiolio 


By Jean S. Bozman 
MENLO PARK, CALIF 





Traditionally Unix-oriented Infor- 
mix Software, Inc. is broadening 
the reach of its database servers. 
Company executives said the firm 
is porting its Informix-OnLine da- 
tabase to Microsoft Corp.’s Win- 
dows NT, accelerating a push to 
sell a 6-month-old Novell, Inc. Net- 
Ware Loadable Module version 
and considering more support for 
Apple Computer, Inc.’s Macintosh. 


FINANCIAL UPDATE 





Informix Corp. 


Informix more than quadrupled its 
*92 net income over ’91 


4Q ’92 Year-end ’92 


Pe ir sh 





CW Chart: Stephanie Faucher 


Ata glance 





More than 80% of 
Informix’s sales are 
attributed to 
Unix-related products, 
the company said. 
Informix is second to 
Oracle in worldwide 
license revenue for 
Unix relational 
database products, 
according to 
International Data 
Corp., but Informix said 
it still leads Oracle in 
the number of units 
shipped. Informix 
claimed it has the 
largest worldwide 
installed base of Unix 
relational database 
licenses, totaling more 
than 600,000 units. 


The moves come as the once- 
struggling database vendor caps 
an extremely successful year. Last 
week, the company reported 1992 
net profits of $54 million on record 
revenue of $283 million (see chart). 

Informix Chief Executive Officer 
Phil White, who is credited with 
turning around the firm’s poor fi- 
nancial performance in 1990 — a 
year in which it posted a $46.4 mil- 
lion loss — said client/server sales 
would drive annual growth rates of 
20% to 30% for the next few years. 

“Selling database technology is 
like selling hoteakes because the 
tide’s rising,’ White said, refer- 
ring to the downsizing trend. “I 
think our whole message will 
change from Unix to open [sys- 
tems]. Given that our database will 
be on NetWare and NT, it'll be a 
much bigger marketplace.” 

The NT version of Informix-On- 
Line is expected to debut later this 
year, at about the same time as NT 
databases are available from com- 
petitors. 


Open toopen systems 

Open systems are forcing the issue 
of multiplatform support, industry 
analysts said. “I don’t think Infor- 
mix is indelibly wed to Unix as a 
platform,” said Bill Higgs, vice 
president of software research at 
Computer Intelligence/Infocorp in 
Santa Clara, Calif. “It is important 
for [the] Informix [database] to be 
open as a server or as a multiuser 
database platform.” 


COMPUTERWORLD 


Informix has long had support 
for Apple Macintosh clients via its 
Wingz graphical spreadsheet. A 
forthcoming end-user query tool 
called Storm will be ported to the 
Macintosh, White said. 

Support for more platforms will 
be crucial, industry analysts said, 
as client/server systems embrace 
more hardware and software plat- 
forms. Informix, with its small di- 
rect sales force, must cover its bas- 
es, they noted, because it gains 
two-thirds of its revenue from 
sales through value-added resell- 
ers and independent software ven- 
dors. 

“If they don’t play the way the 
other database guys play, then 
they won't be in the game,” said 
Rikki Kirzner, a principal analyst 
at Dataquest, Inc. in San Jose, Cal- 
if. She referred to the blanket plat- 
form support offered by competi- 
tors such as Oracle Corp. 

Higgs said he believes Informix 
has the financial and engineering 
resources to extend its database 
products to other platforms. Its 
record 1992 revenue stemmed 
largely from providing Unix data- 
base systems in an era of downsiz- 
ing, when midrange and low-end 
Unix packaged solutions were 
selling well. However, as Informix 
moves to other platforms, it will 
meet competitors such as Oracle 
and Sybase, Inc. on more fronts. 
“It's an extension of the competi- 
tive battle that’s already going 
on,” Higgs said. 
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GREAT NAMES _ 


Kasey Kasemodel 
Analyst, Mazda Systems 
Services of North Arve rica 


Flat Rock, Mich 


FS? Chose, but no cigar 


Is 99.9% computer/network uptime good enough? If 
we settled for things done right 99.9% of the time, 
we'd have to accept: 


¢ 20,000 incorrect drug prescriptions each year. 
16,000 pieces of mail lost every hour. 
500 incorrect surgical operations each week. 
¢ 50 newborn babies dreyped 
by doctors every hour. 


ata SPCUFTEY sss as wine 


supply physical security firm Medeco Security Locks 
(maker of lock and key sets) with portable data carriers 
and interface components. — Hinm. Does that mean they 


have safe sets? 


Clinton 
out-faxed 


The Bush/Quayle 
re-election 
campaign was 
clearly outfoxed 
by the 
Clinton/Gore 
campaign, but it 
wasn’t out-faxed. 
The Bush team 
sent 550,000 
items via 
broadcast fax 
technology — 
mostly press 
releases — 
compared with 
200,000 faxes 


endor sales pitches? If so, please contact Lory Dix or 
4. If we use your ideas, we'll send you a gift. 


The Fifth Wave by Rich Tennant 
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Inside Lines 


Getting real chummy 

Industry analysts were buzzing last week about the imminent 
merger of the OSF and Unix International (UI). The two onetime 
enemy camps are so friendly these days it’s a wonder they don’t 
throw joint company picnics. OSF President David Tory recently 
attended a big Ul get-together in New Orleans, where OSF iechnol- 
ogies such as Distributed Computing Environment (DCE) were 
warmly welcomed. OSF Board of Directors President Mike Saran- 
ga disavowed any concrete plans to merge the two nonprofit com- 
panies, however. “The way the industry is changing, though, any- 
thing could happen,” quipped Saranga, who represents IBM on the 
OSF board. 


Chips ahoy 

Vendors will get the go-ahead, and the chips, to ship their first Pen- 
tium systems on May 20, industry sources said. Less talked about 
is Intel’s Peripheral Control Interface (PCI) local bus architecture, 
which will be discussed publicly on March 22 along with the tech- 
nical details of Pentium. Sources say PCI will be available in time to 
be designed into Pentium systems for release in late May, though it 
appears both PCI and existing schemes will be used in systems 
disclosed that day. 


Battered, black and blue 

iBM is expected to announce this week that it will cut even more 
employees than originally planned from its North American sales 
organization. A Merrill Lynch analyst predicted the cut — to be 
made initially through early-retirement options and then, if nec- 
essary, layoffs —would number around 7,000 vs. the original target 
of 4,000 to 6,000 this year. But that still might be a low estimate, 
some said. James Cassell, an analyst at Gartner Group, said IBM 
will probably need to cut some 40,060 employees from its total 
worldwide work force this year, another 30,000 in 1994 and per- 
haps another 30,000 in 1995. 


Taking stock of the situation 

Parallan’s IPO filed last week (see stories pages 108 and 109) has 
repercussions for IBM, which owns an estimated 20% to 25% stake 
in the superserver maker. When and if the 2 million-share IPO 
breaks, IBM’s ownership of Parallan, whose multiprocessing box 
IBM resells as part of the PS/2 line, will automatically dilute to 
14.1%. But if IBM exercises stock options negotiated at the time it 
bought into Parailan last year, IBM could own just shy of 34% of the 
company and can install two members on Parallan’s board. IBM 
watchers noted that it would be smart to keep a hand in Parallan 
because the market is poised for flight in 1993 and 1994 


Through the looking glass 

Although DEC doesn’t expect its VMS base of customers to move 
whole hog to Microsoft’s Windows NT overnight, the company is 
evaluating several possibilities to make that transition easier. 
Those moves include a potential port of the Win-32 API to VMS or 
the development of a VMS subsystem for NT that is similar to the 
subsystems Microsoft has developed for DOS, OS/2 and Windows 
under NT, said Pauline Nist, group engineering manager for Alpha 
AXPand VAX servers at DEC. Of the two initiatives, a Win-32 port to 
VMS would be most welcome because it would allow developers to 
create applications that would run on both NT and VMS, said David 
Solomon, a former DEC engineer who is now president of Solomon 
Software Technologies. 


Exxon is currently beta-testing the sports fan's ideal cli- 
ent/server application in Germany. Using PowerBuilder tools 
from Powersoft in Burlington, Mass., the oil concern is build- 
ing an application that will allow German soccer fans to pur- 
chase tickets to soccer matches at Exxon gas stations. The 
application will link client systems at service stations with 
servers at individual stadiums and servers at Exxon corpo- 
rate offices. Phone, fax or CompuServe News Editor Alan Alper 
with news tips at (800) 343-6474, (508) 875-8931 or 76537,2413, 
respectively. Or try Computerworld’s 24-hour voice-mail tip 
line at (508) 820-8555. 








Informix 
Database Technology Helps 
Domino’s Pizza 
Distribution Corporation Deliver. 








When Domino's Pizza Distribution Corp. wanted to manage the delivery 
of perishable food ingredients to over 5,000 outlets, they turned to us, Informix, 
the experts in UNIX relational database technology. 

Nationwide Commissary information System. 

Domino’s Pizza Distribution Corp., the distribution company for the 
world’s largest pizza delivery system, needed an inventory control and accounting 
system to enhance the flow of information between its headquarters and supply 
commissaries. Because each corporate commissary is autonomous, the system had 
to be open, flexible and affordable as well. 

Domino’s Pizza Distribution Corp. chose Informix’s UNIX database solution. 
Integrating the Entire Operation. 

Domino’s commissary information system manages inventory, accounting, 
payroll, personnel, and truck-fleet information applications. Although each 
commissary functions independently, a network links them to each other and 
brings corporate-wide information to a single headquarters location. 

Domino’s and thousands of other companies have called on us for 12 years 
to successfully handle their critical data. 

If you’re considering UNIX for data management, talk to Informix. 


Because we're the experts. , 
Can 1-000-008-4FMX. A \NFORMIX 


THE UNIX DATABASE EXPERTS. 





SATISFACTION (GUARANTEED 


If you have been searching for a software company that can provide you with a wide range of software 
solutions, backed up by first-rate support, we invite you to join the over 7,500 MVS, VSE and VM installations 
that have found long-term software satisfaction with Software Engineering of America. SEA has always developed 
and enhanced products based on your input and backed these products with support you can count on 7 days a 
week, 24 hours a day, worldwide. The results have been impressive for both us and our users. With products 
licensed at 9 of the Fortune 10, 85% of the Fortune 500 as well as thousands of installations of all sizes and 


configurations, SEA software has set new standards of efficiency and performance. 


SEA PRODUCT GROUPS 


Operations Automation Group 


SEA provides a comprehensive and integrated line of high-quality 
operations automation software that covers all critical areas of 
data center management. SEA is a leader in this integral part of 
today's operations environment, with over 2,500 installations 
choosing SEA as a proven source for automated operations 
software solutions. Many users tell us that they have selected our 
products because of our superior support and our philosophy of 
pursuing all development and enhancement based on user input. 


SAVRS - Sysout, Syslog and JCL Management, Viewing, 


DASD / Data Management Group 


SEA's DASD/Data management tools are corporate standards, 
licensed at thousands of MVS data centers worldwide. These 
DASD management products provide dramatic savings under any 
configuration and have set new standards for efficiency and high 
performance. SEA's software has achieved this wide acceptance 
due to our unique ability to transparently interface with virtually 
any existing DASD management system. We guarantee you 
significant savings in DASD expenditures in any MVS 
environment regardless of your present DASD management 
configuration. 


Archival and Retrieval. 


PDSFAST - High speed DASD/PDS Management, 


TRMS - Report Management and Distribution. 100% IEBCOPY replacement. 


ODDS/MVS - Unattended Operations, 
Master Console Management. 


FASTGENR - High speed replacement for IEBGENER. 


WALDO - For Automatic and Remote IPL of the 
Mainframe from a PC, using ODDS/MVS. 


GNC - Graphical Network Control. Application De velopment 


PRO-2, used at hundreds of MVS and VSE Installations, is a 
powerful time-saving tool for programmers working in application 
development environments, including on PCs. It automatically 
generates industry-standard production-ready CICS Command 
level Cobol code and BMS macros. PRO-2 reduces development 
time by as much as 85%. 


CSAR - Automated Job Scheduling MVS-VSE-VM. 
TRAMS - Data Transmission Management System. 
KEYS - Automated Help Desk Management. 


PDSUPDTE - High speed globa! JCL/PDS editor, scanner. 


SEA software will save budget dollars and increase efficiency, whatever your installation's size or 
configuration. SEA is a recognized industry leader with a comprehensive line of high-quality software solutions 
backed up by the highest levels of technical support. We invite you to join the over 7,500 installations that have 
found long-term software satisfaction with SEA products. 


For further information about any of SEA's software solutions, call 1-800-272-7322. 


eg, A SOFTWARE ENGINEERING OF AMERICA’ 
2001 Marcus Avenue, Lake Success, New York 11042 
(516) 328-7000 1-800-272-7322 Fax: (516) 354-4015 


Products Licensed In Over 50 Countries 


























